Net Paid Circulation This Issue 20,667 


Published | . b ' 
Every Other Thurs de d 


October 30, 
1941 


yA 


Tools always were essential to the main- 


tenance and progress of our country. 


Today, as never before, our government 
and its peoples living on farms and 
working in huge defense industries need 
more tools. 


IRWIN is working “around the clock’ 
to help supply them. 




















It’s unbelievable -- yet it’s true. You can have 
a full line of quality brushes covering the widest 
range of uses -- and yet have only 26 items. If 
you want low brush inventory, quicker turnover, 
and better profits, concentrate on Wooster 
Brushes. Your jobber’s salesman will gladly 
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THE WOOSTER BRUSH CO. © WOOSTER, 
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explain the Wooster 3-point Merchandising Plan. ¢ 
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“As Seen in the POST” 


Ask your jobber for drama- 
tic YALE window cards re- 
producing tested POST ads 


MORE 
“TURNOVER 
MUSCLE” 


COMING YOUR WAY! 


More People Reading Yale Advertising 
Means More People Coming to Your Store 


Here is one Yale Moving Man who is working extra 


effectively for you these days —Yale promotion! 


More and more of the 3,300,000 families that read 
THE SATURDAY EVENING POST, are reading YALE 
advertisements and are being directed to you, their 


local hardware dealers. 


Recent studies of POST advertising by a well-known 
research organization reveal that YALE’S dramatic, 
true-to-life stories about locks were 7th best-read out 
of 77 advertisements in one issue, 4th best-read out of 
83 in another, 3rd best out of 78 in a third — even 
though in competition with the newest cars, the air- 
lines, the newest cosmetics and other popular products. 
Full details on these surveys are available on request. 


YALE PUTS 3 BIG SALES MOVERS 
IN YOUR BUSINESS 





THE NAME YALE HELPS MAKE THE SALE 


THE YALE & TOWNE Stinrono, conn. us. « 
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Hardware Age, published every other Thursday by Chilton Co. (Ino.). Entered as second-class matter, March 24, 1933, at the Post Office at Philadelphia under the Act of 
March 3, 1879. ( Printed in U. 8. A.) $1.00 per year. Single copies, 25¢ each. Vol. 148, No. 9. 























BLAKE & LAMB 


“The Steel Trap of the Hardware Trade”’ 





LONG SPRING SIZES 


A Standard Pattern in 
sizes to catch and hold 
all common fur bearing 
animals—the favorite of 
hundreds of thousands 
of trappers. 





No. 0, 1, 1'/2 aa Spring 


UNDER SPRING SIZES 


Blake & Lamb Under 
Spring traps are very 
popular because of their 
light weight and fast, 
leaping action. Avail- 
able in all sizes. 








improved Blake & Lamb 


No. 1 Guarded Trap ret die — No. 1, 12 Double Jaw 





Get Your Catalog of the Complete BLAKE & LAMB Line of Fast Sellers! 


THE HAWKINS COMPANY 


AMERICA’S OLDEST TRAP MANUFACTURERS 
SOUTH BRITAIN, CONNECTICUT 
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IGHTSEERS in the city of Washington are 

usually directed to a simple monument of 

stone rising out of the ground some five 
hundred and fifty feet. It is grandly unpreten- 
tious, merely a gigantic shaft, yet its simple out- 
lines express more clearly than volumes the 
regard of a great people for the ideals of a great 
man. It expresses the strength of unswerving 
loyalty to righteous faith. 
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INCE the birth of Empire LEvELs, a little 

over four years ago,* we have attempted to 

adhere to a strict program of quality manu- 
facturing as clearly defined as the outlines of the 
great Washington monument. It has been no 
sasy task, especially during the tempestuous years 
just past. The temptations to cut quality have 
been great and the deviations we might have 
affected seemed of small imporance. But slowly 
and surely our ideal has been shaping itself. Ever 
increasing numbers of Hardware men are help- 
ing us to raise the monument of dependable Level 
accuracy higher and higher into the air. Many 
are kind enough to tell us that the Empire Level 
is the finest tool of its kind in the land. When 
that opinion is universally accorded then we shall 
have realized our ideal. 


EMPIRE LEvEL Mee. Co. 
MILWAUKEE, WIS. 
MANUFACTURERS OF A COMPLETE LINE OF 
QUALITY LEVELS 












































* This Advertisement first appeared in 1922. We have reproduced it regularly each year since, as a public mani- 
festation of the ideal that has assisted us in putting our BEST efforts into our products. 
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FOR LOW COST HOUSES 


LAWSON Bathroom Cabinets 
Broaden Your Sales Possibilities 


shew know that Lawson pioneered the low-priced 
steel medicine cabinet, broadened the market and 
increased sales possibilities for every hardware dealer. 





Lawson knows the housing field, particularly low 
cost housing, and builds the style and price ranges 
of bathroom cabinets desired by home owners as well 
as architects and builders, and has a handsome, high 
quality line of one-piece baked enamel cabinets rang- 
ing from $2.50 up. 


By stocking this and the other Lawson lines, you 
can sell your customers the highest quality cabinet 
possible in each price range. By giving your cus- 

GREEN- tomers a bigger value for their money, you'll build 


CH — similar 
y 3 Lawson ° . 
Standard line, business rapidly and surely. 
but modified in 
detail to permit 
lower price. 
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The F. H. Lawson Company manufactures a complete 
line of Decorated Kitchenware including waste bas- 
kets, step-on cans, stools, vegetable bins, bread boxes, 
canisters, etc.; a complete line of galvanized ware and 


oun correce equipment for institutions and public buildings, such 


~,oue of the most as waste receptacles, sand urns, self-closing trash cans, 
o styles + 

= “Lewsen Econ- waste baskets, cuspidors, etc.; also all types of garage 
po te alle B ve and filling station equipment. 


enamel cabinets. 











THE BUNG — THE F. H. LAWSON COMPANY 


— another in 


handsome Lawson CINCINNATI, OHIO 


Economy line. Re- 
So ene World's Largest Builders of Bathroom Cabinets 


in cost. 


oa No. 252 — a 
| @ low-cost  sur- 
face-type cabi- 
net illustrating 
the graceful 
| simplicity so 
much desired 
today 





No. 232 — a splendid example of 

the Lawson line of surface type 

cabinets that are built with the 
typical Lawson sturdiness. 


SOLD BY AMERICA’S LEADING HARDWARE JOBBERS 
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To achieve and hold leadership for nearly a century in the manufacture of a single 
product requires more than promises—it demands ability to perform. Since starting the 
production of EMPIRE Bolts, Nuts and Rivets in 1845, R B &W has adhered strictly 
to policies of highest quality and strictest standards; and to progressiveness in manu- 
facturing methods and processes, in management policies, trade relations, and customer 
service. RB &W has constantly built a background of plant facilities, production 
methods, raw material sources, and sound sales engineering service. 

Today, RB &W with three strategically located manufacturing plants, to which 
new buildings and additional equipment have been added,in line with our extensive 
expansion program,provides maximum production to meet national emergencies, and 


do everything possible to supply regular trade requirements. 


RUSSELL, BURDSALL & \ 


CORAOPOLIS, PA 
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BOLTS: Carriage + Machine - Lag « Plow + Stove + Elevator - Step - Tap - Wheel & Rim + Battery 
+ U-Bolts + Tire » Automotive «+ Drilled - Faced + Special Heat Treated, etc. » NUTS: Cold Punched - 
Semi-Finished - Hot Pressed - Case Hardened + Slotted + Castle - Machine Screw + Marsden 
Lock « Low Sulphur - RIVETS: Standard « Tinners’ » Coopers’ » Culvert » Clevis and Hinge Pins - 
SCREWS: Cap + Machine - Hanger - Sheet Metal - Phillips Recessed Head - WASHERS: Plate 
+ Burrs - MATERIALS: Steels - Alloys + Brass - Bronze - Naval Brass + Everdur + Herculoy - and 
others - RODS: Stove + Seat - Ladder - PLATED PARTS: Cadmium + Zinc + Chromium - 


Nickel - Hot Galvanized » Copper - Tin - SPECIAL UPSET & PUNCHED PRODUCTS. 


Es 


Chester, ; m center, 
plant at. A Falls at 
ar at ‘a- 
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R = W oor Hangers with Patented Lock 
Joint Tracks for Doors of any size or Weight 


Most Profit in R-W Line 

The range of R-W Door Hangers and Lock Joint 
Trolley Track covers everything from the largest 
to the smallest that anyone would ever need. 
R-W track is truly remarkable. So tightly do the 
joints lock together that it is virtually a one-piece 
track. Hangers operate over R-W track with com- 
plete trouble-free smoothness. There’s no other 
track exactly like it in the world. 


Preferred by Builders 
And no other line has the reputation for quality 
and such a wide acceptance from builders and 
architects as does Richards-Wilcox. 


Richards-Wilcox has the service you want— 
speedy, dependable service backed by over 


Richards-Wilcox Mfg.Co. --.. 


60 years of experience. You'll like doing busi- 
ness with Richards-Wilcox and with R-W products 
in stock you'll do more business. Let us prove it. 


TIPS FOR BUSINESS 
* Slidetite patented garage door hardware 
* “DoR-Way” hardware for garages, barns, 
warehouses 
* Door holders and door dogs 
* Locks, bolts, latches 
* Fence stretchers 
* Fire and industrial doors and hardware 
* School Wardrobes 
* Hardware Specialties 


Write for R-W catalog. 








“A MANGER FOR ANY DOOR THAT SLIDES” 
AURORA, ILLINOIS, U.S.A. YEARS 
Philadelphia Cleveland Cincinnati 
Des Moines Minneapolis Kansas City 1941 
Seattle Detroit 


Branches: New York. Chicago Boston 


Indianapolis St. Louis New Orleans 
Los Angeles San Francisco Omaha 


“ Quality leaves 
its imprint” 


SIXTY-ONE 








Atlanta Pittsburgh 





R-1 Milwaukee _Richards-Wilcox Canadian Co., Ltd., London, Ont., Montreal, Winnipeg 
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Taper Forged from a Solid Bar 
Turtle Back Construction 


PRODUCED ONLY BY TRUE TEMPER — PROCESS PATENTED NO. 1898590 











TRuE TEMPER PrRooucrs 


FORKS + RAKES * HOES + SHOVELS + AXES + HATCHETS » HAMMERS + SCYTHES + FISHING RODS AND BAITS + GOLF SHAFTS 





Solid shank construction originated 
by True Temper is comparably new, 
but because of its added strength in 
relation to weight—its elimination 
of frogs and welds, it has far outdis- 
tanced all other types of construction 


for a high grade shovel. 


Railroads, industries, contractors and 
merchants, who know shovels best, 
specify True Temper Solid Shank when 


they want the best — no substitutes. 


Today, True Temper Solid Shank 
Shovels rank First—unchallenged. 


You can buy True Temper Solid 
Shank Shovels with confidence for 
they are made in only one grade— 
THE BEST—in three weights, to 


serve every shovel need. 


To know their true value, one must 
add to the stronger and better type 
of construction, True Temper’s 

selection of steel, their knowledge 
of expert forging, tempering and 
finishing of fine steels. 


The Spring Tab End Socket, supplied 
exclusively by True Temper, makes 
the strongest handle construction, and 
True Temper’s stock and selection of 
high grade ash for handles is known 
to be the largest and best in the world. 


True Temper Solid Shank Shovel 
Taper Forged in One Piece from a Bar of Steel 


True Temper Taper Forged Shovels—the Solid Thicker steel in the mid-section—for unequalled strength and wear. 
Shank, as shown here, and the Tubular Shank, shown 


on the other side of this page, will be advertised 
to millions of users in the November 30th issue 
of The Saturday Evening Post and Country Gentle- 
man — half-page space, two colors. You can profit 
from this advertisement to the fullest extent only Spring Tab End Socket, produces the strongest handle known. 


if your stock is complete. Order from your jobber. All white handle is select ash. 


Gradual taper to a thin, keen, fast cutting edge. 


Solid steel shank provides strength many times in excess of all 
normal requirements. 


Straight handle socket makes replacement a matter of minutes. 





FORKS + RAKES + HOES + SHOVELS + AXES + HATCHETS « HAMMERS + SCYTHES + FISHING RODS AND BAITS + GOLF SHAFTS 





Plastic Resin 


reap PROOF 7 





and this Powerful 
Demonstrator- 
with this Unique 
WELDWAVUD 
eg er GLUE Deal. 


:. *SHIPPED SET UP 


2 — _—___ ae You'll like this rapid sales- 
WELOWAOO vo , Wilowavo  — making display, built on an 

j WAT ERBROGY Glut entirely new principle. Not 

a box, not a nest of cans, but 
a three tier, unobstructed 
platform with every one of 
the 12 cans in place...no 
arranging. Shipped in in- 
dividual cartons. Pull out 
display, remove shipping 
protection, lock easel, 
and start it a’selling 


: VOOD GLUE. 
1O¢ - 25/- 5O:. a ) WELDW 
N WELDWA0D Plastic Resin Waterproof Glue | 


We want every dealer to profit from the keen You GET FREE: 


consumer demand for WELDWOOD Plastic Resin * ONE UNIQUE DEMONSTRATOR, especially packed, 







jlue it With WELDWOVD 


WATERPROOF == — MIXES 
ROT-PROOF iW 5. 1 INSTANTLY IN 
STAIN-FREE |, 3 COLD WATER 










———— : a — 
— a t ST 
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: WATERPROOF GLUE. That’s why this forthright, shipped set up. 
Z 4 unusual deal has been created,—that’s why no stock *TWO cans WELDWOOD GLUE, No. A10 size. 
; order is demanded. You BUY ONLY: 
3 EVERY dealer is given this opportunity to display 1 No.D100 1 Ib. can WELDWOOD GLUE, 85¢...... $.85 
{ all four popular sized cans of WELDWOOD GLUE 2 No.C50 8 oz. cans WELDWOOD GLUE, 50¢...... 1.00 
i on the ematlest kind of investment. 3 No.B25 31 oz. cans WELDWOOD GLUE, 25¢...... = 
Public acceptance of WELDWOOD Plastic Resin OS SS a Se + ss 
| WATERPROOF GLUE for household use has been Retail $3. oo 
i phenomenal because WELDWOOD does its job so (Less regular discount) 
; well. It is WATERPROOF, ROT FREE, STAIN ORDER WELDWOOD GLUE DEAL No. W1 from your favorite 
sei F FREE, and enduring. It is the Glue of the Aviation ee ee rere ey Saw ee ee ee eee 
| Industry, the Professional Woodworker, the Marine UNITED STATES PLYWOOD CORP. 
- Field, the Building Trade, and America’s great army World’s largest producers of Plywood 


of Hobbyists and Model Builders. 616 West 46th Street, New York, N. Y. 






om am eAttach to firm letterheadam am am ay 


WELDWOUD Ea 
PLASTIC RESIN cs 
WATERPROOF GLUE Ines RAE aS 
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MAGOR SHOVELS 
KEEP DOLLARS 
ROLLING IN! 


aN 
tie > Magor Shovels are based on more 
‘ 4 than forty years experience de- 


voted exclusively to the 
building of quality steel 
products. 


Jttt 664, 
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MAGOR 


e SHOVELS 
e SCOOPS 

e SPADES 

e SCRAPERS 


Only steels to their own specifications go into Magor 
products. These special analysis steels impart strength 
plus flexibility in blade and shank. Special heat treatment 
gives texture to blade that makes it practically impossible to turn 
or split at cutting edge. 
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Magor Shovels roll in the dollars for hardware men every season of every 


year—will keep on doing it even faster this Winter. 


Customers like the heft and feel of Magor Shovels. They are attracted 
by the good appearance, they can see the sturdy construction, and, what's 


more, they like the price. 


Priced right and with a good profit margin for dealer and jobber— 


sold under a fair and honest sales policy—Magor Shovels keep on win- 


ning new friends and making more profits for hardware men. 





CAR CORPORATION 
SHOVEL DIVISION 
aaj SO CHURCH STREET NEW YORK, N. Y. 


= 
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DEFENSE FIRST 


COLSON is proud to be playing a 
part in the task of rearming America. 
And we are proud to have many 
loyal customers who understand that 
machines and men once engaged in 
industrial production are being used 


to give all out aid to Uncle Sam. 
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“KEEP ‘EM FLYING!” 


2 & 2 eS 























THE COLSON CORPORATION 


ELYRIA, OHIO 
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DWSS7t ON tools are easier 


to sell... 


because 


“the men who know 





insist on 


LISSTON fee 


advertisement, 

appearing in the 

October 11 issue 

of THE SATURDAY 

EVENING POST, proves 

One of the eatin and by way of a strong testimonial that the men who know 

s supplyins corms is tools best . . . those who use saws and files in making 
a living . . . insist on Disston. 





And Disston advertising in national, business and 
trade publications is telling millions of potential tool 
buyers . . . among whom are most of your customers 
and prospects . . . to follow the lead of experts and 


o- 58 t, ; . ° 
J. a to ask for Disston tools from you and other dealers. 
co 1 


insisted 3200 SUCCESSFUL HARDWARE MERCHANTS 
can't be wrong! More than that number have sold 
Disston. Saws for 25 years or longer. Could you 
want better proof that Disston prestige builds sales 


and profits ? 


If you aren't already lined up with the Disston 
line, see your Disston wholesaler now. It pays 
you and your customers to insist on Disston. 


HENRY DISSTON & SONS, INC. 
Tacony, Philadelphia, Pa., U.S.A. 
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KEEPING THE MEN “‘BEHIND THE LINES“ 


SUPPLIED WITH DEPENDABLE TOOLS 


@ In every phase of the Defense Program, way 
“behind the lines,” tools play an essential part. 
Farmers needing more and better saws and tools 
to build the granaries of defense food supplies... 
carpenters engaged in defense housing... 
mechanics in shops and factories ... home owners 
freeing labor for defense work by handling their 
own maintenance and repair... all these look to 
the retail hardware merchant for a dependable 


source of supply. He, in turn, can do no greater 
service than to anticipate his customers’ needs in 
all merchandise of known quality and perform- 
ance and keep it available. A practical step in 
that direction is to maintain a representative stock 
of Atkins Saws—known and respected by four 
generations of craftsmen to whom the name 
“Atkins” stands for the best in performance, dur- 
ability and service. 


E. C. ATKINS AND COMPANY, 410 South Illinois Street, Indianapolis, Indiana 








Atkins Silver Steel Handsaw No. 65 
Best hand saw made for general carpentry. Straight back, 
ship point. Taper ground. Damaskeen polish. Smartly carved 
Perfection handle of apple wood. 26” length only. Reg- 
vlar pattern made in 20”, 22, 24" and 26” lengths. 


Atkins Silver Steel Nest of Saws No. 3 
Three saws with the weight and space occupied by one. 
Consists of a keyhole, compass and nail blade with hard- 
wood adjustable handle. 12” keyhole blade — 14” com- 
pass blade—18” nail cutting blade. 





Atkins Silver Steel Back Saw No. 2 
Blade is tempered so that fine teeth will hold keen cutting 
edges. Blued spring steel back keeps blade true. Finished 
apple wood handle. 8” to 18” lengths. 












Atkins Silver Steel Crosscut Saw No. 55 
and soft woods. Extra fine material, temper, workmanship. 


saw made. 
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A new 4-cutter saw designed for expert loggers for hard 


Hand-smithed blade. The fastest and smoothest cutting 














wee 


Atkins Silver Steel Handsaw No. 2000 
The last word in hand saws. Features new design apple handle 
with Perfection hang, bringing grip closer to blade and 
gravity center of saw. No protruding parts to break or rub 
hands. Straight back, ship point 26” length only. 





Atkins Circular Saws 
Atkins Silver Steel Circular Saws are 
designed for all kinds of work . 
woodworking, work at home and 
metal cutting. Made in standard sizes 
for all portable bench machines. Filed 
and set ready for use. 

Also Work-at-Home Grade. 


Many Other Types of Saws — 
Ask Your Jobber for Full Details 
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Pennwoven meets all government 

standards. Available in 12, 14, 16 

and 18-mesh, widths from 18" up to 
48", excluding 44" and 46". 


Window Wise. . . means 
Full Size Screens. 


LOOK FOR emmiwouen LABEL 


..- IT IDENTIFIES CONSISTENT 
QUALITY SINCE 1904. 
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Penmwover WIRE INSECT CLOTH 


offers you a full range of sizes and kinds to 
OUDME-VOURU Oba cmB bel\celamel (old eMbuctehebbustee(aela 

High quality of material and modern, 
Vo bie- bolero mb cot-bolbbe-lerabbatel-mms colaimelolet mee eelopbela 
to produce wire cloth with definite selling 
features. 

Wide distribution of wholesale stocks 
makes Pennwoven wire insect cloth readily 
EM e-bOE- le) (oie) ol) ele) mam elola lan 


THE Pewmwouest LINE 


@® BLACK ENAMEL Made of hard drawn steel 
wire of uniform gauge and processed after weaving 
with a specially selected flexible enamel 
@®SYLVANOID Steel wire screen cloth elect 
lytically coated with pure zinc by tl! -ontinuous 
bath, Pennwoven process after whic 

Nghe MES oleest-Tihtamereyeot olelet ele tae Mmm s(o> ale) | 















| Wn 0010) Ome 33.40) J The wire base is com 
mercial bronze with 90% to 92% pure copper and 
ODD ieteto sla Mebt-terlaec ance clack ater Miele mmeltte-le) (me teias| 
After weaving, the cloth is further protected by « 


at of clear lacquer 


@® GOLDEN BRONZE The same 
as Antique Bronze except that the \ 
intreate ymmercial bronze. Lacquered < 


ng tor t servation 





























For Over 7O Years The F. E. Myers & Bro. Co. has had Faith in the Future - - - 


Since 1870 .... during peace and war, prosperity and depression .... Myers has met 
every situation. In the present National Emergency, Myers Products are carrying their full 
share of responsibility... meeting the needs of defense by helping to increase farm production. 


Plan now for tomorrow by winning the everlasting good will of your farm customers by 
showing them how Myers Pumps, Water Systems, Sprayers and Hay and Grain Unloading 
Tools will help them produce more with less manpower. 








MYERS PUMPS AND AUTOMATIC WATER SYSTEMS... . help meet the 
call for increased farm production by providing a convenient and abun- 
dant supply of fresh water, which is essential and all-important to the increase 
of farm output of milk, beef, hogs, chickens, eggs, fruit and vegetables. 


MYERS ORCHARD AND ROW CROP SPRAYERS .... are one of the most 
important essentials in securing maximum yield of tree, field or bush crops. 
Growers are going to be short ‘handed as defense industries absorb more 
workmen and will appreciate the speed and efficiency provided by Myers 
Power Sprayers. 


MYERS HAY AND GRAIN UNLOADING TOOLS ... . meet requirements 
of the Defense Program by the exceptional service features they offer... . in- 
suring fast, easy, efficient handling of hay and grain with a minimum 
of extra help. 


MYERS PARTS AND SERVICE ... . With production restricted on many 
lines now is an opportune time for Myers dealers to turn attention to servicing 
and repairing equipment, such as pumps and water systems, already in use. 
Favorable priority rulings insure Myers dealers an ample supply of fittings 
and parts for farm pumps and water systems. 


THE F..E.MYERS 6 BRO. CO. 


ASHLAND, OHIO 


knows ~— Manufacturers of Farm Operating Equipment 


PUMPS-WATER SYSTEMS- SPRAYERS-HAY UNLOADING TOOLS- DOOR HANGERS 
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| CAN'T AFFORD 
TO INSTALL 
ANYTHING BUT 


B® CANNON BALL 


: 


7 VAREINES ING 


aS 


START YOUR SALES ROLLIN 


“, CANNON BALL 


DOOR HARDWARE 


SELF-OILING DOOR HANGERS AND 
SELF-CLEANING DOOR TRACKS 


Follow through with larger and more important items from the complete line of 
Starline barn equipment and hardware. 


Get acquainted with the advantages of depending upon one manufacturer, one 
who can really be depended upon. Find, out how Starline cooperation helps 
hundreds of dealers make bigger sales and profits. 


Depend on Starline. One order. One invoice. A $1,000 sale instead of a $25 one. 
A big profit instead of a little one. Write today for Starline's catalog showing 
the many exclusive features that have kept Starline ahead with: 


Stalls Litter Carriers Door Hangers 
Stanchions Ventilators Garage Door Hardware 
Pens Steel Windows Wire Stretchers 

Water Bowls Hay Carriers Milk House Equipment 
Stock Tanks Forks and Slings Steel Hoists 





\ 


& “/ 














, 























WO 


IBAA RD 





LOF WINDOW DISPLAY 
WORK FOR YOU / 


@ Make glass a “seller” instead of a “cellar” item in your store. Bring 





it up where sales are made. Give it a deserved place on your floor, on 
P P y 


ASK YOUR counters, in windows. It’s easy with this colorful new window glass 
L-O°F DISTRIBUTOR = display that says “here it is” to your customers—holds 8 x 10, 10 x 12 
FOR THIS and 12 x 14 sizes in handy slots, where customers can see them. Feature 

NEW DISPLAY FOR _Libbey-Owens:Ford Quality Glass, the glass that cuts easily and cleanly, 
YOUR STORE the glass that is easy to sell because it is nationally advertised. Libbey - 

e Owens: Ford Glass Company, Dept. HA1041, Nicholas Building, Toledo. 





LipBEY- Owens - ForpD 
Yaad Designed for Happiness 
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REPAIRS WHILE YOU WAIT | 


BEFORE... 


ae a 













and AFTER! 











----MENDS LEATHER, TOO! 


T TAKES only a few minutes 

to mend torn luggage—and all 
types of leather goods—with 
Duco Cement. This handy ad- 
hesive is easy to use and does a 
swell, permanent job. 

Thousands of home owners keep 
Duco Cement in the house at all 
times, because it 7s so handy. 

It’s popular with thousands of 
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dealers, too, because it’s a fast 
seller, a steady mover, and nets 
a nice profit. It enjoys excellent 
consumer acceptance because it’s 
made by Du Pont—famousevery- 
where for high quality and value. 

Duco Cement sells itself! Just 
set up a display and watch it 
create sales— making extra profits 
for you. 





Hére’s all that you have to do: 
ask your jobber, or write us for 
prices and particulars. E. I. 
du Pont de Nemours & Co. (Ine.), 
Wilmington, Delaware. 

: é« * 


Be sure to tune in “Cavalcade of America” 
NBC Red Network... every Monday eve. 





REG. U.S. PAT. OFF. 


CEMENT 
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UNION HARDWARE 
ICE SKATES 


It's a swing that has gained momentum steadily since the 
1860’s when Union Hardware Ice Skates first were introduced. 
Right from the start, skaters were quick to appreciate the 
significance of the mark “Union Hardware” and the con- 
sistent high quality it stood for—quality readily interpreted 
in terms of hard-use-resistant construction, practical designs, 
steel that would hold an edge longer and stand repeated 
sharpenings. Satisfied users in all parts of the country soon 
made a name famous. Today, to a greater degree than ever 
before, you will discover that your statement, “They're made 
by Union Hardware” will be a real aid to building profitable 
ice skate sales—and plenty of them! 


You order wisely when you stock a full line of Union Hard- 
ware Ice Skates. Your jobber will supply you. Catalog No. 
35, illustrating and describing the line, yours on request. 





HARDWARE COMPANY 


$.PAT OFF ESTABLISHED (854 


TORRINGTON. CONN. 


NEW YORK OFFICE IS'i CHAMBERS STREET 
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No. 07 Screw-to-the-boot Hockey Skate with 


relieved runners. All parts nickel plated. 





Nos. 1624, 1624/2 and 1724/2 Men's Screw 
Clamp Skates. Similar models available for 


women's use. 





No. 1562 Tubular Clamp Hockey Skate. 


Tubes of special construction give great 


strength. 





No. 98 Screw-to-the-Boot Figure Skate with 
saw tooth toe. Made of finest steel, nickel 


plated. 
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Hand in hand with 


5) MORE CUTS 


ai WITH NUCUTS” 


goes quality work, too! @@& < 


NUCUT “Wavy Teeth” performance gives 
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a double benefit that busy file users eagerly accept! 


Two-fisted NUCUT performance satisfies your cus- 
tomers completely. They like the way NUCUT 
keeps going on hard metal and soft. They like 
the way these keen-toothed, precision-made files 
stay sharp, cut fast, last longer. And in addition, 
do quality filing! 

NUCUT “Wavy Teeth” design is the reason. It’s 
a scientific arrangement of alternating coarse teeth 
and fine teeth. Placed in wavy rows, these husky 
teeth first cut deep, clean and true. Then, at the 
same time, level the surface. One stroke with a 
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NUCUT does better work than two with ordinary 
files! Here’s a dembdnstrable feature that your 
customers will quickly appreciate! 


“MORE CUTS WITH NUCUTS” means more satis- 
faction with NUCUTS, Your job- 
ber will gladly go into particulars. 
Or, write us. 








HELLER BROTHERS COMPANY 
America’s Oldest File Manufacturers 


Newark, N. J. Newcomerstown, Ohio 





WAVY TEETH 
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FOUR HOSE ITEMS, EACH 
DESIGNED TO MEET A DEFI- 
NITE BUYING NEED AND 
COVERING ALL GARDEN 
HOSE REQUIREMENTS. 


BWH Gparden these 











BOSTON CIV AA RY The famous Boston Norz- 
of zle—too familiar to need 
introduction, too widely 


and favorably known to 


cis aa [3 espenes need description. The 
FITTINGS ie ia 7 nozzle by which all others 


are judged. 
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CHALLENGE NOZZLE NEW COME-BUY 


: Standard features of DISPLAY 
¥4), \Stnae= construction in smaller A handy sales aid 
Vidi =) ae Ps size and lighter weight they won't passby. |=" 
A = . . 
to permit its lower Each dozen Boston 
price. Nozzles is packed in this silent salesman. 


OCTOBER 30, 1941 





Where trustworthy tools are vital 
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To speed our rapidly growing two-ocean Navy, and 
to build another “bridge of ships” to the democra- 
cies of the world, Crescent Tools are doing their bit 
for Defense. Of all the jobs that American industry 
has accepted in the rush to re-arm America, ship- 
building is probably the biggest and toughest. In 
these shipyards, Crescent Tools have long been 
relied on to help keep launchings ahead of sched- 
ule. Wherever you look you can see Crescent and 
Crestoloy Tools hard at it. 





Crescent Tools include adjustable wrenches, pliers 
of all types, hacksaws, snips, screwdrivers, etc., etc. 
They are sold under the “Crescent” and “Crestoloy” 
trade names by hardware dealers and industrial 
distributors everywhere. 


CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 





CRESCENT TOOLS 
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MONTH DATING 


IN) 


Nationally Advertised 
in Big Space, 2 Colors 
to MILLIONS 


Powerful big '/2-page 2-color ads 
such as that shown in part at fhe 
right are running in leading 
national magazines—bought by | 
7,000,000—read by millions more 
—the class of customers you want: 


THE SATURDAY EVENING POST 


FARM JOURNAL— OUTDOOR LIFE 
SOUTHERN AGRICULTURIST 
Second of the series now out. See 


October 25th Saturday Evening 
Post. And more to come. 













, Now 
[m guaranteed 
to stay fresh 
aS a daisy 


507% longer 
\ - THANKS To 
) MY NEW 


SUB~SEAL 















































77. may have had “dry” flash- a country road—or a blown-out tire— 





light batteries dry out on you eit ithe aa 
nl hous 1 
= All Bond No. 
guaranteed fresh power. “i xtra 
ATED and guaranteed to stay fresh 102 Batteries (standard size D’) now si 


50% longer — without ainin® are dated ahead 18 months—a full year less 


ij ised in unique. 

t... nationally advertise 
smashing. standout display ads. ..- Bond 
No. 102 size “D” Flashlight Batteries aie guarantee. ee 
- 4 ou, right NOW. a ready-made Order a carton or two of the Bond No. 
Golden opportunity for packing in more |" 0 trom your Jobber's salew 
oe more sales. This big-news 50% in- man TODAY: They come 48 to a carton. 


in 








in Bond No. 102 Battery service : 
econ hon the NEW Bond nig gpa ae... $ 4 20 
Se cp . 
oon drying-out—pre- Your cos siete ‘ 
serves the life-giving YOUR PROF 








battery moisture— Seu, #0, 12 Bond's fast-selling 


in that addi- Buy oe 
se ae months of flashlight and battery = 
CTRIC CORPORATIO 4 

——,. of Western Cartridge Co. : 


CHICAGO, ILL. SAN FRANCISCO. CALIF. 


U 


NEW HAVEN, CONN. 










wares yuu next buy flashlight 
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hatteries Saw firmly: “Micter T want 
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MOUNTED WHEELS SELL FASTER 


rom these displays 
by Carborundum 










There are real profits in selling mounted wheels. 
7 And with industry going full tilt, it’s no trick today 

to sell them. Fact is, when you take advantage of 
these Carborundum-made Mounted Wheel Display Assort- 
ments, they practically sell themselves. Try them on your 
counter and see! 
Utility Set No. 824W (left), made up principally of Aloxite 
Brand Aluminum Oxide “AA” Wheels in white grain, 
contains those shapes most practical in the average shop. 
Used for removal of surplus stock and final finishing 
of dies and moulds . . . forming of teeth of special 
cutters ...sharpening small tools. A Carborundum 
Brand Silicon Carbide dressing stick is included in 
each handy set. 
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This walnut-finish display case is furnished with an 
3 assortment of 290 “B” shape “AA” Aloxite Brand . 
Mounted Wheels. 216 wheels are displayed, the 
balance of 74 providing a reserve stock. Included is a 
variety of 54 popular shapes to meet the needs of indus- 
trial users, home craftsmen, metal workers and others. 
Case same size as the “W.” Ask for “B” shape Mounted 


Brand Mounted Wheels and offers customers a 


product, you'll find that stocks move faster when they’re 


= The “W” display consists of 312 “AA” Aloxite Wheel Display Assortment. In selling any type of abrasive 


choice of 53 sizes. Sturdy display case, finished in 
walnut, measures 1954" x 1334x414". Glass covered 
and dust-proof, it protects your stock, while present- 
ing it to best advantage. Furnished with assortment of 
192 “W” shape “AA” wheels mounted as shown, plus 
reserve stock of 120 wheels. 


Carborundum-made. And to make your sales of mounted 
wheels even easier, Carborundum has devised these special 
display assortments packed in their own handsome cases, 
So don’t delay. Make the most of the sales opportunity 
that’s knocking at your door. Write for the Mounted 
Wheel Display Assortment you need. 





CARBORUNDUM 


ABRASIVE “Mm PRODUCTS 












THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. 


aT. OFF 


Sales Offices and Warehouses in New York, Chicago, Philadelphia, Detroit, Cleveland, Boston, Pittsburgh, Cincinnati, Grand Rapids 


Carborundum and Aloxite are registered trade-marks of and indicate manufacture by The Carborundum Company) 
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DISPLAY AN. \ 


Give this attractive display a good, per- Don + See get 
manent spot where it will be seen by 


farmers who come into your store—8 out (OL AR SS 


of 10 farmers work horses and mules— SU Peaant Gilat Chote’ | 
and need collar pads. If your jobber’s ££. rt 
salesman does not bring you one of these a: pa ‘Oo 
anew displays, write us for it direct. RY XA 


“LE ADwirn rae LEADER" 
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F all items in harness equip- 
ment needed by 5,000,000 
American farmers who work 
horses and mules—collar pads are 
apt to lead the list. Regardless of 
the condition of other harness parts 
— shoulders must be protected. 
Often the mention of a collar pad 
to a farmer not only sells a Ta- 
pat-co collar pad, but reminds him 
of other needed replacements in 
his harness equipment and leads 
to larger sales for you. “HOW 
ABOUT COLLAR PADS?” is a 
mighty good question to ask every 
farmer that comes into your store. 


AMERICAN PAD and TEXTILE CO. 


GREENFIELD, OHIO 
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REMOVABLE HARDENED 
STEEL JAW FACES 






COLD ROLLED 
STEEL SCREW AND 
HANDLE 


CLAMP 
BASE 


Columbian CLAMP- 
BASE Vises are made 
with accurately 
machined and polished 


jaws, built-in pipe 


jaws and steel guide FORGED 

rods. Finished in STEEL 

‘Columbian Red’’ BALL ENDS 

enamel, as illustrated POSITIVE 
and packed in attrac- LOCKING 





tive cartons. Three 
standard sizes — 2”, 
2%" and 3’ jaw 
widths. 





WOODWORKERS 






Columbian 
WOODWORKERS 
Vises. Both Rapid-acting 
and Continuous Screw types are furnished in two 
sizes — 7'’ and 10’ jaw widths both 4’' deep. 
Also smaller sizes for home workshop users. 


Illustration shows continuous screw vise 
equipped with adjustable steel handle — held 
in position by a tension spring in screw-head. 
This handle increases speed of operation. 


Columbian Malleable 
Iron HINGED PIPE 
Vises have self locking, 
unbreakable hooks, tool 
steel pipe jaws, cold 
rolled steel screws and 
handles. Sizes for hold- 
ing oe from \%" up 
to 12” 








THE WORLD’S LARGEST MAKERS OF VISES 


9015 BESSEMER AVENUE 












EXTRA LARGE 
ANVIL FACE 










SQUARE 
SHANK 
STEEL 
CUT-OFF 
TOOL 














SUPPORTED 
ANVIL BACK 
AND HORN 










STEEL LEG 
VISES 


Jaws are drop forged 
from high carbon 





INTERLOCKING steel and heat 
REMOVABLE WITH POSITIVE. LOCK eee SS nee 
PIPE JAWS hard tough gripping 


The “GROUP OF THREE” Homeshop Vises 
give dealers a range of popular sizes (3"’, 34" 
and 4” jaw widths) to meet the demands of the 
retail trade. Finished in bright ‘Columbian Red” 
enamel with polished jaws and anvil, in attractive 
display cartons. 





RED ARROW 


Columbian RED ARROW “Homeshop Vises’’ 
help dealers meet the demand for vises in a 
low price field. Swivel base — 3’’, 3'2 
jaw widths. 


Columbian Malleable Iron 
MACHINISTS’ ee E are guar- 
anteed unb Lahil II 

to their ted, “aoe 
Columbian engineering i 
built into these vises the finest 
mechanical perfection and 
special features appreciated by 
users. Made in all standard 
sizes — 3" to 8" jaw widths. 













surfaces. Six stand- 
ard sizes—4" to 
8" jaw widths. 


COMBINATION 





Columbian Malleable Iron COMBINATION 
PIPE Vises embody all the features of 
machinists’ vises plus the convenience of 
reversible, interchangeable pipe jaws. 
Sizes 3”;"’ to 6’ jaw widths. 


MACHINISTS 





THE COLUMBIAN VISE & MANUFACTURING CO. 





CLEVELAND, wena 





St 
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EVERYONE KNOWS THERE’S A WAR 
ABROAD. In fact, two wars—a “shoot- 
ing” war and an economic war. We are 
all, in one way or another, affected by them and we 
are being called on to make, cheerfully, any sacrifice 
that helps the common cause. 





THE SPIRIT in which we accept necessary changes on 
automobiles, hosiery, refrigerators, and many other 
products, including rope, may help to write a different 
history story for our children. 


FOR EXAMPLE — The basic raw material for our 
best rope is Manila fiber, which comes from the 
Philippine Islands. There is no shortage of this fiber on 
the Islands, but there is a shortage of ships to bring it 
to us. So the American Rope Industry has been asked 
to conserve present stocks and future deliveries of 
Manila rope for national defense. 


FOR OVER 117 years Plymouth has made 
fine Manila rope. Today, we are the world’s 
largest manufacturers of this strongest, 
safest, and most enduring of all ropes. 
—2f 
<=> THE UNITED STATES GOVERNMENT in 
order to conserve Manila fiber has speci- 
fied the manufacture of an emergency 
grade of rope (presumably for the duration of the 








emergency). Government orders require that the emer- 
gency grade is to be supplied to all users of rope except 
in certain specified fields. 


TO MEET these Government regulations, 
our Research Laboratory has developed 
an emergency grade of rope containing 
the maximum amount of Manila fiber 
allowable. Our manufacturing experience of 117 years 
will be exercised in the production of this product. It 
will be a rope manufactured with the maximum amount 
of Manila fiber permissible under these government 
regulations. The actual tensile strength will be about 
75% of Plymouth Ship Brand Manila Rope. 





ONE OF THE ENGINEERS in our plant 
50 suggested that we call this emergency 

grade of rope “Plymouth 50-50 Rope”— 

frankly, we like it, because it symbolizes 

the 50-50 spirit of cooperation required 
for successful relations between our salesmen, distrib- 
utors, dealers and customers, and government. 


That spirit of cooperation, so typical of America, will 
exist long after the need to make “50-50 Rope” has 


disappeared. 


WRITE FOR FREE PLYMOUTH SERVICE 
BOOK NO. 1. Many new problems will 
confront you, the rope dealer or user. To 
help you determine where Plymouth Ship 
Brand Manila rope can still be used and 
where 50-50 Brand” must be adopted during the emer- 
gency, we have prepared a Service Manual. Write for 


this helpful hand book. 





PLYMOUTH CORDAGE COMPANY 
North Plymouth + Massachusetts 


“The Rope You Can Trust” 


MPANY 
USsefts 


PLYMOUTH CORDAGE co 
North Plymouth, Massach 


me FREE SERVICE 
cr RVICE BOOK No. 1 


Please send 


described abx 










NAME 


ADDREss 


CITY 







STATE 





HARDWARE 








AGE 


Kult S n a | gehen 
See ivares meets ss 





a 


SO SOE Saree 















STILL NO COMPROMISE 
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HARDWARE CLOTH 


NAILS & BRADS 
DOOR SPRINGS 
PICTURE CORD 


HEX MESH NETTING 


STRAIGHT LINE 
POULTRY NETTING 


MANUFACTURED BY 


AMERICAN WIRE FABRICS CORPORATION 


AMERICA’S LARGEST PRODUCERS OF SCREEN WIRE CLOTH 
A SUBSIDIARY OF 


WICKWIRE SPENCER STEEL COMPANY 


NEW YORK + CHICAGO - SAN FRANCISCO 


OCTOBER 30, 1941 























AN IMPORTANT FACTOR 
IN NATIONAL DEFENSE 


Without fanfare or columns of publicity, Jackson Superior Prod- 
ucts are efficiently and quietly carrying their share of the load in 
this National emergency. Long before walls take shape, Jackson 
Products are on the job doing their part in converting fields into 
airplane factories, swamps into shipyards and wooded trails into 
super-highways. 

Just as they have always been since 1876, Jackson Superior Prod- 
ucts are all that the name implies. Despite National shortages, 
quality is not in any way being sacrified, nor are deliveries, under 
present day conditions, being unduly delayed. 


However, as the days roll by, it is impossible to foretell future 
conditions, so we suggest that you anticipate your needs and let 
us know them in ample time. We will do our part. 


JACKSON MANUFACTURING CO. 


HARRISBURG PENNSYLVANIA 
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THE COMPLETE LINE...THE QUALITY LINE! 


When you sell the CONTINENTAL 
line of Screen Doors and Window 
Screens you can supply EVERY style 
and finish demand with a quality prod- 
uct, assuring customer satisfaction. 


Call Your Jobber! 


This 36-year leadership in complete 
range and value has also made 
CONTINENTAL the outstanding 
PROFIT line of Screen Doors, Combi- 
nation Doors, and Window Screens for 
the hardware trade! 


CONTINENTAL SCREEN COMPANY 


DETROIT, MICHIGAN 


OCTOBER 30, 1941 
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In this new era of shrinking ‘nverdories 


| FAULTLESS ===CASTERS 


ARE FILLING THE GAP WITH LENGTHENED MILEAGE 


















Now, more than ever before, your customers are 
vitally in need of long, dependable service from the 
Selling Double Ball Bearing 


Faultless Casters in place of the ordinary kind is a 


casters they buy. 


sure way of stretching mileage and prolonging ser- 
vice. And along with freedom from breakdowns 
and replacements comes the 
realization that Faultless qual- 
ity and trouble-free service costs 
no more than the other kind. 


Sell Faultless 


your customers will thank you. 


“Service” and 


MG SERIES DOUBLE BALL BEARING 
GRIP NECK CASTERS . ? S, 
Designed for volume sales where price is a 


deciding factor, but of Faultless quality con- 
struction and workmanship throughout. Note 


The fastest selling, top quality double ball bearing 
household caster. Combines lowest over-all height for this 
type precision construction . dust-proof design 

















double ball bearings and choice of genuine : 

; ee . lubricated, hardened raceways . . . choice of hard o1 
oo or Ruberex wheels. Packed one set cushion tread composition wheels . . . copper oxidized 
‘ — Di Kind of Weight Pati Boutte finish. Packed one set in box. 

tyle hameter ind of eg al earing 
No. of Wheel Wheel per set Plate Caster 8000 SERIES DOUBLE BALL BEARING 
MG478 15%” Ruberex 1 Ib. esl we ” GRIP NECK CASTERS 
MG778 1%” Rockite 1 Ib. Style Diameter Kind of Weight 
MG479 2 Ruberex 1 Ib. 5 oz. No. of Wheel Wheel per Set 
MG779 2° Rockite 1 Ib. 5 oz. ; 8475 1%" Ruberex 1 Ib. 
8478 1%” Ruberex 1 Ib. 
Faultless original single-set caster package, FAULTLESS CASTER CORPORATION 8775 14” Rockite 1 Ib. 
strong in eye-appeal, easy to handle, quickens Dept. HA-10, Evansville, Indiana 8778 1% Rockite 1 Ib. 
the turn-over of a profit-making line. Reps. in Principal Cities. 8479 2 Ruberex 1 Ib. 5 oz. 
q ? ; 
~ Canadian Factory: Stratford, Ontario : 8779 i oe Rockite 1 Ib. 5 oe. 
: Styles 8479 and 8779 are ideally suited for use on 
office chairs. 
DOUBLE BALL BEARING PLATE CASTER 
No, 4735— No. 4430— Style Diameter Kind of Weight 
Ball Bearing _~ ve No. of Wheel Wheel per Set 
Grip Neck neg Cry 9478 15%” Ruberex 1 Ib. 2 oz 
pee od Gasier. 9778 154” Rockite 1 Ib. 2 oz. 
Wheel Ruberex 9479 2 Ruberex 1 Ib. 6 oz. 
Wheel 9779 2 Rockite 1 Ib. 6 oz. 
No. 5735 i 
Ball Bearing Cutuae 9 : 
Plate Caster, hardened stee! 
Rockite with rubber 
Wheel insulation 
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Popular Tapes "sen 
Make Money for YOU 


PANTHER pe nstwoe 


and Sealed in Cellophane 


DRAGON _ weiss sien 


and Tensile Strength 


3 
Strong Distinctive Green Core 


q 
Colorful Attractive Boxes 


5 
Made by a Company in the 
Insulation Business Since 1878 


W 


HAZARD INSULATED WIRE WORKS 
DIVISION OF THE OKONITE COMPANY 


Wilkes-Barre, Pa. 
Offices in Principal Cities 




























Sold Exclusively Through 
Distributing Wholesalers — 
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CALL HIM FOR THIS COMPLETE 











-Hot Pressed Nuts, Hexagon and Square. 


~ 
Your “NATIONAL” Jobber’s 
One swell guy, 
For screws or bolts 
Give him a try. 


He does his part 
In every sense, 
To be prepared 
For your defense. 


LINE OF QUALITY PRODUCTS... 


Carriage Bolts, from 3/16” to %” diameter, any length. 

Machine Bolts, from 4” to 144” diameter, any length. 

Lag Bolts, from 44” to 4” diameter, any length. 

Wood Screws, steel and brass, Flat—Round—and Oval Head, 
sizes from No. 0 to No. 24 diameter. 

Machine Screws, steel and brass, Flat—Round—and Oval and 
Fillister Head, sizes from No. 2 to 4%” diameter. 

Cap Screws, Hexagon Head, U.S.S. and S.A.E. Threads. 

Cap Screws, Flat—Round and Fillister Head. 

Set Screws, Square Head and Headless. 

Sheet Metal Screws, Types A and Z. 

Phillips Recessed Head Screws and Bolts. 

North Bolts, or Ribbed Neck Carriage Bolts, Oval—Bastard and 
Seat Head. ° 

Plow Bolts, No. 1, No. 2, No. 3 and No. 4 Heads, all sizes. Reg- 
ular and repair heads. 

Elevator Bolts, No. 1 and No. 2 Heads, all sizes. 

Step Bolts, sizes from 4” to 44” diameter, all lengths. 

Stove Bolts, Flat—Round—Low Round—Oven and Oval Head, 
sizes from 14” to 4%" diameter. 

Tire Bolts, Fluted Shank, sizes 1" to 3” dics Tr. 

Semi-Finished Nuts, Heavy, Regular and Light, both full and 
jam nut dimensions. 

Slotted Nuts, coarse and fine thread series as above. 

Castle Nuts, made to American Standard light dimensions 
(Old S.A.E. Standard), all sizes from 4” to 144”. 

Cold Punched Nuts, Hexagon and Square. 


Machine Screw Nuts, steel and brass, Hexagon and Square, 
sizes from No. 2 to 1%” tap. 

Spring Cotters, steel and brass, regular square end, and /or 
extended prong, sizes from 1/32” to 34” diameter. 

Rivets, Flat—Oval—Wagon Box—Truss Head and Countersunk, 
all sizes up to 4%” diameter. 

Bicycle Spokes and Nipples, Tacks, Nails, Staples. 





THE NATIONAL SCREW & MANUFACTURING CO., CLEVELAND, OHIO 
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HELP YOUR CUSTOMERS PROTECT THEIR 
HEALTH WITH THIS LINE OF DEFENSE 


Sell the Taylor line and let’s work 
together for the nation’s health! 


help do this job accurately. Many thousands of men and 
women recognize this fact. Thermometers for indicating 
room and outdoor temperatures, fever thermometers for 
body temperatures, bath thermometers, Baroguides and 
Stormoguides for home weather predicting, cooking ther- 
mometers for well-prepared foods—they all play a part. 


i Sha SRT PS 


HERE is more than just the desire for profit today 
behind the sale of products that protect your cus- 
tomers’ health and happiness. Good health is a more and 


By telling your customers about them you are contribu- 
ting to the physical and mental fitness of the nation. 


As long as the essential materials for these home instru- 


more important factor in national security. 

You and we are all preparing for events that we pray 
will never happen here. And the speed with which this 
program of preparedness is completed will depend on the 
continued health and hardiness of us all. 


ments are available we'll keep on making them according 
to the highest standards of quality, and work with you 
for the nation’s health. If your orders should be delayed, 
the reason will be that Uncle Sam’s needs come first— 
as you want them to. Taylor Instrument Companies, 


Taylor Instruments have been made for many yearsto —_ Rochester, N. Y. 


e cs 


No. 5928 — Taylor Bake Oven Thermometer 
—Binoc Tubing, for easy reading in dim oven 
light. Enameled scale with figures, gradua- 
tions, baking termsin clear, contrasting black. 
Ventilated, shielded bulb. 6”high. In recipe file 
box with cards, recipes, instructions. $2.25* ea. 














No.5908—Taylor Candy and Jelly Thermometer 
—Binoc Tubing makes it easier to read.Scale 
resistant to fruit acids. Long-lasting, easy to 
keep clean. 1134” overall. Each in box with 


=* 


instructions, recipes. Each, $2.25 


oa 


No. 5936—Taylor Roast Meat Thermometer 
— Helps roast meats right, reduces shrinkage, 
saves fuel. Various degrees for different meats 
indicated on ivory-color scale. Long-lasting. 
734” overall. Each in box: Complete with 
skewer, $1.50* each. 





No. 5126-6’—Taylor Indoor Wall T' 

—Magnifying scale, easy to read. Black 
figures and graduations clearly marked. Back 
finished in walnut, ivory, or natural colors. * 





LEADERS IN THE 


“Taylor une oF 


HEALTH DEFENSE 


MEANS BETTER Mave 


/N AMERICA BY AMERICANS 


No. 5316—Taylor Temprite Window Thermom- 
eter—Clear black figures against contrast- 
ing scale. Long-lasting, weather-resistant. 








Attractive contrasting seale. Each in box. 
$1.10* each. 


Lf 
*Prices slightly higher west of Rockies and in Canada, 
Prices subject to change without notice. 


One-piece bracket, easy to mount and adjust 
to correct reading angle. 844” overall. Each 
in box. $1.10* each. 
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This Book 
in 3 Ways! 


® Increase Your 
Present Sales 


°* Win confidence of 


your customers 
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ae 
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, 
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° Build replacement 


and “follow-up” 


sales 


wane) 


If your builders’ hardware department is not one of the most 
profitable in your store—if your initial sale to a customer does 
not bring later replacement and “follow-up” sales—then this 
book is the answer to your problems. It is the practical kind of 
answer which will mean increased business and profits for YOU. 


Nowhere else can you get this wealth of authoritative informa- 
tion on all phases of properly specifying, selling and installing 
builders’ hardware at a profit. Written by an expert with more 
than 30 years experience in buying, selling and manufacturing 
this basic hardware line, this book shows you how to quickly 
and easily set up a builders’ hardware department capable of 
servicing all the needs of your community, from the modest aver- 
age home to schools, churches, hotels, office buildings, apartments 
and airports. 


You'll find complete instructions on how to read blue prints and 
specify jobs; how to work with property owners, contractors and 
architects; and how to turn builders’ hardware purchasers into 
steady customers for all other hardware needs. 


Whether you are an experienced hardware man or a beginning 
clerk, you will find this book crammed full of helpful information 
and ideas for increasing sales. Order our copy NOW! 


maATL THIS 


HARDWARE AGE 
100 East 42nd St., New York, N. Y. 


Please send me 


COUPON 


Will Help You 





A few of the book’s features 
which will mean more dollars 


for YOU! 


Suggestions on making bids that will bring you 
more sales and sounder profits. 


How to bring prospects into your store. 

How to cash in on replacement and follow-up 
items. 

Specific information on equipping public 
buildings. 

Nine comparative charts which show you how to 
match different items of all leading manufac- 
turers. 

A working blue print, size 25 x 11!/2 inches, with 
which to work throughout the course, and a 
glossary of over 300 technical builders’ hardware 
terms. 


Over 600 illustrations, charts and diagrams. 


220 pages—size 81/. x 11!/,—cloth bound to with- 
stand hard usage. 


TODAY 


10-30 


.. copies of “TAKING THE MYSTERY OUT OF BUILDERS’ HARDWARE” by Adon H. 


Brownell. I will pay the postman $3 each, plus a few cents postage. (Canada and Foreign Countries $3.50.) 


NAME FIRM 


ADDRESS CITY 


STATE 


() Check here if you enclose payment, in which case we pay postage. 
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Tie Wood Shovel and Tool Company faces 
the challenge of today’s times with complete 
confidence that true American resourcefulness 
will solve all problems now confronting us. 


NATIONAL DEFENSE will be implemented... 
INDUSTRY will be supplied with all necessary 
materials and equipment for the creation of an 
impregnable defense ... WORKERS and 
FARMERS will be provided with tools for their 
work which is so important to National Progress 
and complete National Defense. 


THE WOOD SHOVEL AND TOOL CO., - - - 


INDUSTRY WILL FIND 
THE WAY TO DO THE COMPLETE JOB! 


The Wood Shovel and Tool Company is proving 
its ability to meet the essential needs of cus- 
tomers, and at the same time do its full share 
in supplying vitally needed shovels to the Army, 
Navy and other branches of National Defense. 
With the continued cooperation of our trade, 
which we gratefully acknowledge, we will con- 
tinue our regular job of supplying Industry and 
Agriculture, through our distributors, with the 
finest, longest wearing shovels made. 


W™ B. DUeod. roses 


PIQUA, OHIO 


wood Eathra Wear GYeatwres HELP DEFENSE 
BY MAKING SHOVELS LAST LONGER 


Gh 4 
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The Moly D Handle 
Grip . . . holds more 
securely, lasts longer, 
gives more comfort. 


OCTOBER 30, 1941 





The Steel |-Beam Han- 
dle Reinforcement... 
adds 30% strength 
where 65%, of breaks 
occur. 


~ 


The Closed Bock with 
Turned Shoulders . . . 
provides in one type 
of shovel, all advan- 
toges found in all 
other types. 















































On top of the Wi Mamsburg = Seine. 


Housing Project... 


OVER A MILLION HAP / 
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T’S no idle claim to call Barrett .. . 
“The greatest name in roofing.” Take 

a census of the country’s outstanding 
buildings and you'll find them predomi- 
nately Barrett-roofed. And on modest 
homes and farms the country wide, it’s 
Barrett again! 

Such widespread acceptance and use 
result from Barrett’s record of perform- 
ance—a record of trouble-free service, 
durability, and long-term economy that 
can’t be beat. 

This public confidence reflects back to 


sais < 





you — when you recommend a product 
with the unequalled reputation of Barrett 
Shingles! Barrett Shingles assure cus- 
tomer satisfaction—customer satisfaction 
assures sales that build. Cash in on the 
Barrett name and performance! 


BARRETT BROAD SHADOW SHINGLES — achieve 
a distinctive deep shadow effect as a result of 
the double thickness of the shingle at the butt, 
plus the exclusive Barrett Shad-O Band* built- 
in shadow feature. Costing no more than the 
average asphalt shingle, the Barrett Broad 
Shadow Shingle actually matches in effect and 
beauty much more expensive types of roofing. 
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PPEROMES..! 
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*Reg. U.S. Pat. Off. 


THE BARRETT COMPANY, 40 Rector Street, New York, N.Y. * 2800 So. Sacramento Avenue, Chicago, Illinois + Birmingham, Alabama 
. - 
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73 YEARS: gm. 
MAKING FINE CHAIN 


Emergency is written into practically every chain 
order you fill these days. Have full confidence that 
when your orders call for CLEVELAND CHAIN 
your supplier protects you by qualifying in the follow- 


ing important requisites "SALES- 

MASTER" 
CAPACITY —to meet urgent, extra heavy demands. DISPLAY 
STAND 
EXPERIENCE — to work out new chain problems For merchan- 


dising as- 
quickly, 


OR. 






sortments of 
both heavy 
welded chain 


ORGANIZATION —to give you unlimited service. pad - 


wire and 
light welded 













two new as- sh 
sortments of 
CLEVE- 
> se © 
CHAIN. 


“REEL SALESMAN” “KEG-ETTE™ 







PROOF COIL CHAIN 






g -ette ’ 


‘ROO! COIL CH? 





Packed in Handy Drums 









Holds four full reels of chain or equivalent Four popular sizes 3/16", 4”, 5/16” 

in one-half or one-third reels. Sturdily and %” of Cleveland Proof Coil and 

onstructed of heavy gauge sheet steel BBB Coil Chain are now available in 

Measures approximately 51 in. high, 15 the new plywood ‘‘Keg-ettes’’. These 

n. deep and 20 in. wide. Finish is red new containers each hold 100 ft. of 

aked enamel. Furnished free with a Chain and offer a neat convenient 

hoice of nine different assortments of means of storing and handling Weld- q 
Cleveland chain, ed Coil Chain 


5 Sa 


The Cleveland (hain & Yily. Co. 


SFATTLE, WASH 
PLANTS ALSO AT Cleveland, Ow. so. santrancisco cat 
BRIDGEPORT, CONN LOS ANGELES, CAI 
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This New 
COLUMBIAN ROPE 
MERCHANDISER 


Displays, Measures, Cuts 
and Sells Rope — Puts 


“Packaged Goods” Basis! 








paint! 





Made to Accurately Measure 
Rope Manufactured Only by 


COLUMBIAN ROPE Ca, 
Auburn. New York 
ee} ee aie 


é 





Rope Sales ona Rope is stored in the basement and dispensed 


from the Columbian Merchandiser as sold. Unit 
stands 53%” high and requires only 22” by 
11%” floor space. Install a Columbian Rope 
Merchandiser in your store and watch rope 
sales soar! 














Look for the 


RED, WHITE and BLUE 
Surface Marker on the 
rope you buy. It is your 
uarantee of genuine 
olumbian Rope—o mark 
thet your customers AL- 
WAYS look for. 


Now at last, the problem of rope sales reminder and an invitation to buy. 
is “licked’’ for good! With this new What's more, it measures the rope ac- 
Columbian Rope Merchandiser, you can  curately — then cuts it off “slick as a 
sell rope on the same quick, easy basis whistle”! 
as a can of paint, a box of carpet-tacks 


or any other “packaged” item! Over 1000 of these machines are al- 


ready in use. They have won the en- 

















This sensational new merchandiser’ thusiastic approval of customers and 
brings your rope out of hiding—ends salesmen alike. See your jobber today 
forever the annoyance and waste of for complete information. 
time of tramping down to the cellar to * 
measure and cut a few feet of rope. It 


puts 7 sizes of rope in plain sight of COLUMBIAN ROPE CO. 


your customers ... acts as a constant Auburn, “The Cordage City,” N. Y. 


COLUMBUAN trim: ROPE 
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THERE’S A POWERFUL 
SALES STORY ON THIS 
LITTLE TAG 








Screen Cloth 


This caretully-woven cloth cuts 
square stretches tight and 
straight Black, galvanized, cop- 
per and bronze all are attrac- 
tively finished. Cyclone ‘Red 
Tag’ Screen Cloth comes in a 
strong fibre carton that protects 
the roll from damage. 













Hardware Cloth 


The straight wires, even mesh 
and exclusive welded selvage of 
Cyclone “Red Tag’’ Hardware 
Cloth make it the finest cloth you 
can sell. You can show customers 
how its strong, straight selvage 
makes it easier to fit into frames. 
Comes in many gauges of wire 
and sizes of mesh. 


... make it work seein 


Popular everywhere. Made of 


strong wire, welded at intersec- 

tions. Brightly painted. Available 

Or in 14%, 2 and 2'% bushel capaci- 
ties. For especially rough service 

Cyclone Catch-All Basket (illus- 


trated) is recommended. Enam- 
eled green or galvanized. Capac- 


\ THAT'S in a name? Plenty—when a customer Is ity 2 bushels. 
just about to buy, but wonders about the 
quality of the goods you’re showing. Then a well- 





















Lawn Fence and Gates 


" ‘ a 2 F , ca - Cyclone Fence is famous for 
known name comes in handy. It cuts all argument ak in teen ou 
short—for it tells your customer the quality he wants with strong wires end smooth ¢al- 
‘ . vanizing. Its attractive design is 
1S there. sure to appeal to customers. 
Tr ’ . Tr ” Available in woven or welded 
That’s how the Cyclone “Red Tag” helps you sell styles, in two designs of fabric. 


hardware products. We put this tag on all our hard- eatin 


ware products so you can show it to customers. Notice 
that it bears the name “Cyclone” and the familiar 
U-S-S trade-mark. Cash in on the recognition these 
trade names enjoy. Use the Red Tag to assure your 
customers that you are selling top-quality merchan- 
dise. You'll find it makes selling easier—and faster. J 
















HARDWARE 
PRODUCTS 


CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 









Waukegan, IIl.- Branches in Principal Cities 
United States Steel Export Company, New York 


UNIfe@pD STATES STEEL 
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SELL hemangrmnnllinaans 
. . NOT JUST “WINDOW GLASS” 


@ In window glass, as in everything else, there is no substitute for high S 





quality. That's why Pennvernon Window Glass has been such a good 


seller for dealers and such a favorite with users. It is clear. It affords good 





vision. It has a bright, reflective surface finish on both sides of the sheet. 





It can always be depended upon to help create attractive windows. 


Pittsburgh Plate Glass Company, Grant Building, Pittsburgh, Penna. Vv 





ENNVERNON WINDOW GLASS F 
PITTSBURGH PLATE GLASS COMPANY 


"PITTSBURGH ” stond for Lualily Class and (Print 





50 HARDWARE AGE 











Consumer Advertis- 
ing is featuring these 
Arvin Heaters as es- 
sential equipment for 
bathrooms—for bath- 
ing, shaving and 
dressing. They're sold 
for many other uses, 
too. 


Thousands Sold ev- 
ery yeor for trailers, 
camp cottages, small 
offices, ticket booths 
and many other 
places. 


Deluxe Model 201A | 
above. Ivory enamel F 
finish, maroon trim. © 
Chrome grille. Toe F 
switch and glow light. © 


12” tall. q 
en $9.95 
Model 201, same de- 
sign and size with tan 


finish, brown a 
trim. List... . $8.98 
Standard Model 101 

at left. Smaller size, 
10” tall. Two-tone 
greenenam- 

on it...... 


(List Prices 55c¢ Higher 
Denver and West — Also in 
Extreme South) 








SALES POINTS FOR YOU TO USE 
Warms Air Completely—drawing in cold air from 
floor, heating it and fan-forcing it into room. 

Circulates Heat—empioying efficient fan-distributing 
principle so widely used today. 


Portable—plugs in any 110 AC, 60 cycle outlet. Safe 
with children. Motor does not interfere with radio. 


@ Dealers are selling more Arvins than ever before—be- | 


cause the market is bigger and more receptive. More 










«a —_— people appreciate the need for an Arvin—and more are 






a f., a ¥ able to buy. So don’t miss this opportunity for extra 


mt} ? “th Page 
Se tien PARENTS J profit. Order your stock from an Arvin jobber. 
_~ | as 
t Zz : 
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NOBLITT-SPARKS INDUSTRIES, INC., COLUMBUS, INDIANA 







_ 


ARVIN cscs a 











odel 201A 
ry enamel 
1roon trim, 
jrille. Toe 
| glow light. 


39.95 F 


1, same de- d 
ize with tan © 


” $8.98 


Model 101 f 
naller size, F 
Two-tone — 


” $6.95 | 


55c Higher 
Vest — Also in 
h) 


[TO USE 


d air from 
distributing 


outlet. Safe 
radio. 








PETER PUTTER 


(TRADEMARK) 


I, pea ph 


ore—be- 
e. More 
nore are 
— Right there, in the palm of your hand, is Mr. Handyman, U.S.A....a whimsical, lovable character whom 
we call Peter Putter. No cheap clown or smart-aleck sloganeer is Peter Putter. You won't find him in 
4 Who's Who; but you’ll surely find him in Who's You. Because he’s a great guy who typifies America; 
INDIANA | who thinks it’s fun to tinker and putter around the house; who thinks it’s smart to save hard-earned 








dollars in the process. He’s a moving portrait of You and You and You... of 
Mr. and Mrs. Do-It-Yourself all over America! That's why Peter Putter is right 
down our alley...and yours! He threads his human way through all the 
advertising on Schalk’s Big Five: Double X, Savabrush, Waxoff, Schalk’s 
Crack Filler, Schalk’s Wood Putty. The better you get to know him the better 
profit-friend he can be! Schalk Chemical Company, Los Angeles and Chicago. 
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1. TRY SELLING FLUORESCENT 
LIGHTING. It’s easy with the 
right set-up- Ask your G-E 
lampdistributor about stock- 
ing aline of ¢ ‘ertified fixtures 
such as Fleur-O-Lier or RLM 
and some ¢ 5 -E MAZDA F lamps 
for your lamp stock. Remem- 
ber that lots of fluorescent 
lighted stores in your neighborhood now 
need lamps for replacement and you can 
easily sell them G-E MAZDA F lamps- Order 
a stock on your regular G-E lamp contract. 


2. DISPLAY NEW “1 ANTL-BULBSNATCHING” CHART 
as a permanent part 
of your G-E MAZDA 
lamp display. We're 
featuring this new 
right-size bulb chart 
in radio and maga- 
zine advertising — 
and the only cure for 
bulbsnatching is 
“keep right size bulbs 
on hand!” Point out 
this chart to custo- 
mers in your store. 












3.A HARDWARE DEALER 
knew about this for 20 
years. Then he actually 
tried it. He lighted up 
his store like a house- 
afire to show customers that he was selling 
light. In your own neighborhood, why not 
make your store 4 shining example of a really 
well-lighted store, using modern fluorescent 
lighting with G-E MAZDA F lamps. Try using 
fluorescent lighting with G-E MAZDA F lamps. 















4. AN ELECTRICAL DEALER upped his sales of G-E 
lamps and lighting equipment by this simple 
idea: He used part of his window all the time, 
gnd all of his window part of the time to fea- 
ture G-E MAZDA lamps and lighting equipment. 
Try the same thing in your windows --- using 


the G-E MAZDA lamp display materials. 


5. A CONTRACTOR - DEALER made 
part of his store into a light con- 
ditioning service center for the 
proper display oflamps and light- 
ing fixtures. He included shades, reflectors, 
pin-to-wall lamps, I.E.S. portables, G-E MAZDA 
F lamps, fluorescent fixtures, and other devices 
for light conditioning. There’s money in this 


for you, too! 








G-E MAZDA LAMPS 
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WORKS LIKE MAGIC! 


ea y 


Stock G-E Mazoa F lamps today and 
make your store a Lighting Headquarters! 


IS YOUR LIGHTING B 
USINESS UP 
if not, you ’ : 50%? way to rd . es 
bigges aaa beret. ~ here. the nan seolie angry arog ve ore sales © 
ghting is booming. Th } over this list of tried-and 
ten tested Sead : g. The ideas, th — -tested 
Lighting Head re the neighborh ders in lots of ev They've worked won- 
quarters... and goa long work for at oa ... and they shoul a 


senile coll PS oe eee 
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4 6. A PROGRESSIVE DEALER in 8. DEALERS REALLY AFTER EXTRA PROFIT report 

{ a small city always made a they pick up extra sales by canvassing other 

point of keeping plenty of stores, garages, apartments, beauty shops and 

the right size lamps on hand. bowling alleys in their neighborhoods. All 

He never ran out of the pop- these places use bulbs and fluorescent lamps, 

ular sizes—especially the and probably 4 lot of them don’t even know 

100, 150-watt, and three- about the 20 G, and 25% discounts you can 

offer—unless you teli them. 





lite lamps. With all of those 
ads on bulbsnatching and Better Light, you ll 9. HERE'S ONE THAT'S OLD ST 

find it easier to sell the right sizes, too—if you Simply ask "em to buy. Everybody 
running out of bulbs, and nine out of ten won't opus 


> buy in your store unless you re- 
bout MAZDA F lamps. 


UFF BUT GOOD! 


is always 


have them. 
remember t¢ 


mind them. Tell’em a 


“VINE” TO SELL A LINE. Pick out sev~ 
— MAZDA lamps re4 


7. AN ADVERTISING - MINDED DEALER | ma °° 10. USE A 
a 


a point of sticking 4 G-E. bulbsnatcher ad on eral good talking points opG- 
and fit them into your sales talk. 


his lamp display- No 
For instance, “G-E MAZDA F lamps 


reason why you can’t 
do this too. The mag- 
azines are full of ’em \ a 
and you get reprints | 7) | sao i 
with your G-E lamp | ei” A i 
w = ; 1 


display material. 






al times more light 


give you sever 
getting.”—““ These 


than you've been 
G-E MAZDA lamps are made to 
stay brighter longer.” —“Avoid 
bulbsnatching by keeping plenty 


Non ; a of spares on hand.” 


And believe it or not, 
this simple idea alone 











has increased sales 4) é 

i cor of test wom 

a, & ad 2 3 GENERAL ELECTRIC CO. 

stores by an average Pires op mange 

of over 33 %! a J NELA PARK, CLEVELAND, oO. j % 
, @ % se 
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AMERICAN MANUFACTURING 


COMPANY 
ROPE - TWINE- OAKUM - PACKING 
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Announcing 


““AMERICAN’S” 
NEW 


EAGLE BRAND 








On August 29, 1941, the Office of Produc- 
tion Management issued order M-36 placing 
limitations on the manufacture and sale of 
Manila Rope. This was done to preserve 
present stocks of Manila Hemp for Defense 
purposes. 


To help you maintain your rope volume and to 
adequately serve your rope customers under 
these restrictions, ““American’”’-made ‘Eagle 
Brand” Rope will more than fill the bill. 


“Eagle Brand” Rope is made of 50 per cent 
pure Manila Fibre and the highest grade Java 
Sisal. It is manufactured with the same exact- 
ing care and with the same water resistant 
lubrication that we use in making our 
“American Superior” First Quality Pure Man- 
ila Rope. ‘Eagle Brand” is made in a com- 
plete range of sizes. We are sure your cus- 
tomers will find it completely satisfactory. 
Order “Eagle Brand” Rope through your 
“American” jobber. 


OFFER TO DEALERS 


See and feel the quality of this new rope. Send 
for a free sample and data on tensile strength. 
Write today, giving jobber’s name. 


YOU CAN STILL SELL 


“Amco All-Weather” and “American Superior” 
Manila Ropes Subject to the Restrictions of OPM 
Order M-36 and Preference Rating Order P-22. 


These laws contain restrictions which dealers 
must observe. Know what they are. Write for 
Free Copies. 


AMERICAN MANUFACTURING COMPANY 
Noble & West Sts., Brooklyn, N. Y. 


Western factory $T. LOUIS CORDAGE MILLS St. Louis, Mo. 


Boston Baltimore Philadelphia Chicago 
New Orleans Houston 
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CABLE COMPANY, Inc. 


ESSENTIAL PRODUCTS .. . AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Chain, 
WEED Tire Chains, ACCO Malleable Iron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 
Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 

) READING-PRATT & CADY Valves, READING Electric Stee! Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 
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Atlantic City 
Convention:— 


The hardware industry’s largest 
convention was recently held in 
Atlantic City, but it could not be 
regarded as the industry’s most 
enthusiastic gathering. Many del- 
egates probably attended hoping 
that somehow, as a result of per- 
sonal appeal and inquiry, ship- 
ments might be expedited. Very 
generally, delays were reported as 
were fears that the near future 
might develop actual shortages in 
many lines. The best information 
available at the convention clearly 
indicated that hardware stocks are 
not yet, generally, suffering from 
acute shortages, but that certain 
sizes and styles are not available 
and that unless some rapid im- 
provement can be brought about 
serious shortages are close at 
hand. A very complete account of 
the formal discussions of this 
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convention are presented, in this 
issue, in the pages immediately 
following these comments. 


Government 
S pokesmen Seam 


The convention program _in- 
cluded several “official spokes- 
men,” men identified with OPM 
and various other governmental 
and closely related agencies. Un- 
fortunately, they showed no incli- 
nation to submit to what would 
have been a barrage of questions. 
They presented formal talks and 
withdrew from the scene—at least 
as far as the majority of the 1700 
who attended the convention were 
concerned. Much of what they 
said has already been told in 
HarpwareE AGE and in the daily 
newspapers. As a result, many 
hardware producers and distribu- 
tors were outspoken in their dis- 


appointment. They had hoped for 





some ray of light which did not 
develop. The one cheerful angle 
to these talks was the fact that 
these convention speakers did 
seem to have some sympathy for 
the *businessman’s problem, in 
marked contrast to many recent 
outpourings that have come from 
Washington. The American busi- 
nessmen can “take it on the chin” 
but they do, and very properly, 
resent the ostensibly, gleefully 
spoken bad news that some offh- 
cials and near-officials have been 
inclined to offer. 


Washington News:— 


Without a doubt, news from 
Washington constitutes the most 
important and the most eagerly 
read information that is available 
today. At the moment such news 
and reports can be divided into 
three broad classifications. First, 
there are the pessimistic rumors 
of many well known Washington 
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reporting bureaus which can see 
but little sunshine ahead for those 
who depend largely on “civilian 
economy” to remain in business. 
And the continuation of some de- 
gree of “civilian economy” is the 
outstanding problem of most hard- 
ware distributors. Second, there 
are various groups baldly and 
broadly claiming that their con- 
stituents are getting special con- 
sideration because of some implied 
special “know how” in obtaining 
either priorities or special dispen- 
sation. Third, and first in im- 
portance and usefulness, are those 
dispensers of actual facts and con- 
ditions whose sole objective is to 
inform and to advise in these 
troublesome times. They are dis- 
tinct from those who are trying to 
sell their special usefulness because 
of the conditions indicated in the 
second group. Fortunately, hard- 
ware publications and organiza- 
tions are very largely in the third 
group, and it is the earnest inten- 
tion of HaRpWaReE AGE to remain 
in that classification to the best of 
its talents and facilities. 


Civilian Economy :— 


It would seem that new and dis- 
couraging reports are circulated 
daily regarding the probable shut- 
down of plants, increases in un- 
employment, etc., because of al- 
leged shortages of critical materials 
which must first be assigned to 
strictly defense work. Sometimes 
these very pessimistic reports are 
quickly tempered with others pre- 
dicting less drastic action than had 
originally been announced. The 
result is increased confusion. Each 
day also brings some new disquiet- 
ing story suggesting that our de- 
fense program is not progessing 
very rapidly and that, as a nation, 
we are a long way from being pre- 
pared to defend ourselves. And 
with almost equal frequency come 
rumors of further and higher tax- 
ation with the result that there is 
more confusion. Businessmen 
know that from “civilian econ- 
omy” operations must come the 
funds to pay for the defense pro- 
gram and accordingly they are 
very much perplexed as to just 
what is happening and just what 
thinking is taking place in Wash- 
ington. They know that without 


60 


? 


“civilian economy” there will not 
be the tax monies to provide for 
a defense program and a majority 
of them suspect that there is not 
a shortage of raw materials. They 
believe that an unbalanced pur- 
chasing program has upset the 
supplies of raw materials and that 
considerable hoarding is going on, 
needlessly, with apparent official 
sanction and certainly without any 
official objection. When Donald 
Nelson became the operating head 
of the recently formed SPAB it 
was generally believed and fondly 
expected that an allocations plan 
would supersede the unsatisfactory 
priorities system. This hope per- 
sists with the realization that only 
by means of such a drastic change 
can any improvement be expected. 
But, in the meantime, there is great 
confusion and concern. 


Simplification:— 


As a major part of the hoped 
for allocations plan, it is clear that 
a drastic simplification program 
must be developed. In the hard- 
ware field there is hardly a line of 
merchandise that could not be 
greatly simplified without undue 
hardship. In fact, such a develop- 
ment might well become a pro- 
gram to the benefit of both pro- 
ducers and distributors of hard- 
ware lines. When it is realized 
that a wholesaler’s stock often in- 
cludes up to 65,000 or more items, 
the possibility of simplification 
sounds more like a promise than 
a threat. Without a doubt, sizes. 
shapes, colors, finishes, etc., could 
be cut in half and left that way for 
all time. Such a move would, in 
normal times, effect some much 
needed economies in independent 
wholesale-retail hardware distribu- 
tion. Every manufacturer and 
every wholesaler who has records 
knows that a great majority of 
sales enjoyed in all lines are con- 
fined to a relatively small number 
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of items in a line. With simplifi- 
cation, the elimination of hoarding 
practices and a sane allocations 
plan on all raw materials for both 
defense and non-defense needs 
should be satisfied and defense 
would be accomplished without 
completely disrupting our civilian 
economy. Without our civilian 
economy there is little to justify 
any defense or the money needed 
to finance it. 


“Nothing Any 
More” :— 


A sidelight on current thinking 
and conditions is found in the text 
of a recent letter received by K. W. 
“Pat” Atkins, vice-president of 
the saw manufacturing company 
of that name. Mr. Atkins received 
the following letter from Irving. 
Texas: 

“I have tried every hardware 
dealer in Dallas and Fort Worth 
for an Atkins new 2,000, 8-point 
saw. They don’t have them. I 
asked one local hardware dealer 
to order me one. He said ‘I 
can’t buy nothing any more.’ If 
the new 2,000 is not too high, 
put my initials XYZ on an 8- 
point and send it to me C.O.D. 
I can find work all over this part 
of the country. If a saw will 
stand up for me I can be the 
means of many more such saws 
being sold.” 

It should be realized that this 
man, presumably a competent car- 
penter, could earn enough wages 
to be a tax-payer, providing he 
could obtain the tools he needs to 
ply his trade. At the moment, he 
undoubtedly can get the tools he 
needs if he looks around enough 
for them, but the fact that he has 
already faced some _ shortages 
among local hardware stores, may 
be the forerunner of the situation 
to be faced by many hardware 
dealers in the too near future. And 
yet, it is difficult to believe that 
there need be a real shortage of 
materials to make such essentials 
as tools. Hardware men will in- 
stinctively feel that a better system 
of handling defense purchases 
could be arranged which would 
cause far less dislocation in the 
production and distribution of 
tools and many other items of 
hardware. 
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The same sure ILCO protection that has 
served civilians for years in mufti is serv- 
ing Army and Navy today. 

ILCO Locks have taken to the Services 
like ducks to water. On land and at sea, 
they're protecting lockers, magazines, 
storage sheds, electrical equipment, ma- 
chinery .. . saying “Keep Out” and mean- 
ing it! 

ILCO Locks of all types are finding a 
place in National Defense as they have 
in Home Defense for years and years. 
When you’re bidding and supplying on 
contracts that call for the surest protec- 
tion that locks can give—come to ILCO! 
We'll work with you to the hilt! 


HELP US RUSH YOUR 
DEFENSE ORDERS! 


We're prepared to fill your orders for locks 
required in National Defense. Please be sure 
to send a properly executed Preference Rating 
Certificate or give us your Defense Order Con- 
tract number. This will help us to give you 
prompt service! 

Because National Defense has first call on 
many of the raw materials used in the manu- 
facture of “Home Defense” hardware, there 
may be some delay in filling orders for non- 
defense needs. You can help us by ordering 
items that are available, or allowing substitu- 
tion—and we will continue to do everything 
we can to help you ILCO Dealers. 
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The Story 
of the 


I HE recent _ hard- 


ware convention of manufactur- 
ers and wholesalers was the 
largest ever held. About 1700 
attended the joint convention of 
the National Wholesale Hard- 
ware Association and the Ameri- 
can Hardware Manufacturers’ 
Association held Oct. 13 to 16, 
1941, in Atlantic City, N. J. The 
convention which was held at 
Marlborough-Blenheim Hotel was 
the 47th annual meeting of the 
National Wholesale Hardware 
Association and the 83rd semi- 
annual gathering of the Ameri- 
can Hardware Manufacturers’ 
Association. Richard Harte, 
Ames, Ba!dwin, Wyoming Co., 
Parkersburg, W. Va., was re- 
elected president of the manu- 
facturers’ association; P. E. 
Barth, Sargent & Co., New 
Haven, Conn., and S. T. Olin, 
Western Cartridge Co., E. Alton, 
Ill., continuing as vice-presidents. 
John S. Tomajan, The Washburn 
Co., Worcester, Mass., succeeded 
N. J. Clarke, Republic Steel 
Corp., Cleveland, Ohio, as a vice- 
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Fred Hess & Son, Atlantic City, N. J. 


Atlantic City—the scene of the convention. 


president. Glenn E. Jennings, 
Wright & Wilhelmy Co., Omaha, 
Neb., was reelected president of 
the wholesalers and A. J. Becker, 
Ohio Valley Hardware & Roofing 
Co., Evansville, Ind., again heads 
the National Association of Sheet 
Metal Distributors. Other offi- 
cers and members of the execu- 
tive committees and advisory 
boards of the manufacturers and 
wholesalers are listed in detail 
elsewhere in this issue. Neither 
the manufacturers nor the whole- 
salers passed any resolutions. As 
announced earlier this year the 
1942 joint convention will be held 
at the Palmer House, Chicago, 
Ill., Oct. 19 to 22. 

Again the European war and 
its influences on this country 
were topics of several speakers. 
Particular emphasis was placed 
on our National Defense Pro- 
gram, both as to priorities and 
allocations. 


Convention Greeting 


The convention was formally 
opened Monday evening with a 
greeting by Richard Harte, Ames 
Baldwin Wyoming Co., Parkers- 


Atlantic 


burg, W. Va. Dr. G. W. Dyer, 
Department of Economics, Van- 
derbilt University, Nashville, 
Tenn., made the only formal ad- 
dress at the opening session, 
which was a joint meeting of 
both organizations. Discussing 
the topic, “American Business 
Will Not Retreat,” Dr. Dyer 
maintained that, “we are going 
to restore American constitu- 
tional industrial freedom in a 
much shorter time, I believe, 
than many of us think. When 
the ‘dope’ on which the people 
have lived and dreamed gives 
out, and it can’t last much longer, 
and the people awaken, as they 
will, the fight will be over, and 
the Stars and Stripes will be 
snatched from those who have no 
right to carry this flag and re- 
turned to Americans who can 
carry it with honor.” 


Question and Answer 
Sessions 
As for the past several years 
the wholesa'ers devoted a large 
part of all sessions to questions 
and answers, prepared in ad- 
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LA: hardware convention ever held. The 47th 
annual convention of the National Wholesale Hard- 
ware Association and the 83rd semi-annual meeting of 
the American Hardware Manufacturers’ Association 
held jointly at the Marlborough-Blenheim Hotel, Atlan- 
tic City, N. J., October 13th to 16th, 1941. Attendance 


about 1700. 
president. 


Glenn E. Jennings reelected as NWHA 
Richard Harte was reelected to head the 


AHMA. Priorities, allocations and the National De- 
fense Program dominant theme of meetings. Whole- 
salers discuss problems peculiar to their trade and topics 
of general interest to hardware industry. 


vance. Practically all prepared 
questions brought forth other 
questions from members. Cash 
discounts, credit and collection 
policies, merchandise substitu- 
tion, terms of payment, margins, 
wage and hour law and various 
phasses and problems of the Na- 
tional Defense Program were 
discussed. 

At its Tuesday morning ses- 
sion the manufacturers’ associa- 
tion was addressed by Ernest V. 
Moncrieff, president, Swan-Finch 
Oil Corp., New York City. He 
said, as part of his concluding 
remarks, that, “industry can do 
far more, will do far more, when 
it is freed of the shackles of its 
position, when the motives are 
not suspected every time it raises 
its voice, and when it finds the 
helpful consideration of its needs 
equal to that accorded other fac- 
tors essential to victory.” 

Admiral Yates Stirling, Jr., 
late chief of staff of the United 
States Fleet, speaking on 
“America’s Sea Power in the At- 
lantic and Pacific” outlined var- 
ious angles of the war, past, 
present and future, and said 
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that, ‘“‘we are in this war.” His 
concluding plea was, “Let us give 
our President the green light to 
go ahead and in so doing uphold 
the principles for which this 
country has always stood.” In 
his talk, ‘What Can We Do For 
Democracy?” Channing Pollock, 
playwright, critic and author, 
said that no one can lick us but 
ourselves. He declared, ‘“Poten- 
tially, we are the greatest and 
strongest nation the world has 
ever seen... . Let’s cast off our 
chains, and rise with a giant’s 
strength to uphold the sacred fire 
of freedom, and human dignity 
and progress, and to give it to 
all the nations of the earth.” 


Joint Meeting 


The joint meeting, held Wed- 
nesday morning, was devoted to 
the National Defense Program 
and the Hardware Industry, 
Walter W. Rector, American 
Fork & Hoe Co., Cleveland, Ohio, 
opening the session with brief 
comments as to priorities. Al- 
bert J. Browning, Special Assis- 
tant to the Executive Director of 


the Supply Priorities and Allo- 
cations Board, was then intro- 
duced by Mr. Rector. Mr. 
Browning said in part, “If we 
shrink from grappling with this 
whole issue of shortages and de- 
fense needs we shall unconscious- 
ly be choosing to do the job the 
long way. *Or we can take a big 
dose and get it over with quickly. 
The shortest way out of the 
emergency is straight on 
through. If we have the nerve 
we can dive in, head‘over heels, 
accept a number of thumping big 
shortages for a comparatively 
short time—and come out in the 
free air again before we have all 
grown gray hair.” 

The Old Guard, X Club and 
Central States Hardware Club 
held their annual parties which 
were well attended as were all 
social events for ladies of the 
convention and all those attend- 
ing the convention. Good weath- 
er again favored the convention. 

In the pages immediately fol- 
lowing are the major parts of 
the principal addresses and dis- 
cussions, together with other de- 
tails of the convention. 
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GLENN E. JENNINGS 


I. opening this, our 


forty - seventh convention, I 
would like to draw to your at- 
tention something with which we 
are all familiar and that is this: 
much as we may regret it, it is 
apparent the day of the rugged 
individual in American business 
is past. 

To a greater and greater ex- 
tent our business, as well as all 
industry is being controlled and 
regulated by a multitude of bu- 
reaus and agencies in Washing- 
ton. Starting with the N.R.A. in 
1933 and continuing ever since, 
we are to an increasing degree 
confronted with a multitude of 
laws, rulings, reports and regu- 
lations. I wish it were possible 
for me to assure you that some 
day in the not too distance fu- 
ture this situation would change, 
but I am fearful the present 
trend toward greater govern- 
ment control will continue. 

Now how can we endeavor to 
have this legislation, these rul- 
ings and regulations of a char- 
acter which will not unduly 
restrain, and restrict us in the 
normal conduct of business. The 
answer is that individually we 
can do little, but collectively we 
can accomplish considerable. 

In my opinion, our association 
activities today are even more 
important than they have been 
in the past. We must work to- 
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The Hardware 


‘ ‘pee URE to provide for the manufacture 
and distribution of essential hardware 





items would seriously disrupt our economic life 
and have a disturbing influence upon the Na- 


tional Defense Program.” 


By GLENN E. JENNINGS 
Wright & Wilhelmy Co., 


Omaha, Neb. 


gether if the controls and regu- 
lations being imposed by the 
Government are to be of a rea- 
sonable and practical character. 
One year ago when we were 
gathered here for our conven- 
tion we discussed the National 
Defense Program and the hard- 
ware industry, but few of us 
realized the conditions which 
would confront us today—prior- 
ities, preference ratings, reports, 
inventories of critical materials, 
shortages, delayed deliveries, etc. 

We of the hardware industry 
have a very definite responsibil- 
ity—to produce and distribute 
those indispensable articles of 
commerce necessary for two of 
the three essentials of life— 
shelter for the people and live 
stock, and food, its production 
and its preparation for market 
and consumption. 


Economic Disruption 


Failure to provide for the 
manufacture and distribution of 
essential hardware items would 
seriously disrupt our economic 
life and have a disturbing in- 
fluence upon the National De- 
fense Program. Wholesalers and 
retailers in the various sections 
of the country distribute essen- 
tial agricultural and live stock 
supplies, mechanics and home 
owners doing their own repair 
work could not operate without 








N.W.H.A. President 


tools and other hardware items 
necessary for repairs and altera- 
tions. Without supplies and 
equipment furnished through 
hardware channels defense and 
semi-defense industries cannot 
operate. 

Every family, whether in the 
city or upon the farms, depends 
upon the hardware industry for 
its cooking utensils and house- 
hold supplies, hand tools and 
garden tools and thousands of 
other items that we as jobbers 
distribute. We, therefore, can- 
not too strongly impress upon 
those in authority the absolutely 
essential character of most of 
the lines we produce and distrib- 
ute in the hardware industry. 

We have a very definite re- 
sponsibility to our Government 
in connection with the National 
Defense Program; we have a 
very definite responsibility to the 
American farmer, American in- 
dustry and other consumers de- 
pendent upon us for the articles 
necessary for food and shelter. 
I am sure that I can speak for 
our industry in stating that we 
will accept this important re- 
sponsibility, and we can _ be 
depended upon to conserve essen- 
tial raw materials to the great- 
est extent possible and assist in 
supplying products of the indus- 
try to bring about increased 
production. 

Now I would like to mention a 
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Industry’s Responsibility 


subject which is not new, but 
has had considerable attention 
focused upon it this last year— 
the 2 per cent cash discount. 
Our secretary’s office advises 
that the cooperation we receive 
in protesting attempted reduc- 
tion of the 2 per cent premium 
is nothing short of remarkable. 
During the year manufacturer 
after manufacturer has attempt- 
ed to reduce or eliminate the 
2 per cent cash discount, and, 
as you know, many have rein- 
stated after receiving the views 
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of our members, and I just want 
to urge you to continue to pro- 
test to every manufacturer who 
is not now allowing the usual 
and customary premium of 2 per 
cent for cash. 

During the past year our 
auxiliary, The National Associa- 
tion of Sheet Metal Distributors, 
has been unusually active and I 
want to compliment A. J. Becker, 
its president, and the members 
of its executive committee on the 
outstanding work they have 
done. 


“wy. 


Wholesalers’ 
Tuesday Morning 
Session 


In closing I wish to express 
my very real appreciation to 
our advisory board and executive 
committee for their counsel and 
cooperation during the past year, 
and to our efficient secretary and 
his office who in my opinion have 
had a very busy year and many 
difficult situations with which to 
contend. 


1—W. M. Jones, Mrs. Green and A. R. Green, Berea Abrasives Div., The Cleveland Quarries Co. 2—R. L. Crockett. Rice & Miller Co., and 
John P. Ayer, C. L. Hildreth and L. D. Marshall, The Emery-Waterhouse Co. 3—W. C. Habbersett and Isaac Black, Russell & Erwin Mfg. 


Co. 4—Dexter H. Marcus, Dexter Hdwe. Co. and S. L. McHott, Centre Hdwe. Co. 


5—Mrs. Heath and G. M. Heath, W. W. Cross & Co., 


Inc. 6—George Hopf, S. D. Allen, J. S. Disston, Jr., and John Craver, Henry Disston Sons, Inc. 7—E. J. Velsor and C. N. Zimmerman, 


The National Washer Co. 
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America’s World 


RICHARD HARTE 


(= is one of our 


largest conventions. Without 
doubt a reason for the full at- 
tendance, is, that many of us are 
perplexed, even bewildered, by 
the future we face. We have 
come, of course, to meet again 
with our friends, but perhaps 
foremost in our minds is to 
learn if our friends foresee more 
clearly than we the months 
ahead. 

It is with some relief, how- 
ever, we review the days since 
October, 1940. First, last fall’s 
election showed again the popu- 
larity of the slogan, “Don’t swap 
horses in midstream.” Time may 
also prove the correctness of Jus- 
tice Holmes’ observation, “A 
good catchword can obscure an- 
alysis for fifty years.” 

In the 12 months that has 
elapsed America’s world position 
is better. Almost at the time of 
last year’s meeting, the United 
States exchanged 50 destroyers 
with Great Britain for Atlantic 
bases. With that action we 
turned officially away from the 
role of neutral. 

We had then a one-ocean navy, 
almost no air force and no army. 
German victories had made our 
situation uncomfortable, indeed. 
The destruction of the French 
military power was complete. 
The French fleet might pass to 
German hands. The British 
Isles were threatened with in- 
vasion, and its people by famine 
from the sea, and obliteration 
from the air. There was danger 
that even the English Navy 
might be overcome. Russia was 
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peer the past 12 months this country 
has become more powerful, England still 
defies the Axis and the cylinders of the “new 
European order” are beginning to miss. 


By RICHARD HARTE 
Ames Baldwin Wyoming Co., 
Parkersburg, W. Va. 
A.H.M.A. President 


tied to Hitler, and the alliance 
between the Axis and Japan had 
just been consummated. America 
stood on the brink of isolation 
and encirclement in both the At- 
lantic and the Pacific. 

In 12 months, the clouds have 
grown a trifle less glowering. As 
a nation, we have lead the foun- 
dation for a great armament in- 
dustry.» We have strengthened 
our Navy. Mr. Churchill has 
solemnly promised that En- 
gland’s fighting ships will never 
surrender. We have the start of 
an army. Our promises have, 
perhaps, steeled Great Britain to 
still greater magnificence, al- 
though, to date, our actual cook- 
ing consists mostly of a wind 
pudding. The Ithlian power has 


Monday Evening 
Joint Session 


been disabled. The cylinders of 
the “new European order” are 
missing to the point of stall. 
The chance of permanent dom- 
ination by Germany in the final 
reconstruction of the conquered 
lands has lessened. 

Hitler has attacked Russia. 
The Japanese alliance has been 
dislocated. A new Pacific entente 
of Chinese, Russian, Dutch, 
Britsh and American has caused 
Japan to stop, look and listen. 
The Chinese have grown in de- 
termination and strength. The 
Russians have sapped a part of 
Germany’s power, and the in- 
evitability of Hitler’s victory, is 
beginning to be doubted by 
South America and her con- 
fidence grows that the defense of 
the Western Hemisphere is not 
a vain promise. 

The conquest of the world by 
a single nation, like perpetual 
motion, has not, at least as yet, 
been discovered. 


—™ 
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1 and 22—The Marlborough-Blenheim, convention headquarters. 2—Mrs. Haubner and 


T. D. Haubner, R. K. 


Carter & Co. 3—A. G. Rorabeck, The Geo. Worthington Co.; H. H. 


Tucker, Fones Bros. Hardware Co., and D. L. Wright, P. A. & S. Small Co., Inc. 4—Ken- 
neth C. Warner, HARDWARE AGE; A. J. Deniston, Jr., The Deniston Co., and N. A. 
Holmer, Mid States Steel & Wire Co. 5—E. M. Luther, Turner, Day & Woolworth Handle 
Co.; J. Crossan Hays and J. F. M. Detlefsen, Iron City Tool Works. 6—A. A. Bernardine 
and George H. Harper, National Enameling & Stamping Co. 7—R. A. Aldeen, L. J. 
Bernetz and G. W. Aldeen, American Cabinet Hardware Corp. 8—M. T. Townley, The 
Gilbert & Bennett Mfg. Co.; Mrs. Ralph and C. G. Ralph, Burhans & Black, Inc. 9— 
Herbert K. Warner, manufacturers’ agent; J. R. Siau, Kaminski Hardware Co., and E. L. 
Meadowcroft, Chicago Lock Co. 10—J. T. Fegley, E. J. Weierstall and E. A. McKenna, 
North Bros. Mfg. Co. 11—Harry S. Hoag and S. H. Mazel, Pennsylvania Woven Wire Co. 
12—R. J. Wyatt, Job P. Wyatt & Sons Co.; I. W. Williams, G. M. Baird Co. and A. P. 
Zetterberg, Ingersoll Steel & Dise Co. 13—Mrs. J. A. Warner, Mrs. Welty and E. M. 
Welty, Oliver Iron & Steel Co. 14—H. N. Campbell, Jr., and Frank J. Koch, McKinney 
Mfg. Co. 15—Raoul Mueller, Tyrrell Hardware Co., and J. A. Hurty, The Frank Colladay 
Hardware Co. 16—W. C. Perkins, American Chain & Cable Co.; F. E. Barkley, C. M. 
McClung & Co., and W. M. Cusack, American Fork & Hoe Co. 17—E. R. Martindale, Van 
Camp Hardware & Iron Co.; E. L. Johnson, Sr., and A. W. Shapleigh, Shapleigh Hardware 
Co., and W. T. Birney, Winchester Repeating Arms Co. 18—G. M. Coholan, The Stanley 
Works, and Frank Gunther, Albert Gunther, Inc. 19—Mrs. Eggleston and A. J. Eggleston, 
Richards-Wilcox Mfg. Co. 20—H. G. Blodgett, HARDWARE AGE, and George H. Halpin, 
oe ee & Mfg. Co. 21—Harry B. Curtis and John F. Winsor, Bridgeport Hard- 
ware g. orp. 
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ALBERT J. BROWNING 


Priorities an 
Allocations 


fi accepting relatively mild restrictions and 
shortages we will prolong the emergency in- 
definitely. If we are prepared to accept large 
shortages for a comparatively short period it 
will be over within a reasonably short time. In 
any event, it will be necessary for both business 
and labor to accept new standards. 


By ALBERT J. BROWNING 


Special Assistant to 
the Executive Director of 
the Supply Priorities 
and Allocations Board 


Wednesday Morning 
Joint Session 


\ Y. have reached 


a critical point in our program. 
In factory after factory, the dis- 
covery is being made that the 
shelf is getting bare and there 
is not going to be anything to 
put on it when it gets completely 
bare. In the middle of a defense 
boom we are developing a de- 


68 


pression—a spotty series of little 
depressions, to be more accurate, 
which will all run together and 
make an acutely serious big de- 
pression unless we do something 
to prevent it. 

There is an impression abroad 
in the land that the officials in 
Washington either did not know 
about this situation or did not 
care about it. Let me assure you 


that that is not true. Donald 
Nelson has told me on many oc- 
casions that he considers the 
finding of a speedy, adequate 
solution to this problem our 
most pressing job, next to de- 
fense itself. He realizes, as do 
the other officials who are shap- 
ing our defense program that it 
is absolutely essential that some 
quantity of these critical mate- 
rials be set aside for civilian use 
in order to prevent our whole 
economy from collapsing. And 
it is also realized that you can’t 
make sense by trying to build an 
all-out defense program on top 
of a collapsed economy. 

Several weeks ago Mr. Nelson 
assigned me to the job of trying 
to develop some plan that would 
screen out the small manufactur- 
ers in such a way that we could 
give them at least part of what 
they need, pending the comple- 
tion of an over-all program. It 
soon became apparent that this 
was an impossible job. It is im- 
possible because this is an over- 
all job—a total job, so to speak. 
You can’t do it by pieces. If you 
try to handle one group at a time 
you upset the whole program. 
Some unified method of approach 
to the whole problem has got to 
be found. 

It seems to me to be clear that 
if you are looking for a total so- 
lution you have got to come to an 
allocation program whereby some 
proportion of critical materials 
is set aside for general civilian 
use. 

That of course implies recog- 
nition of the fact that, regard- 
less of defense needs, there are 
certain minimum quantities of 
these scarce materials which our 
civilian economy must have. And 
when we have recognized that 
fact, it becomes obvious that the 
place to start is at the bottom 
with the raw materials them- 
selves. 

The problem then becomes a 
double one: First, how much of 
any critical material are you 
going to set aside for civilian 
use, and second, of the quantity 
that you have so set aside, which 
industry and which individuals 
within the industry get how 
much? In other words, there is 
first the problem of allocation 
and then the problem of distri- 
bution. 

As the quantities available are 
certain to be greatly reduced 
from the total over-all wants of 
the civilian economy the first job 
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is of course to determine how 
much each industry is going to 
get. The total for all of the in- 
dustries which are to share in 
this reduced quantity, remember, 
cannot be greater than the total 
which you have set aside for 
civilian use generally. 

The only possible way in which 
you can tackle that sort of prob- 
lem is to restrict the operations 
of each industry in its use of the 
scarce material so that the total 
amount used by all equals the 
total you have set aside. 

That means a specific restric- 
tion in the operations of each in- 
dustry to a minimum economic 
level. It means the same thing 
within the industry—a specific 
restriction on the operations of 
each individual company. 

That is a harsh method, but it 
is not new. It is the method 
which was finally arrived at—in 
Germany, in England and in the 
United States—during the last 
war. It might be worth our 
while to spend a minute or two 
examining the way we handled 
it 23 years ago. Let me quote a 
few paragraphs from the state- 
ment issued by the Fuel Admin- 
istrator during the severe short- 
age of coal which developed in 
this country in January, 1918: 

“Committees representing the 
large industries not engaged in 
war work—more than 100 in all 
—will be called into conference 
with officials of the Fuel Admin- 
istration. They will be shown 
the amount of coal available for 
all purposes, the amount required 
for war purposes and domestic 
consumers, and the total curtail- 
ment of the use of coal which 
must be effected to satisfy these 
demands. They will be asked, on 
patriotic grounds as well as for 
their own future interest, to vol- 
unteer in behalf of their indus- 
try a reduction of coal consump- 
tion for the year 1918. They 
will be asked to show the Fuel 
Administration the best method 
of accomplishing this curtail- 
ment. They will also be asked 
to advise the Fuel Administra- 
tion as to how to arrange these 
restrictions so as to affect only 
the less essential portions of 
their own business if possible... 

“It is believed that the opera- 
tion of this plan of voluntary 
conservation on the part of non- 
war industries will forever lay 
the ghost of the ‘cut off the non- 
essential industries’ agitation 
which has been going on since 
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the United States entered the 
war, and automatically will bal- 
ance the relation between the 
production and consumption of 
coal and prevent any repetition 
of the present shortage. 

“These industries, sometimes 
miscalled ‘non-essential indus- 
tries,’ it is pointed out, are the 
backbone of the country’s eco- 
nomic system. They employ 10,- 
000,000 workers and from them 
must come the taxes and bonds 


which: will pay fdr the war. 
These industries have never ob- 
jected to any curtailment of coal 
or material or men which could 
be shown to be necessary to win 
the war. It was the indefinite 
threat of annihilation by restric- 
tive orders which during the last 
two or three months has alarmed 
the leaders of business and 
finance. 

“The percentage of reduction 

(Continued on page 122) 





Priorities and the 
Hardware Industry 


| epvenqervied production of war equipment is 
now planned on a basis that takes all or some 
of the important items and leaves none avail- 


able for civilian use. 


Some portion of these 


items must be set aside for civilian use. 


By WALTER W. RECTOR* 
American Fork & Hoe Co. 
Cleveland, Ohio 


a as you 


know, is a name given to a 
system of rating the importance 
of various items of defense. At 
the moment airplanes are con- 
sidered the most urgent and car- 
ry the best preferential rating. 
Hence all the materials used in 
the construction of planes carry 
this best or highest preferential 
rating. The production of war 
equipment for our own Army 
and Navy and for Lend-Lease is 
now planned on a basis that takes 
all or some of the important 
items and leaves none of these 
available for civilian use. Other, 
and in fact most, if not all mate- 
rials in which hardware manu- 
facturers are interested are and 
will be curtailed, for civilian use 
until some form of relief is 
found. 

Relief may come in various 
ways; first, by increased produc- 
tion or by better scheduling of 


*From the introduction Mr. Rec- 
tor made when presenting Albert J. 
Browning, Special Assistant to the 
Executive Director of the Supply 
Priorities and Allocations Board. 


deliveries to meet their use re- 
quirements, or by some method 
of allocation wherein it is recog- 
nized that regardless of national 
defense some portion of or most 
all of these scarce materials will 
be first set aside for civilian use, 
which I call civilian defense, and 
this set-aside portion then allo- 
cated fairly among all manufac- 
turers. It is my personal opinion 
that some such plan must be 
adopted, and adopted soon. Other- 
wise we will have no civilian de- 
fense, and without civilian de- 
fense we can have no national 
defense. 


WALTER W. RECTOR 


























What Can We Do 


for Democracy? 


Aa needs leveling up instead of 
leveling down, less governmental pamper- 
ing and capitulation to majorities, a return to 
worth-while forms of education, a desire to 
work, less rule by bureaucracy and centralized 
government and a return to vision and sanity. 


By CHANNING POLLOCK 
Playwright, Author, Critic 


4) 
HE advantage and 


disadvantage of Democracy is 
its responsibility to millions of 
people. The advantage of lack of 
this responsibility in a _ totali- 
tarian government — assuming 
ability in the dictator—is ad- 
mittedly great. Hitler can con- 
quer France in less time than it 
takes us to decide on conscrip- 
tion. But you would know the 
disadvantages if you lived under 
Hitler. 

The sensible compromise is 
not democracy, at all, but a re- 
public—the republic that was in- 
tended by our founding fathers. 
A republic is no hydra-headed 
monster, ruled by thousands of 
minds, and by millions of people 
without minds. A republic elects 
leaders in whom it has faith, 
and asks them to use their best 
judgment — subject to review 
at the next election. Almost 
every vital decision in the his- 


1—R. F. McClure and E. D. Reeves, McKinney Mfg. Co. 


tory of our country has been 
made in this way. 

Any momentous opportunity, 
or national emergency, requires 
swift and informed action, and 
the nearest approach to ideal 
government, perhaps, would be 
one that barred re-election to 
anyone in office, and so removed 
all incentive to currying favor 
with any group. Democracy be- 
comes an unworkable absurdity 
in the light of such a proposal 
as that of a popular vote to de- 
cide upon war. 

Government is a business— 
big business, and suppose, let us 
say, that A. T. & T. were actually 
run by its 700,000 stockholders. 
Even in much smaller concerns, 
the owners choose a head for 
each department, and put that 
department solely up to him. If 
he doesn’t make good, he is fired. 
But I never heard of a prosper- 
ous business in which the heads 
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had to ask everybody’s consent 
before buying a quart of ink, or 
to consider whether it would 
please all the stenographers and 
the office boy. If, as in our gov- 
ernment, the stenographers and 
the office boy must be pleased, 
then the only chance of success 
lies, as aforesaid, in the intelli- 
gence and character of those 
suffragists. Perhaps it does, 
anyway. The British Democracy 
before this war—self-indulgent, 
inert, indifferent to everything 
but personal advantage — that 
was Great Britain headed for 
collapse. Today, united in 
courage, self-sacrifice and high 
dedication, we have Great 
Britain magnificent. It is mag- 
nificent, not only because Church- 
ill is Great Britain, but be- 
cause Great Britain is Churchill. 

The fundamental weakness of 
our democracy has been, and is, 
its disrespect and lack of defer- 


2—A. A. Chisholm, W. A. Crawford and H. C. Glover, Griffin Mfg. Co. 
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ence for its really superior men. 
We will flock to the standards of 
our own mediocrity, ef our own 
ignorance and prejudice, and of 
those who promise to serve the 
interests of our own groups, but 
we do not understand selfless- 
ness, and we regard pre-emi- 
nence as a personal affront. You 
have seen our candidates for 
office pictured wearing 10-gallon 
hats, kissing babies, pitching 
hay, and entertaining visiting 
firemen, but a photograph of a 
candidate reading a book would 
be fatal. The most damaging 
thing that can be said of any 
candidate is that he is a learned 
man, or a successful man. The 
man who had rather be right 
than be President, usually gets 
his wish. 

H. G. Wells says the cause of 
the world break-down is the in- 
ability of our best intellects to 
reach or influence the other kind. 
Like Jeremiah, they are con- 
fronted with disaster which they 
are powerless to avert or post- 
pone. 

Recently, I have suspected 
that Congress can’t read. Cer- 
tainly we don’t. Or, if we do, it 
is only easy pieces for little 
minds. We bought nearly three 
million copies of “Gone With the 
Wind,” but how many of us read 
“Mein Kampf,” or “Revolution 
of Nihilism,” or “Voice of De- 
struction,” or “Assignment in 
Utopia,” or Chamberlain’s “Col- 
lectivism,” or Gitlow’s “I Con- 
fess,” or any other of the flood 





1—B. J. Badham, Sr., and B. J. Badham, 
Jr.. Hoffman Hardware Co. 2—R. G. 
Thompson, The Lufkin Rule Co., and 
George U. Hatch, Millers Falls Co. 3—R. 
W. Hesse, Ace Hardware Corp., and Mrs. 
Hesse. 4—Carl J. Meister, Allen Mfg. Co., 
and Henry G. Tobin, Simonds Saw & Steel 
Co. 5—C. McD. England, Jr., Logan 
Hardware & Supply Co., and G. W. Chris- 
topher, Youngstown Sheet & Tube Co. 6— 
J. K. Underwood, Tennessee Coal, Iron & 
Railroad Co., and A. C. Cade, Allen & 
Jemison Co. 7—C. B. Waller, Underhill, 
Clinch & Co., and E. L. Fenn, Millers 
Falls Co. 8—Wm. W. Wood, 3rd, and 
W. B. Wood, The Wood Shovel & Tool Co. 
9—L. S. Pickup, Stanley Works, and E. P. 
King, Sands Level & Tool Co. 10—E. H. 
Gasstrom and G. N. West, Eagle Rule Co. 
11—A. M. Glueck, manufacturers’ agent; 
Arthur H. Bommer. Bommer Spring Hinge 
Co.; Mrs. Frohlich and Johann Frohlich, 
Bommer Svring Hinge Co. 12—E. P. Alte- 
meier, National Enameling & Stamping 
Co. 13—C. E. Howard, Wood, Alexander 
& James, Ltd., Hamilton, Ont., Canada, 
and Elmer J. Murray, The Peck, Stow & 
Wileox Co. 14—Earl G. Grenier, Roberts 
Hardware Co., and Mrs. Grenier. 
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1—F. Herbert Smith, Nicholson File Co.; George R. Smith and Paul E. Smith, Heller Brothers Company. 2—Ben Billinger, Reynolds 


Wire Co.; Charles Pincus, The Stanley Works, and Frederick Pfeifer, Payson Mfg. Co. 


3—H. L. Gilliam, The Wood Shovel & Tool Co., 


and John J. Wallace, Clemson Bros., Inc. 4—J. C. Holloway, E. I. du Pont de Nemours & Co.; Daniel Hope, Galloway-James Co.; Frank 
M. Hobbs, Charles Leonard Hdwe. Co., and U. Grant Barr, Reilly Bros. & Raub. 5—Mrs. Ruth. B. Walther, Stanley Crow Repellent Co., 
and J. T. Braswell, King Hdwe. Co., and Mrs. Braswell. 6—Mrs. Hobart Phillips. 7—J. A. Warner, Wyeth Hdwe. & Mfg. Co.; Willis H. 
Simpson and R. F. Hennig, Farwell, Ozmun, Kirk & Co., Inc. 8—L. C. Davenport and R. O. Roberts, Weed & Co., and I. L. Jennings, 


Lamson & Sessions Co. 9—R. L. White, Landers, Frary & Clark.; F. T. 


Screw & Mfg. Co., and D. S. Brisbin, Columbus-McKinnon Chain Corp. 


of books that would have told us 
what was going on in Russia 
and Germany ? 

Now and then, we’ll listen to 
Roosevelt or Willkie on the radio. 
Generally, we prefer Charlie 
McCarthy or Baby _ Snooks. 
Every week, 85,000,000 of us go 
to the movies, to find whether 
the girl with the plucked eye- 
brows marries the boy with the 
pee-wee mustache, but we regard 
every expression of vital convic- 
tion as “propaganda.” That word 
has become the world’s greatest 
alibi for not thinking. When- 
ever we hear anything that runs 
counter to our wishes or preju- 
dices, we say “propaganda,” and 
that settles it. We are a trea- 
sure-house of misinformation; 
the earth’s champion assimila- 
tors of slogans, catch-phrases, 
and pre-digested wisdom. 

After two years, and hun- 
dreds of pronouncements that 
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make Hitler’s purpose crystal- 
clear, a sizeable, number of us 
still believe that the present 
shambles is only the old Euro- 
pean struggle for balance of 
power, that England is as cul- 
pable as Germany, and_ that 
Great Britain started the War. 
Anyway, it was none of our busi- 
ness, and all we had to do was to 
hide behind the Atlantic Ocean, 
and jump out of our skins if 
somebody broadcast a story that 
we were being invaded from 
Mars. 


The “Mock” in Democracy 


Obviously, people like this are 
no more fit to pilot a state than 
to pilot a ship. The world over, 
they put the “mock” in democ- 
racy. Except ours—up to now, 
the only nation that has sur- 
vived them is that which, when 
the storm came, told them to 
“go ’way back and sit down.” 


Stone, Columbus-McKinnon Chain Corp.; H. P. Ladds, National 


Like every other democracy, we 
have been disintegrating since— 
well, say since the Russian Revo- 
lution, and the end of the World 
War. Now, in that state of dis- 
integration, we face a new and 
greater World War. 

As Senator Aiken, of Vermont, 
declared recently. ‘“‘Underneath 
this smoke and clamor, the un- 
solved problems of our nation 
are growing rapidly.” If we go 
to war we are told we shall have 
a dictatorship. But it didn’t 
take a war to produce Hitler. It 
only took a democracy that 
didn’t work. War or no war, 
we’ve been voting for dictator- 
ship for eight years. We’ve 
been voting for something for 
nothing, the domination of the 
unfit, and the greatest good of 
the greatest number of ballot- 
box stuffers. If, at this moment, 
a bill were introduced to abolish 
work and divide the nation’s 
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wealth pro rata, I don’t see any 
reason to suppose it wouldn’t be 
carried by an overwhelming 
majority. After that, an amend- 
ment to relieve everybody of 
responsibility for government 
could be carried, too. 

The only difference between 
that approach and the present 
one is a difference of speed. War 
may bring dictatorship—of one 
man, or the mob. So may peace. 
Without survival of the Ameri- 
can spirit, how can there’ be a 
survival of the American way? 
Unless there is a re-birth of that 
spirit—an organized, impas- 
sioned opposition to _ present 
trends—nothing but Hitler can 
save us from collectivism and 
a socialist state—so you “pays 
your money, and takes your 
choice between bums and 
bombs.” 

How can we explain our sud- 
den hesitancy and helplessness? 
What has produced a country 
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without a soul; a strepti-cock- 
eyed conglomeration of pseudo- 
intellectuals, and militant mo- 
rons, who want only to be fed, 
to be safe, and to do as little as 
possible for as much as possible? 


It Isn’t Sudden 


The answer, I think, is that it 
isn’t sudden. From the begin- 
ning of recorded events, we have 
emerged from barbarism; slowly 
and laboriously acquired learn- 
ing, order and justice; only to 
find this very enlightenment pro- 
ducing a contempt for, and 
neglect of, the sources of physi- 
cal power that made us an easy 
prey to the barbarians—and then 
we have begun all over again. It 
is as though God said to Man: 
“So far shall you go, and no 
farther.” We shall get on with 
civilization only when we can 
manage mental attainment with- 
out muscular atrophy. Strangely, 
too. that muscular atrophy is 


2—W. J. Griffith, J. H. Jones, George E. Dresser, The Carborun- 





attended by a withering of 
morals, principles and ideals. It 
is the barbarians who are always 
ready to die for a cause. Our 
immediate hope is that one race, 
at least—and that race Anglo- 
Saxon—seems to have risen to 
the occasion, to agree with the 
Chinese that crisis is danger 
plus opportunity. 

Civilization, it seems to me, 
must depend on the men at the 
top. It is no accident that, while 
we have produced hundreds of 
billions of forgotten men, we 
have produced only a few thou- 
sands who ever did anything 
worth remembering.  Civiliza- 
tion—national survival, at any 
rate—depends upon the crea- 
tion and the continued control 
of that breed. When they soften 
or falter; when education con- 
fuses, instead of confirming 
them; when they become unable 
or unwilling to defend their cap- 


(Continued on page 180) 








dum Co., and W. H. Reid, The McKay Co. 3—Mrs. Stratton, Jr.; Edward Durell, The Union Fork & Hoe Co.; Mrs. Durell, and L. M. 
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Co. 5—L. G. Pratt, Samson Cordage Works: W. Arthur Lee, Lee Stockman, Inc., and John L. Theriault, Samson Cordage Works. 6— 
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B. J. BADHAM 


By B. J. BADHAM 
Hoffman Hardware Company, 
Los Angeles, Calif. 


; = problem of ac- 


cepting import, or future orders, 
as we call them, from dealers has 
been, at least out in our section, 
a long-established custom. Situ- 
ated as we are, at a great dis- 
tance from our sources of supply, 
it makes it, to my way of think- 
ing, doubly imperative. The 
benefits are three-fold from the 
manufacturer down through the 
jobber to the dealer. Regardless 
of the huge stocks that we, the 
distributors, are forced to carry 
to successfully take care of the 
dealers, it is, to say the least, 
extremely enlightening, even to 
the manufacturer, to have those 
future orders anticipated weeks, 
and sometimes months in ad- 
vance. The good effects are ob- 
vious, but right now we are going 
through business under a dif- 
ferent star. Shortages of mer- 
chandise and withdrawal of 
datings and priorities, make it a 
little different picture. 

Forced as we are as jobbers 
to accept merchandise as, if and 
when, from the manufacturer, 
many times with no price guar- 
antee and many times with no 
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To What Extent Is It 


Advance Orders 


date, we pass the same problems 


on to our dealers, with the fol- 
lowing notations on every import 
order that is taken by our sales- 
men from our dealers, and I put 
them in the form of stickers that 
we put on the copy of the order 
and one on the original that 
comes to our file, which reads as 
follows: 

“This order has been entered 
by us subject to our ability to 
procure from the factory, also at 
prices subject to increased costs 
by any factors beyond our con- 
trol—delayed shipments, strikes, 
increased taxes, forced diversion 
of shipments, etc. We at all times 
are doing our utmost...” etc. 

We take those orders with that 
provision, thereby protecting 
ourselves and protecting the cus- 
tomer, and protecting to a cer- 
tain extent the manufacturer. 

I hope there are no manufac- 
turers here this morning when 
I say that the prices are not 
guaranteed and deliveries are not 
guaranteed, but we cannot “kid” 
ourselves out there, or any place, 
for that matter, that we are go- 
ing to get all the merchandise 
that we are going to sell, or get, 
on these future orders. But they, 
the merchandisers, are anticipat- 
ing that they are going to stay 
in business, and we want to help 
them to stay in business. 

The display in sample rooms 
of merchandise at_ strategic 
points in the territory long has 
been a custom with me, and this 
year, so far, has been highly suc- 
cessful and was beyond our best 
expectations. The dealers are 
never urged to buy beyond their 
ability to discount. but rather 
only their normal requirements 
based on past stock records. 
Now, of all times, these futures 
should not be disregarded. In 
addition to our sample rooms, 
placed in various places through- 
out the territory, we have one or 
more display vans or trucks that 
carry seasonable goods. We try 
to fix these up nicely with easy 


chairs in them and soft drinks in 
hot places, and have the customer 
come out with our men and view 
his products. We find this highly 
instructive to all and definitely 
beneficial. I think this little 
truck system has more than paid 
for itself every year that we 
have taken them out, and we 
have always put a man in charge 
that knows his stuff. 

Regardless of what the ulti- 
mate outcome of this great con- 
flict may be, the hardware in- 
dustry is here to stay, and 
nothing should be changed to 
upset the general flow of mer- 
chandise through the regular 
channels which have so long been 
an institution in our industry. 


* * * 
By H. H. KIMBALL 
Barker, Rose & Kimball, Inc., 
Elmira, N. Y. 


N our organization, our sales- 
men are taking future orders 
on the same type of merchandise 
that they always have, such as 
lawn mowers, steel goods, spray- 
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Advisable to Restrict 


From Dealers? 


ers, and many other lines. In 
accepting these orders, we 
acknowledge each one that is 
taken by a written letter or a 
postal card thanking the dealer 
for the order to be shipped at a 
certain date, stating that “Our 
specifications for this merchan- 
dise have been on order for 
months, but we must accept your 
order with the understanding 
that the factory may not be 
able to fill their commitments to 


1—M. G. Hayden, manufacturers’ agent; Joseph De Jure, manufacturers’ agent, and B. Meade, Charles Parker Co. 
Stanley Works. 3—F. O. Lincoln and M. J. Rainey, Morse Twist Drill & Machine Co. 


us. For that reason, we cannot 
guarantee delivery or price. Your 
order, however, will receive pref- 
erential treatment.” 

Thus we protect ourselves in 
case of unforeseen shortages. We 
feel that our dealers should be 
given an opportunity to have 
their orders on file, assuring 
them of better delivery; if we 
receive only a part of the order 
we have placed with the factory 
we will allocate to our dealers on 


ie 


the basis of the order they have 
placed with us. We will not feel 
obligated to furnish material to 
dealers who have not had the 
foresight to place their orders 
with us. We have been assured 
by many of the manufacturers 
that we will have the merchan- 
dise that we are taking orders 
on. 

It is a question in my mind, at 
the same time, when a manufac- 
turer makes a good promise, and 
I feel he is making it with all 
good intentions, that there is a 
possibility he cannot fill it. How- 
ever, we feel we are protecting 
ourselves. We have many future 
orders on our books, and dealers 
have looked to us in the past, 
and, if we do not give them an 
opportunity, it may be they 
won’t have any part of what they 
need for their requirements. 
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2—J. E. Stone, The 


4—I. H. Stauffer, Stauffer, Eshleman & Co., Ltd.; 


Andrew Kingsberry, manufacturers’ agent, and C. H. Clark and L. D. Nuchols, American Hardware & Equipment Co. 5—Douglas Franck, 
Safe Padlock & Hardware Co.; E. J. Vogeler, The Hawkins Co.; W. S. Speir, The Lufkin Rule Co., and W. E. Hansen, Hansen & Yorke 


Co., Inc. 6—C. McD. England, Sr., Logan Hardware & Supply Co., and H. B. Wilson, Mathias Klein & Sons. 


7—C. B. Wells, Remington 


Arms Co., and Wilbur Humphrey, Morehouse & Wells Co. 8—C. C. Allen, Dobbins Mfg. Co.; E. G. Anthony, H. D. Hudson Mfg. Co.; 


G. H. Collins and D. V. Allen, Dobbins Mfg. Co. 
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Substitutes we are using for 


merchandise which is not 
available at the present 


By MARK H. KENNEDY 
Ott-Heiskell Company, 
Wheeling, W. Va. 


Wholesalers’ 
Tuesday Morning 
Session 


SURVEY of catalogs of rep- 

resentative hardware job- 
bers shows practically every 
page filled with items made of 
metal—the bulk of them fabri- 
cated from iron and steel—but 
many of aluminum, tin, brass 
and copper, as well as a host of 
alloys. Metals being of prime 
importance for national defense, 
the ensuing civilian shortage hits 
the hardware jobber with par- 
ticular impact. 

Substitution is but another 
name for change—and the hard- 
ware jobber has been accustomed 
to that all his life. And not only 
are the lines of goods handled 
constantly undergoing change, 
but so are the methods of doing 
business. 

One of the beauties of current 
defense shortages is that they 
enable many manufacturers to 
shorten their civilian lines and 
thereby discontinue odd _ sizes 
and patterns that were never 
profitable to the jobber at any 
rate. This elimination by the 
maker permits the jobber to sub- 
stitute the regular for the odd, 
the normal for the abnormal, and 
so reduce his investment while 
increasing-his turnover. It is to 
be hoped that this elimination 
will become permanent through 
the normal years that lie ahead 
for the benefit of all concerned. 

The present is a good time, 
too, for the jobber to substitute 
in yet another way—namely—to 
substitute good paying accounts 
those that are slow. The atti- 
tude of the Secretary of Treas- 
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ury indicates his fear of infla- 
tion brought along in no small 
degree by the over-extension of 
credit—so that the jobber who 
keeps his accounts collected 
is doing not only himself a good 
turn, but helping to stem the 
tide of general inflation as well. 

Hardware jobbers differ great 
ly—some cater almost exclu- 
sively to the dealer while others 
sell the dealer and in addition 
do an extensive supply business 
directly with plants and fac- 
tories. The latter naturally 
stand to benefit more through 
defense business than the for- 
mer. The substitution of de- 
fense accounts for non-defense 
accounts should help many job- 
bers. Just as the government is 
urging many manufacturers of 
civilian goods to get into defense 
production so it behooves the 
jobber to get his share of de- 
fense business, for it will tend to 
help his priority standing and at 
the same time aid his volume. 
Every jobber knows there is no 
substitute for volume and one of 
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1—E. S. Norvell and E. W. Clark, E. C. Atkins & Co. 2—W. L. Garvin, Cutler Hardware 
Co., and A. B. Sloan, Northwestern Steel & Wire Co. 3—H. A. Squibbs, American Steel & 
Wire Co. 4—George G. Hoy, HARDWARE AGE. 5—Shannon Crandall, California Hard- 


ware Co., and E. B. Morley, Morley Bros. 


6—J. H. Hitt, A. Baldwin & Co., and George 


J. Boesch, Von Hoffman Press. 7—I. S. Dillingham, Bigelow & Dowse Co. 8—Wm. Geo. 
Steltz, Supvlee-Biddle Hardware Co. 9—H. A. Vaughan and A. P. Henricks, Jr., Vaughan 


& Bushnell Mfg. Co. 


HARDWARE AGE 


pee ees 








CED RTH 








Yes Se Fl 


~—— 


ak AO as Boi 4c 
Na) OSS 


way 


& 





f 
F 
3 
; 








- the current fears of our industry 


is that we won’t get enough 
goods to keep us going. And 
speaking of volume, our manu- 
facturing friends and the Fed- 
eral Government as well through 
price increases on the one hand 
and excise taxes on the other, 
have in many lines combined to 
boost prices from 15 to 25 per 
cent in the past few months. Al- 
though this inflationary trend 
counteracts a tendency toward 
reduction in dollar volume be- 
cause of shrinking stocks and 
merchandise shortage, it carries 
with it potential danger to the 
jobber when the inevitable de- 
flation sets in. 

Here is one practice that 
might be followed that should 
reduce the need for substitution 
—namely to pass along to the 
house and traveling sales force 
separate stock sheets showing 
the stock on hand. These sheets 
could be sent out regularly along 
with the so-called circular let- 
ter and could be incorporated in 
the general catalog just opposite 
or facing the regular price page. 
Of course, this practice would be 
limited to those illustrated pages 
in the catalog where the volume 
and turnover would justify the 
work involved. But such a prac- 
tice would enable the salesperson 


at the time of sale to either take 
the item or decline it, on the 
basis of the stock records he had 
before him and it should mate- 
rially reduce that fastest grow- 
ing of items in the jobbing busi- 
ness—the back order. 

It has been said that roughly 
about 30 per cent of the steel 
production of the country is 
needed for defense and _ lend- 
lease purposes. The remaining 
70 per cent, even when expanded 
steel capacities are considered, is 
not enough to take care of grow- 
ing civilian demands. Therefore 
we are all obliged to cut down. 
Now, what you might call the 
“tonnage items,” that is the steel 
products of great weight, have 
never paid the wholesaler a large 
margin of profit. And they have 
added disproportionately to his 
warehouse and handling costs. 
The point is that we should not 
get excited over our inability to 
get healthy stocks of these “ton- 
nage items,” but should rejoic- 
ingly substitute for them miscel- 
laneous fabricated steel products 
that show a greater profit mar- 
gin and at the same time involve 
higher market values, but far 
less tonnage. By substituting 
such a pot-pourri of varied steel 
products we help ourselves and 
defense as well. 





The significance of the 
2 per cent cash discount 


Wholesalers’ 
Tuesday Morning 
Session 


By R. R. WITT 
Builders Supply Co., 


San Antonio, Texas 


ASH discount is argued 
from many angles. Some 
approach it merely as an interest 
charge, while others view it as a 
premium for prompt payment. 
To me it has a purpose and value 
far beyond the mere conception 
of interest or premium for 
promptness. It immediately seg- 
regates on your ledger and mine 
the accounts that are under capi- 
talized or poorly managed, or for 
any reason unable to raise ready 
cash, and automatically applies 
a legitimate extra charge where 
collection costs are involved and 
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credit hazard greatest. Collec- 
tion departments are a sizable 
item of overhead. It costs money 
to follow up slow accounts, and 
certainly no part of this expense 
should be borne by cash custom- 
ers. The discount principle auto 
matically accomplishes this. 

Cash discounts should be uni- 
form throughout an industry in 
the interest of simplicity and 
convenience, and should be large 
enough to meet the requirements 
of the retailer, for, after all, he 
is the credit and collection front 
line for all of us. We whole- 
salers who serve him, and the 
manufacturers who in turn serve 
us, should accept whatever cash 
discount is necessary to help him 
do his job. His troubles today 
are ours tomorrow. The two 
great misconceptions in this cash 
discount controversy perhaps 
arise from viewing it merely as 
interest, or viewing it from the 
manufacturers’ end instead of 
the retailers’ end. 

1—The Retailer needs a cash 
discount large enough to induce 
cautious selling and make of him 
an active collector. To offer our 
trade one-half per cent discount 
would be equivalent to advertis 
ing cheap money, and they would 
readily let us be their banker. 
They would neither use their lo- 
cal credit nor busy themselves to 
collect. One-half per cent dis- 
count is inadequate inducement, 
and the man who does not dis- 
count rarely pays promptly on 
maturity. With the chain stores 
taking the cash customers, leav- 
ing the carry business to the in- 
dependent, he has all the credit 
vicissitudes to which the world 
is subject, and now is no time to 
reduce the premium for quick 
payment. On the other hand this 
discount can be too large to serve 
a useful purpose. If 5 per cent 
were universal, any merchant 
who passed it would label him- 
self as a credit risk none of us 
would care to assume. Further- 
more, there are times when 
many well established and well 
run businesses are unable to take 
their discount, and 5 per cent 
higher merchandise cost is too 
great a penalty. The discount 
must be large enough to induce 
but not so large as to destroy. 
Somewhere in between these two 
extremes of 5 per cent and one- 
half per cent is a compromise 
figure adequate to induce cash 
turnover, and reasonable enough 
to only mildly penalize when dis- 





























count is not possible. I believe 
the experience of many years 
has proven 2 per cent sound and 
fair to all. 

2—The Wholesaler can com- 
fortably live with any cash dis- 
count which meets the require- 
ments of the retailer, provided 
the manufacturer accepts same. 
We are caught in between, and 
our problem is reconciling the 
practical needs of the retailer 
with the discount views of the 
manufacturer. It has been sug- 
gested that wholesalers extend 
whatever discount they desire 
and let the manufacturers do the 
same. There are many reasons 
why this is a needless hardship. 
A manufacturer offering only a 
net price will quote the retailer 
lower than can the wholesaler 
who offers his usual 2 per cent. 
We have also tried without suc- 
cess to relay the various dis- 
counts that have come down to 
us from the manufacturer, and 
in spite of the extra clerical work 
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1—B. C. Neece, E. J. Van Buskirk and C. P. Ballinger, all of Landers, Frary & Clark. 


to indicate which invoices take 
2 per cent, which take one and 
which are net, the retailer fol- 
lows the habit of a century and 
either deducts 2 per cent on en- 
tire account, or takes his own 
sweet time to pay. Our operat- 
ing problems as_ wholesalers 
would be made much easier if 2 
per cent cash discount were uni- 
versal, and we only ask that the 
manufacturer name a price from 
which 2 per cent for cash can be 
comfortably allowed. 
3—Manufacturers now dis- 
posed to reduce the cash discount 
are giving over-emphasis to the 
cheap money which now sur- 
rounds them, and losing sight of 
the fact that the borrowing posi- 
tion of the rural merchant re- 
mains unchanged. It is true 
that manufacturers’ customers 
such as wholesalers and large in- 
dustries have access to the same 
cheap money, and wholesalers 
would temporarily continue to 
discount. Ultimately, however, 





if he receives a smaller discount 
than he allows we all must accept 
a permanent irritant which need- 
lessly disturbs our manufacturer 
relationships. On the other hand 
if we relay the reduced discount 
to the dealer we stagnate collec- 
tions, the ill effects of which the 
manufacturer cannot escape. An 
adequate discount figured in the 
price cannot hurt the manufac- 
turer, a small discount might. 

In conclusion 2 per cent dis- 
count is fair and prudent, and 
we wholesalers should vigorously 
appeal to the manufacturers to 
help make it universal. The fact 
that most manufacturers who 
hastily changed from two per 
cent have restored it, reveals 
that more exhaustive considera- 
tion proves the value and useful- 
ness of a discount large enough 
to meet the requirements of the 
man who needs it most—the in- 
dependent retailer who in final 
analysis is the collector for us 
all. 
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2—E. N. Gosselin and C. L. Lennon, Phoenix 





Mfg. Co. 3—Kenneth A. Heale, HARDWARE AGE; George L. Lee, Landon P. Smith, Inc., and R. S. Wild, HARDWARE AGE. 4—Phil 


Embury, Embury Mfg. Co.; E. R. Sandiford, HARDWARE AGE; Mrs. 


Sandiford, and Mrs. 


Embury. 5—Thomas K. Ruff, Columbia, 


8S. C., president, and Rivers Peterson, Indianapolis, Ind., managing director, National Retail Hardware Association. 6—Roy A. Hoe, M. L. 


Peterson and C. R. Swisshelm, Crescent Tool Co. 
D. P. Boydston, Northwestern Steel & Wire Co. 


Inc. 
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7—J. R. Hill, Northwestern Steel & Wire Co.; Wilbur Higgins, Jr., Starline, Inc.; 
8—A. Silberman, Sickels-Loder Co., Inc., and Amos N. Coath, Frank W. Winne & Son, 
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Recent changes in our credit 
and collections policy due 


to present conditions 


By O. H. MANN 
Higginbotham-Pearlstone Hard- 
ware Co., Dallas, Texas 


OR the benefit of the young 

hardware jobbers, who didn’t 
have the experience of the last 
World War, I want to say frank- 
ly that credit losses after the 
last World War were enormous. 
During the war hardware job- 
bers, grocery jobbers, and all 
other jobbers seemed to have but 
one thing in view—that was to 
sell the merchandise, and they 
sold it, and the credit men, most 
of them, went wild with the 
sales department. 

After the war, and when 
cleaning up time came along, 
some dealers who should have 
owed $400 or $500 to a jobber, 
owed thousands of dollars. The 
price of merchandise went down, 
the dealers couldn’t colleet their 
accounts. There was but one way 
to get out and that was for the 
dealers to file a petition in bank- 
ruptcy. That is exactly what 
happened to lots of dealers in all 
lines. 

Our company is not a large 
company—just of medium size, 
but we have changed our credit 
policies. We changed them prac- 
tically as soon as the war began, 
and we began tightening down 
on slow-paying customers, and 
selling our goods to customers 
who discounted their bills, or 
who at least paid at maturity, 
and we are sticking to that pol- 
icy today. 

Our sales this year have in- 
creased an enormous amount in 
comparison to our 1940 sales, 
and in comparison to sales of 
any previous year. Our collec- 
tion record for this year, month 
in and month out, is around 75 
or 80 per cent of the amount on 
our books on the first of the 
month that we collect the follow- 
ing month. 

My personal opinion is that if 
a retail dealer cannot pay his 
current bills, with conditions as 
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they are, he is a poor merchant 
and is not entitled to any credit, 
much less long term credit. It 
is my opinion, too, that a lot of 
hardware jobbers here today, 
who have control of businesses, 
both large and small, should go 
back home and check up with 
their credit managers. If he is 
running wild, tame him down 
and get the money for what you 
sell. In the first place, merchan- 
dise is hard to get and the job- 
bers have to pay for what they 
get. A jobber cannot, regardless 
of how large or small he is, carry 
a lot of past due accounts, bor- 
row money, pay interest, worry 
with these accounts and finally 
make any money to amount to 
anything off of the slow paying 
accounts. 

I have had lots of experience 
in the credit line. In fact, along 
with my other duties with our 
company, I am the chief credit 
man, and when some dealer 
comes in my office, lights his 
cigar, crosses his legs, and be- 
gins to tell me how much time 
he is going to need, and how 
great a line of credit he is going 
to need to operate on, how he is 
going to pay other jobbers, and 
buy most of his merchandise 
from us, and just wants a line 
of credit with us, he doesn’t get 
any encouragement from me. 
When a man comes in your office, 
tells you how he is going to pay 
other jobbers, and just wants a 
line of credit from you, he is fix- 
ing to get to you. I have had 
them get to me along this same 
line, and my answer to them is, 
“no.” We do not solicit business 
from anyone on anything other 
than our regular terms. 

The hardest part of a credit 
man’s job right now is to watch 
his accounts, and see that the 
man who is entitled to a $500 
line of credit doesn’t wind up at 
the end of the month owing 
$1500, or even $2000. They get 
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started buying, overstock, and 
they owe you a lot of money be- 
fore you know it. 

Our company has never been 
very strong for long terms, but 
some of our competitors have, 
and we believe most of them are 
quitting it now. The idea of 
some jobbers coming into Texas, 
selling goods in March on Sep- 
tember dating, and giving 2 per 
cent discount on October 10th 
is bad business. I don’t care 
whether the biggest house or the 
smallest house in the United 
States does it, it is bad business, 
but I know there are some jeb- 
bers who do this very thing. 
Some will sell goods in Septem- 
ber and give March dating. So 
far as our company is concerned, 
they are welcome to all of this 
kind of business. The more of 
it they do, the more money they 
will lose. There is no way around 
it. Our company has been in 
business since 1926, and our 
credit losses have not averaged 
one-fourth of one per cent of 
our sales, and they won’t be near 
that amount this year. 

A lot of you men are a lot 
older than I am and know a lot 
more about the hardware busi- 
ness, and possibly the credit 
business, than I do, but I am giv- 
ing you the cold facts as they 
exist in our part of the country. 
All of you who are taking busi- 
ness on long terms remember 
now what I am telling you—you 
are bound to lose. You cannot 
win on long terms! That time 
has passed, regardless of the fact 
you can borrow money cheaper 
today than ever before. It just 
won't work! 




































E. LEON ROEBUCK 


Wholesalers’ 
Tuesday Morning 
Session 


,ARST, we all realize the need 
for keeping abreast of the 
times. Taking such steps and 
making such adjustments as are 
necessary to obtain, warehouse 
and distribute our merchandise. 
However, we are glad to have 
found no necessity for any radi- 
cal changes thus far. 

Operating as we do in a small 
agricultural area, the steps we 
are now taking, or any changes 
we are making to better serve 
our customers, may not be at all 
applicable to our larger whole- 
sale friends. 

We have for many years con- 
stantly endeavored to apply the 
principles of the Golden Rule in 
every phase of our dealer rela- 
tions; so we are now, day by day, 
cutting just a little deeper the 
notches of service in this rule. 
We are girding ourselves for 
normal uniform service during 
these hectic days regardless of 
the cost. 

In these days of wages and 
hours law, Social Security, OPM, 
priority ratings, PD73, PD83, 
direct and indirect defense per- 
centages and constant rearrange- 
ment of the alphabet in Wash- 
ington we are confronted with 
one other producer of gray hairs. 
This is definitely a sellers mar- 
ket. 

Therefore, as step No. 1 we 
discontinued worrying. 

No. 2—We are grasping this 
opportunity to thin down to a 
minimum unprofitable and slow 
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Steps we have taken 
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under the present | ¢ 
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By E. LEON ROEBUCK 
Harris Hardware Company, 


Washington, D. C. 


moving items. Recent results in 
this effort have been gratifying. 

No. 3—Through the years we 
have tried to be reasonably gen- 
erous in extending to our deal- 
ers and salesmen the benefits of 
slight price adjustments in the 
market (our salesmen are com- 
pensated on a profit sharing 
basis). We now find it neces- 
sary to follow the market more 
closely. 


Check Closely 


No. 4—We check more closely 
for insurance purposes, the fluc- 
tuating warehouse inventories. 

No. 5—In an effort to maintain 
some semblance of a balanced in- 
ventory, and at the same time 
to spread out among more deal- 
ers the available stock of dimin- 
ishing items which cannot be 
easily replaced, we find it neces- 
sary to cut down many dealer 
orders. 

No. 6—We seé¢k to serve more 
adequately our present trade by 
soliciting no new dealers. 

No. 7—AIl telephone and mail 
quotations are made on items 
that are in stock. Non stock 
items and future orders we quote 
subject to our ability to obtain 
the merchandise and to be billed 
at price in effect at time of ship- 
ment. 

No. 8—Covering, as we do, 
only the eastern half of our state 
we are able to have our salesmen 
come in each Saturday for a 
round table, informal and open 
discussion of all the problems of 
the week. In this way we have 
kept them informed constantly, 
accurately and as completely as 
possible of the changing market 
prices and diminishing ware- 
house stocks. 

We learn as much from our 


men in these meetings as they 
learn from us. We furnish our 
men with weekly inventories of 
rapidly moving seasonable items. 

In this way, we have been able 
to maintain a normal under- 
standing with our dealers as to 
delivery dates and current prices 
on their orders. 

We have thus cut a little 
deeper in our rule the notch of 
dealer-jobber understanding and 
good will. 

No. 9—The average American 
consumer is not always a keen 
buyer, not always as keen a 
buyer as he should be. Realiz- 
ing this fact and because of the 
confidence our trade has placed 
in us, we feel an impelling force 
to give to our dealers and con- 
sumers the benefit of our best 
efforts in spending for them 
wisely, every dollar entrusted to 
us as their buying agents. 

No. 10—We are trying to an- 
ticipate our conservative needs 
and suggesting to our dealers 
that they do likewise. 

No. 11—Just at this time we 
are devoting considerable effort 
and expense to help obtain 
higher priority rating for the 
production of a particular item 
of steel. This item shows the 
jobbers only a small brokerage, 
and will not be needed by the 
consumer until June. However, 
it is essential that the farmers 
have this steel in the harvest of 
their crop in June and July. 
Therefore we are working ahead 
at this time that they may not 
lose their crop next summer. 

No. 12—We are taking a leaf 
from our memory book of the 
early 1920’s and early 1930's 
and trying to keep our shirts on 
so that when this emergency has 
passed we hope to have some 
pants to put on. 
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emergency conditions 


By C. McD. ENGLAND 
Logan Hardware & Supply Co., 
Logan, W. Va. 


E are located in the heart 

of the bituminous coal 
fields and have within a 25-mile 
radius some 60 coal mines, which 
have this year to date produced 
over 13,000,000 tons of coal. 
Many of these are owned by 
large concerns who maintain 
their own warehouses and who 
carry a considerable stock of 
supplies, but the majority of our 
customers use us as their ware- 
house, and depend upon us for 
delivery of supplies from day to 
day in order to maintain produc- 
tion. It is to and for this ma- 
jority that we have directed our 
sales campaign. 

In making an outline.of the 
steps we have taken to help our 
customers we found that it all 
boils down to an increased and 
reorganized sales effort. We not 
only had our merchandise to sell, 
but also had to sell the idea that 
this was an emergency, and that 
they and we must take certain 
steps, not only to be ready for 
the emergency when it develop- 
ed, but also to be prepared to 
continue operations during the 
emergency. 

To this end, we tried to put 
across to the coal operators the 
necessity of having their physi- 
cal equipment in the best pos- 
sible condition, and of having on 
hand an adequate stock of sup- 
plies and repair parts. 

We encouraged them to plan 
ahead and advise us of their fu- 
ture requirements so that we in 
turn could make our plans and 
advise our suppliers of future 
requirements. Here again we 
found that the majority of our 
customers had no adequate rec- 
ord of their purchases to enable 
them to give us this information, 
but looked to us as their ware- 
house to have this data for them. 
We have set up a permanent 
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sales record, and by use of a card 
index system covering all items 
in our major lines, we have avail- 
able at all times a record of our 
customers purchases over any 
given period. 

In the early fall of 1940 we 
went over our entire stock, not 
only mine supplies, but all hard- 
ware, mill supplies and kindred 
items. We placed quantity or- 
ders on many items which, if 
they had all come in at once, 
would have tripled our inventory. 
These orders were placed on a 
basis of shipment at factories’ 
convenience, and were set up as 
a backlog. We then continued 
our regular purchase routine and 
used the backlog as a cushion in 
the event of shortages and slow 
shipments which have plagued us 
ever since. Again in the summer 
of this year we checked our in- 
ventory and our orders and 
placed orders for future ship- 
ment as far in advance as our 
suppliers would accept. This 
was accomplished by personal 
contact with a number of manu- 
facturers, most of whom were 
very pleased to accept such or- 
ders, for in this way they could 
plan their production schedules. 
We have not tried to build up 
large stocks for hoarding or 
speculative purposes. 


Ample Stocks 


Ball bearings, a very neces- 
sary item for mine machines and 
mine locomotives, have been very 
difficult to obtain. At the be- 
ginning of this year we ordered 
bearings for the balance of the 
year, again basing purchases on 
our sales record. Unfortunately 
we didn’t start soon enough and 
are short of several sizes. We 
try to keep at least two or each 
size used by each of the mines 
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for their emergency require 
ments, and have several times 
located bearings in mine ware- 
houses which were needed by one 
of our customers. 

Along this line we have made 
arrangements for the sale from 
one coal company to another of 
overstocks and obsolete material. 

We have also found it neces- 
sary to do some selling to our 
suppliers. By this we mean sell- 
ing them on the need of the in- 
dustry which we serve. 

Here is a point which I should 
like to emphasize. We had been 
buying from this mill, as I have 
said, for over: 30 years. This 
association has been mutually 
profitable, of course, but we 
probably would not have been 
able to influence shipment of this 
materiab if we hadn’t been an old 
and valued customer. Gentlemen, 
it pays to stick to your suppliers! 
During the last war, they stuck 
with us, and they are doing all 
that they can durimg this emer- 
gency, and we believe that we 
are better able to serve our cus- 
tomers today because of this 
policy. 

We have kept our stock of 
merchandise as complete as pos 
sible, even though it has fre- 
quently been necessary to pay 
high prices for the merchandise, 
because we feel that the opera 
tion of the coal mines is an es- 
sential of national defense. 

We have kept in close contact 
with the priorities situation and 
have done everything possible to 
keep the coal operators on their 
toes and encouraged them to take 
advantage of those priorities to 
which they were entitled. 
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America’s Sea Power 


“A MAJORITY of the people of this coun- 
try realize now that America cannot re- 
main a free nation under Hitler domination of 


ADMIRAL YATES STIRLING, 
R. 


L. the clash between 
isolaticnists and interventionists 
America has finally awakened to 
the danger of a Hitler victory 


on the seas. The nation at one 
time believed that it could re- 
main neutral in this titanic 
struggle and passed neutrality 
laws that are sitll in effect. The 
Congress, having been won over 
partly by the interventionists, 
passed the Lend-Lease Bill. Thus 
the country passed from neutral- 
ity to a semi-belligerency. Even 
at that time America was sure 
that Britain could not be defeat- 
ed. Since that time the thought 
has been entering the American 
mind that Hitler might win. Our 
foreign policy has kept pace with 
that thought, until now Amer- 
ican warships have been given 
orders to shoot any German sub- 
marine or raider operating in 
any sea area considered vital to 
America’s defense. 

Our foreign policy in regard 
to the war is a natural and logi- 
chl evolution consequent to the 
situation. Each step was dictat- 
ed by the logic of national inter- 
est. A majority of the people of 
this country realize now that 
America cannot remain a free 
nation under Hitler domination 


the sea. 


As yet, many are blinded in their in- 


terests by the great desire to keep out of war, 
but today it seems that the nation has almost 
made up its mind to throw in its naval might on 


the side of Britain.” 


By ADMIRAL YATES 
STIRLING, JR. 


Former Chief of Staff of the 
United States Fleet 


of the sea. As yet, many are 
blinded in their interests by the 
great desire to keep out of the 
war, but today it seems that the 
nation has almost made up its 
mind to throw in its naval might 
on the side of Britain. 

Our naval fleets are about 
equally divided between the At- 
lantic and the Pacific oceans. 
There remains sufficient naval 
force in the Pacific, in conjunc- 
tion with British warships, to 
halt further Japanese aggres- 
sion. The situation has been 
temporarily eased in the Orient 
with Japan, but the situation in 


the Atlantic has become more 
ominous. 

It seems today that with Amer- 
ican warships convoying our sup- 
plies to Britain as far as Iceland, 
the British Navy can protect 
them the rest of the way. If 
not, further convoying of mer- 
chant ships, British and others, 
is a most logical move for Amer- 
ica to take. When the neutrality 
laws are repealed, as seems cer- 
tain in the march of events, our 
merchant ships will be carrying 
supplies to Britain, and for their 
protection our vessels must be 
armed. 
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America today stands on the 
threshold of a shooting war on 
the seas with Germany. It is 
certain that Germany will not 
withdraw her submarines and 
raiders from the areas that are 
considered vital to America’s de- 
fense. Therefore, a shooting war 
must be the natural outcome, and 
for that reason the American 
Navy must sail the seas at all 
times prepared to engage Ger- 
man warships. It is evident that 
America can only wait until Ger- 
many again attacks an American 
warship when an all out shooting 
war on the seas with ‘Germany 
will become a foregone conclu- 
sion. 

In the principal combat ships, 
including the two 35,000-ton bat- 
tleships commissioned this year, 
the United States Navy has 17 
battleships in service, one battle- 
ship launched but not completed, 
seven battleships on the building 
ways and seven under contract, 
making a grand total of 32. In 
aircraft carriers there are six 
in service, one launched, two on 
the ways, and nine under con- 
tract, a total of 18. In cruisers 
there are 37 in service, one 
launched, 20 on the ways and 33 
under contract, a total of 91. 
In destroyers there are 171 in 
service, eight launched, 57 on the 
ways, 128 under contract, a total 
of 364. In submarines there 
are 107 in service, eight launched, 
18 on the ways and 52 under con- 
tract, a total of 185. Thus in 


1946-7 there will be in our navy 
690 combat ships, compared to 
338 in the Navy today. 

In addition to these warships, 
several hundred smaller auxiliary 
and district craft have been 
built. These are the ships that 
keep the combat vessels at top 
efficiency through their many 
services of supply and repair. 

Nearly 100 merchant vessels 
have been taken over by the 
Navy and refitted into trans- 
ports, escort aircraft carriers, 
and supply ships. Why are these 
great preparations being made 
except for the dread of our coun- 
try that Hitler will, after van- 
quishing England, descend on 
America. 

These warships will compose 
our two-ocean navy. It will not 
be entirely ready for five years. 
What will happen in the world 
before that time elapses? Amer- 
ida has it within its power to 
answer that question. 

There is no one that doubts 
that a Hitler victory will bring 
Germany’s sea frontiers to our 
Atlantic coastline, and that he 
would seize the Panama Canal 
and our West Indies Islands and 
besides enforce political and 
economic control over the con- 
tinents of America. It would 
not be reasonable to expect that 
our fleet at its present strength, 
single-handed, could succeed in 
defeating a German sea power 
that had vanquished the British 
Navy on the seas. 
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2—Ben Halliday, Dunham, Carrigan & 


Hayden. 3—A. Z. Moore, The Steinman Hardware Co. 4—E. W. Johnston, Graves- 
Humphreys Co. 5—W. R. Patterson, manufacturers’ agent. 6—J. C. Calhoun, Winchester 
Re eating Arms Co. 7—Mrs. Markley and L. A. Markley, Stichter Hardware Co. 8—R. P. 
Healy and C. M. Woolworth, Animal Trap Co. of America. 9—A. P. Henricks, manufac- 


turers’ agent, and G. N. Abt, Barcalo Mfg. Co. 


10—I. Wold and John Cotter, Kelley-How- 


Thomson Co. 11—C. B. Steffey and H. S. Bywater, Ames Baldwin Wyoming Co. 


OCTOBER 30, 1941 


























THE CALIFORNIA GROUP gave a party which was practically the closing event of the 
convention. In the rear, left to right: Ben Halliday, Dunham, Carrigan & Hayden Co.; 
Ed McLaughlin, Union Hardware & Metal Co.; Jack Badham. Hoffman Hardware Co.; 
Wakefield Baker, Baker, Hamilton & Pacific Co.; L. G. Yeaton, Los Angeles; B. J. Bad- 
ham, Hoffman Hardware Co.; Harry J. Strugnell, Remington Arms Co., Inc., and Geo. W. 








Anderson, American Wholesale Hardware Co. 


In front: M. E. Wyckoff, HARDWARE 


WORLD; Shannon Crandall, California Hardware Co., and Fay F. Thomson. Thomson- 


Diggs Co. 


A two-ocean navy cannot be 
comprised of ships alone. There 
must be, in addition, naval and 
air bases from which the navy 
and the air force can operate. 
Many people of this country ap- 
pear under the -delusion that 
naval defense can be limited to 
a mere defensive attitude by our 
fleet from our own coast line. 
This is not so. The fleet requires 
many bases outside of our coast 
line, even outside of our hemi- 
sphere, from which our naval and 
air forces can strike an enemy 
and hold him at arms length 
from our shores. That is the 
reason that the United States 
has acquired naval and air bases 
from Great Britain on strategi- 
cal islands in the Western Hem- 
isphere, in exchange for overage 
destroyers. 

Our occupation of Iceland 
makes it possible for United 
States warships and airplanes to 
be on the spot at the very middle 
of the intensive area in which 
German submarines, bombing 
planes and raiders are operating 
against shipping from the Unit- 
ed States to British ports. 

The occupation of Iceland com- 
mits the Navy to maintain in 
that vicinity at least an equal 
naval force to any that Germany 
might bring against it in a blitz 
raid from the Baltic or Norway. 
Germany has one battleship, the 
Tirpitz, two battle cruisers, the 
Scharnhorst and Gneisenau, two 
pocket battleships, four heavy 
cruisers, 10 light cruisers and 50 
odd destroyers. Against such a 
surface raiding fleet our navy 
must be on guard from Iceland. 
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Of course, help from the Royal 
Navy may be expected, too. 

There are other base positions 
in the Atlantic Ocean which the 
strategical conceptions of fight- 
ing Hitler on the seas may make 
it imperative for the United 
States to occupy should they be 
menaced by German warships 
and airplanes. These are the 
Azores and Cape De Verde Is- 
lands, belonging to Portugal, the 
Canaries, belonging to Spain and 
Dakar, in Central Africa, belong- 
ing to France. There is also the 
island of Martinique, in the West 
Indies, which gives allegiance to 
the Vichy Government, and 
would in German hands prove a 
menace to the Panama Canal. 

The Lend-Lease Bill has com- 
mitted America to supply Britain 
and all other nations fighting 
Hitler all necessary defense arti- 
cles. This obligation precipitates 
the seizure of Iceland, and has 
occasioned the president’s naval 
patrol system and the recent 
shooting order to our warships 
in the Atlantic. 

The freedom of the seas is the 


basic principle underlying all ac- 
tions by this country. It is the 
motivating theme behind the or- 
der to the navy to shoot at sight. 

The president has declared 
that our patrolling vessels and 
planes will protect all merchant 
ships—not only American ships, 
but ships of any flag engaged in 
commerce in our defense waters. 
The geographical outline of the 
limits of defense zones was not 
given. Of course, defense zones 
will include all those waters 
through which supplies under 
the lend-lease act, are now going 
to the British and their allies. 
Safe delivery of these defense 
articles is a corollary principle 
to American defense. 

In fact, there is hardly a sea 
in the world in which American 
defense is not seriously involved. 
It therefore may be assumed that 
our warships and airplanes will 
be ready to shoot, not only within 
the defense areas in the North 
Atlantic, but on all the seas of 
the world where the presence of 
our warships may be needed to 
insure the safe delivery of our 
war supplies. 

From the moment that the 
president’s shooting order was 
given to our navy, all our war- 
ships were forced to consider 
themselves on a war footing. Our 
naval ships now must sail the 
seas prepared at all times to give 
battle to warships of the Axis 
powers. They must steam at 
night without lights; guns must 
be shotted and crews ready at 
the guns. As far as the navy is 
concerned, the condition is that 
of war, even though the country 
is non-belligerent. 

It has been stated that in the 
operation by our navy and air 
force against the Axis outlaws, 
base positions are needed. The 
reason is that warships and 
planes are only projectiles, and 
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i—E. H. McGinnis and E. H. McLaughlin, Union Hardware & Metal Co. 2—B. M. Hiatt, 
irwin Auger Bit Co., and A. L. Darby, J. M. Warren Co. 3—George H. Griffiths, president 
and general manager, HARDWARE AGE, and C. E. Marble, The Hawkins Co. 4—T. D. 
Vander Voort; Mrs. Vander Voort; Mrs. Cross and William E. Cross, Clemson Bros., Inc. 
5—Harold S. Graham, John H. Graham & Co., Inc., and W. H. Remmell, Hubbard & Co. 
6—W. C. Dearstyne, H. L. Warner and H. J. Funk, Albany Hardware & Iron Co. 7— 
A. E. Alverson and George W. Davis of the Greenlee Tool Co. 8—Harry J. Strugnell, 


Remington Arms Co., Inc.; Frank Clark, Iver Johnson’s Arms & Cycle Works; Emil Cook 


and Don La Penna, Masback Hardware Co. 9—J. S. Wainwright and R. K. Houston, 
Mansfield Tire & Rubber Co. 10—L. S. Keeler, Gilbert & Bennett Mfg. Co.; Mrs. Keeler 
and their daughter, Mrs. MacLaughlin. 11—Sherrill Sherman, Roberts Hardware Co.; 
J. D. Findeisen, American Fork & Hoe Co., and Owen Newby, Stowe Hardware & Supply 
Co. 12—Paul B. Mochel, H. H. Thornton and Paul W. Grace, all of Capewell Mfg. Co. 
13—K. W. Atkins, E. C. Atkins & Co.; Roy A. Zipf, Joseph Woodwell Co.; Roger H. 
Myers and Clyde N. Mansur, Simonds Saw & Steel Co. 14—Mrs. Gilliard and L. E. Gilliard, 
Fayette R. Plumb, Inc. 15—S. M. Jones, New York Wire Cloth Co., and Conrad Hartman, 
Witte Hardware Co. 16—Philip Knowles, Gilbert & Bennett Mfg. Co.; S. Postal and 
J. Postal, United Wire Goods Mfg. Co. 17—Herb Megran, Starline, Inc.; A. J. Kwitek. 
Hibbard, Spencer, Bartlett & Co., and W. L. Hochschild, R. E. Dietz Co. 18—W. W. Conde 
and H. J. Yoder, W. W. Conde Hardware Co. Center Picture—A view of Atlantic City’s 
boardwalk, a pier and Marlborough-Blenheim Hotel, the convention headquarters. 
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‘The Wage and Hour Law 


and Its Enforcement 


“en of the contusion concerning the 
interpretation of this law has been due 
to the difficulty in telling the whole story on 
any given point at one place and time... It 
seems almost impossible to clarify one point 
without raising many more.” 


By E. E. LITTLE 
Wage-Hour Consultant 


L, the wholesale 


trades represented here I believe 
it would be a fair generalization 
to say that employee relation- 
ships traditionally have been on 
a different plane than in the pro- 
duction industries. In perform- 
ing the distributive function 
there are fewer employees in re- 
lation to the total dollar volume 
of business. Employment is more 
stable and the incomes of your 
employees have been more con- 
stant throughout the year. At- 
tention has been more on the 
weekly, monthly, or even annual 
income rather than on an hourly 
rate. Relationships with your 
employees have been “closer” and 
the seasonal peaks and valleys 
have been taken care of by a 
“give and take” policy. 


The Wage and Hour Law, of 
course, profoundly alters our ap- 
proach to employment problems. 
The traditional relationship 
which formerly obtained in many 
firms has been disturbed. The 
law forces a meticulous regard 
for time since it effects the em- 
ployees income and the costs of 
doing business. When I speak of 
the costs of doing business I do 
not limit the term to the obvious 
additional costs for overtime. It 
includes the hidden costs due to 
changed employee attitudes and 
the generally acknowledged in- 
crease in time consciousness on 
the part of many employees. 


Wholesalers’ 
Wednesday Morning 
Session 


E. E. LITTLE 


Before going further it might 
be well to outline briefly a basis 
for this discussion. 

First, there is the question of 
constitutionality. Perhaps it 
should be said that there was 
that question, since it seems to 
have been settled in the affirma- 
tive once and for all early this 
year. 

Enfercement activities of the 
Wage and Hour Division on the 
one hand and employee suits on 
the other indicate the desirabil- 
ity of conforming technically 


Officers who attended the Old Guard luncheon were, left to right: T. W. McAllister, Atlanta, Ga., secretary, Southern Hardware Jobbers 
Association and editor, SOUTHERN HARDWARE: H. J. Allison, Glasgow-Allison Co., Charlotte, N. C., president, Southern Hardware 


Jobbers Association; A. H. Deveney, A. H. 


Deveney & Co., Atlanta, Ga., president, Old Guard; Glenn E. Jennings, Wright & Wilhelmy 


Co., Omaha, Neb., president, National Wholesale Hardware Association, and Charles F. Rockwell, New York, N. Y., secretary-treasurer, 


American Hardware Manufacturers Association. 
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with the law’s requirements. 
Perhaps it is not always easy to 
discover just what those require- 
ments are, but more on that sub- 
ject later. As a starting point, 
then, we may concede constitu- 
tionality and interstate com- 
merce and agree that it is only 
good judgment to comply. 


What Is Compliance? 


The first administrator of the 
Wage and Hour Division pro- 
pounded what has become known 
as the “Birmingham Doctrine” 
in a speech made at Birming- 
ham, Ala., a short time before 
the law became effective in Oc- 
tober, 1938. According to the 
“Birmingham Doctrine” the ov- 
ertime provision has been com- 
plied with if the employee re- 
ceives an amount for his week’s 
work no less than the minimum 
rate for the first 40 hours plus 
time and one-half for his over- 
time hours. Under this theory, 
an employee receiving a_ fixed 





i—John J. Meyer, Maurice Newmark and Adon H. Brownell, Lockwood Hardware Mfg. Co. 
0. Estwing, Estwing Mfg. Co., and J. Blatt, J. A. Williams Co. 


salary of $21.00 per week would 
be due no additional compensa- 
tion unless he worked more than 
60 hours in a week. Up to that 
point his salary would be in ex- 
cess of 30 cents per hour for the 
first 40 hours plus 45 cents for 
the overtime hours. Nor is this 
without sanction in the courts. 
In fact, the Fifth Circuit Court 
of Appeals, the highest court yet 
to pass on an overtime issue, has 
rendered a decision which seems 
tantamount to upholding the 
Birmingham Doctrine. 

Other court decisions seem to 
strike nearly every note in the 
scale to the other extreme. A 
decision by a Federal District 
Court indicates that an actual 
reduction in hourly rates may 
not be in compliance with the 
law under certain circumstances. 

Soon after the Birmingham 
Doctrine was born in Birming- 
ham a new doctrine was born in 
Washington. The Wage and 
Hour Division issued its official 





overtime interpretations which 
completely repudiated the legit- 
imacy of the Birmingham child 
and established the “regular 
rate” theory as the only official- 
ly recognized method of comput- 
ing overtime. Of course this 
theory is not the law of the land. 
Nor will it be unless and until 
upheld by the United States Su- 
preme Court. It is only the 
opinion of an Administrative 
Agency. Similarly, there are a 
host of other more or less con- 
troversial issues on which the 
highest available authority is ad- 
ministrative opinion. It might 
be added that these opinions are 
in a state of flux with still many 
questions on. which the Wage 
and Hour Division has not taken 
a position. 


Compliance Defined 


Nevertheless, administrative 
enterpretations, or opinions, 
have a very real and practical 
effect on employment policies for, 


2—Aaron Jaffe, J. A. Williams Co.; Ernest 
3—Mrs. Pendleton, Howard Mull, Warren Tool Corp., and Mrs. Mull. 


4—Art Reiner, Mrs. Reiner, and Bill Miller, Hillwood Mfg. Co. 5—Dan N. McGregor, McGregor Hardware Co., and Henry A. Hoeynck, 


Shapleigh Hardware Co. 
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6—J. H. Flavell, W. O. Barnes Co.; S. Horace Disston, Henry Disston Sons, Inc.; C. B. Cecil, W. O. Barnes Co: 
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unless and until they are over- 
ruled by the courts disregard for 
them is apt to cause greater 
hardship than to comply with 
them. These opinions sometimes 
appear contradictory, incomplete, 
and difficult to apply to the in- 
dividual case. Nevertheless, they 
are the products of the minds of 
a group of competent lawyers 
who believe the courts will up- 
hold them. Further, they serve 
notice on us of the construction 
of the law applied to enforce- 
ment. For the purpose of this 
discussion, then, compliance with 
the law may be considered com- 
pliance with administrative in- 
terpretations. 


Enforcement 


For some months after the 
law became effective three years 
ago, enforcement efforts seemed 
only sporadic volleys, mostly 
with blank ammunition, at that. 
Today the situation is quite dif- 
ferent. Improved enforcement 
technique and an increased in- 
spection force is rapidly cover- 
ing all employers. Rent figures 
released by the Division state 
that it has secured more than 
$13,000,000 in restitution and 
that these payments are current- 
ly running at the rate of more 
than $1,500,000 per month. 

Formerly, the inspector per- 
formed most of the work of in- 
spection. He entered your place 
of business, looked over your 
books, checked the data he found 
there against employee inter- 
views. If there appeared to be 
irregularities, the inspector was 
charged with the duty of trans- 

(Continued on page 166) 





1—S. T. Olin, Western Cartridge Co., and 
L. M. Stratton, Sr., Stratton-Warren Hard- 
ware Co. 2—William A. Barber, trea- 
surer, Chilton Co., publishers of HARD- 
WARE AGE. 3—Paul J. Crissey, Edward 
Katzinger Co. 4—R. S. Rauch, North 
Bros. Mfg. Co. 5—George L. Earle and 
John R. Earle, North Wayne Tool Co.; 
Mrs. Demarest and H. M. Demarest, manu- 
facturers’ agent. 6—Sam Slaymaker, Slay- 
maker Lock Co., and R. M. Bassett, Cor- 
bin Cabinet Lock Co. 7—J. C. Calhoun 
and Col. W. F. Siegmund, Winchester Re- 
peating Arms Co. 8—I. C. Kinney, Ten- 
nessee Coal, Iron & Railroad Co., and 
D. M. Wallace, Whittaker-Holtsinger Hard- 
ware Co. 9—C. D. Shropshire and D. J. 
Crimmins, The Edwin H. Fitler Co. 19— 
Tom J. Crofton and J. T. Cobb, H. B. 
Sherman Mfg. Co. 11—J. F. Boxwell, The 
Yale & Towne Mfg. Co.; J. H. Hitt, A. 
Baldwin & Co.; J. W. McGreevy, Henry 
Keidel & Co., and H. J. Peterson, North 
& Judd Mfg. Co. 12—Mrs. Hanssen; Janet 
Hanssen and Stan L. Hanssen, Hanson 
Scale Co. 13—A. Wilkens, Masback Hard- 
ware Co., and H. C. Hooks, Moore Push 
Pin Co. 14—L. V. Dreifus, Supplee-Biddle 
Hardware Co.; John Tomajan, The Wash- 
burn Co., and W. H. Kleinhenn, S. L. 
Allen & Co. 15—Mrs. F. G. Wooster. 
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The Steel Distributor 
and the D 


J. R. STUART 


HERE is perhaps 


no one in this audience who will 
disagree with me when I say that 
in a time of national emergency 
the requirements of our defense 
effort must come first. To sacri- 
fice butter for guns is no easy 
task. But many people in this 
country today are only now 
forcefully realizing that Uncle 
Sam really means business. If 
you think your lot is hard at be- 
ing deprived of an opportunity 
to sell a record volume of steel, 
think of your neighbor in the 
consumer goods factory across 
the street who, through lack of 
steel, copper, zinc, or other raw 
materials, has had to curb pro- 
duction to the point where profits 
are extremely doubtful and em- 
ployees of long standing have 
had to be laid off. Quite frank- 
ly, therefore, we do not regard 
the plight of the steel distributor 
on rations as too bad, the pleas 
of your group to the contrary 
notwithstanding. 

Our major objective in this 
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efense Program 


A CONCERTED drive is being made to 
spread defense contracts as widely as pos- 
sible and to place defense business in the hands 


of the small industrial plants. 


Defense pro- 


gram demands are expanding with the result 
that there is little prospect of stocks being re- 
built to a point where they can begin to take 
care of the demands being made upon them. 


By J. R. STUART 
Chief, Warehouse Section, 
Iron and Steel Branch, 
Office of Production Management, 


Washington, D. C. 


war is to defeat the forces of 
world revolution seeking to un- 
dermine our free society. To do 
so it appears necessary to con- 
vert raw materials of all kinds 
into planes, ships, guns, tanks 
and a host of other implements 
of modern warfare. But the 
problem is more than that. We 
must do so in the shortest pos- 
sible time, because a plane need- 
ed today will be of little value 
delivered next month. To achieve 
this end a system of priorities 
has been developed. A priorities 
system, you see, is a means of 
regulating the flow of materials 
to defense industry. Fundamen- 
tally it is just a matter of put- 
ting some things ahead of others. 
But in doing so it makes a big 
difference to everyone of you 
who owns, desires to buy, or 
makes an automobile, a washing 
machine or even a garbage can. 

Despite the inconvenience 
which priorities may have caused 
many of you, we are glad to re- 
port that this system has been 
of great help in furthering our 
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objective of building a two-ocean 
navy, an air force of 50,000 
planes, and an army of 5,000,000 
men. 

From an output of 528 planes 
in August of 1940, American 
manufacturers have been able to 
step up their production to 1854 
in August of 1941, a gain of 250 
per cent in one year. Manufac- 
turers of airplane engines for 
military planes turned out a 
total of 4,200,000 h.p. in August, 
compared with 2,300,000 in Jan- 
uary, seven months before. Rifles 
and submachine guns are being 
produced at the rate of more 
than 2,500 a day compared with 
289 a day in August, 1940. More 
than 750 machine tools are be- 
ing delivered from machine tool 
plants each day, almost all of 
them for defense production. In 
the field of shipping 968 naval 
ships are now under construction 
in 11 Government ship yards and 
110 private yards on the Atlan- 
tic and Pacific Coasts, and on 
the Great Lakes. By the close of 
this year, around a ship a day 
will be delivered from American 
yards. 

But even this is not enough. 
The first 90 days of 1942 will 
see 90 merchant ships delivered. 
In the second quarter 146 ships 
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are scheduled for delivery and in 
the third quarter 154. The last 
quarter of next year will see two 
ships a day, 954 ships, delivered 
from American yards. What 
does all this mean to you and I, 
in addition to higher taxes? It 
means simply that the defense 
program is expanding—not con- 
tracting. It means that the de- 
mand for raw materials, unless 
checked by corresponding reduc- 
tions in civilian consumption, 
will grow even greater than at 
present. 


Place of the Steel 
Distributor 


Do not be misled, however, by 
published stories about reduced 
consumption of steel by automo- 
bile manufacturers due to a cut 
in passenger car output. True, 
the production of cars, refrigera- 
tors, washing machines and other 
consumer capital goods has been 
curbed, but for nearly every pas- 
senger car eliminated there is a 
corresponding military demand 
from this country or the Allies 
for trucks. Now a truck takes 
a lot more steel than a passenger 
automobile, so merely curbing 
pleasure car output does not help 
the situation a great deal. 

In the steel industry, as in all 
others, there are two broad class- 
es of buyers—these whose orders 
customarily are large and those 
who purchase only in smal! quan- 
tities. Most steel products, as 
you know, lend themselves to 
economical manufacture only 
when produced in large volume. 
The producing industry, there- 
fore, is primarily fitted to handle 
only the requirements of the 
large buyer. It does not take 
any genius to realize that unless 
someone assumes the risk of an- 
ticipating the requirements of 
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the small buyer, he would be un- 
able to purchase any steel at all 
except at very high prices. More- 
over, in times like the present, 
when the demands on our steel 
producers are extremely heavy, 
it contributes greatly to output 
if the small orders can be shunt- 
ed to some source other than the 
mills. 

The steel distributor, there- 
fore, finds his greatest use in 
times when the mills are operat- 
ing at a high level. Not only 
does he contribute toward achiev- 
ing capacity output by relieving 
the mills of the responsibility 
for small orders but his opera- 
tions can contribute measureably 
toward controlling inflationary 
tendencies. Assuming the small 
buyer had to pay mill producing 
costs on'small quantities, the cost 
of his finished product, in turn, 
would be so high that he could 
not compete with “big business.” 
His customer, therefore, would 
be forced to pay a price entirely 
unwarranted when the service 
performed by a steel distributor 
is made available. 

I do not mind telling you that 
many of the defense plants in 
this country owe their early com- 
pletion to the aid certain steel 
jobbers were able to render in 
expediting the flow of materials 
to construction sites. Now that 
actual plant construction is near- 
ing the completion stage, how- 
ever, the steel jobber will have 
an opportunity to return to his 


more normal role, that of sup-° 


plying the small buyer. From 
now on the emphasis will be 
largely on production rather than 
no construction. Your orders, 
therefore, may average smailer 
in size, but perhaps will be more 
numerous. 

In recent weeks a concerted 
drive has been conducted by the 


A. J. Becker, Ohio 
Valley Hdw. & Rfg. 
Co., Evansville, Ind., 
president, National 
Association of Sheet 
Metal Distributors 
and Thomas A. Fern- 
ley, Jr., Philadelphia, 
Pa., secretary-treas- 
urer, National Asso- 
ciation of Sheet Metal 
Distributors and as- 
sistant secretary- 
treasurer, National 
Wholesale Hardware 
Association. 





Office of Production Manage- 
ment to spread defense contracts 
over as wide a territory as pos- 
sible, and to place defense busi- 
ness, either through direct con- 
tracting or subcontracting, in 
the hands of the small industrial 
plant. The more you sub-con- 
tract, the smaller becomes each 
steel order. It would not be sur- 
prising to us, therefore, if the 
defense demand for steel from 
warehouses increased rather than 
remained static or declined. 

Since the productive capacity 
of the mills is by no means fully 
engaged on defense orders, the 
large non-defense buyer of steel 
is able to obtain a fair portion of 
his requirements. Unless steel 
is permitted to go to warehouses 
in quantities greater than those 
required for defense orders, how- 
ever, the small non-defense buyer 
is completely shut out. That is 
the reason why it seemed expedi- 
ent to cover all of the steel or- 
dered by a warehouse with a 
blanket rating. 

We did not feel justified in 
writing an A-9 blank check for 
the warehouses, however, since 
the consumer who must pay 
warehouse extras must also be 
protected. Therefore, the quota 
system was devised to aid small 
steel buyers and at the same time 
to assure each steel warehouse 
of receiving its fair share of 
steel available for that type of 
customer. 

I can already hear many of 
you saying—100 per cent of the 
first quarter of 1941 is OK for 
now, but when will I be able to 
rebuild my stock to the point 
where it can begin to take care 
of the demands being made upon 
it? On that score I cannot offer 
much hope of immediate relief. 
As I pointed out earlier, the de- 
mands of the defense program 
are expending, not contracting. 
By mid-1942 it is estimated our 
output must be doubled if we 
are to achieve even parity with 
Hitler in many fields. Conse- 
quently, I do not think you will 
see full racks again for several 
months. 

In many ways this is a desir- 
able thing. When steel supplies 
are short, it is not sound eco- 
nomics to pile it up in stock piles 
where it may not be used. More- 
over, it is our contention that 
steel buyers these days may have 
to do considerable beating of the 
bushes for a while in order to 


(Continued on page 198) 
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\ HEN the national 


emergency was declared by the 
President, immediately, as some 
of you probably know, there was 
existing legislation which al- 
lowed or permitted preferences 
being granted to Army and 
Navy contracts. In the complex- 
ities of our economy today, it 
was apparent that there were so 
many other things that were 
necessary to prepare for the 
nation’s defense that it was 
more or less done by inference, 
to endeavor to control kindred 
industries and industries which 
were indirectly related to the 
preparation of war material. It 
was not, however, until the 28th 
day of May that Congress passed 
legislation which enabled the 
President in this emergency to 
have direct control over all 
branches of industry, and then 
ensued a period of three months 
during which the various agen- 
cies, in particular the OPM, as 
I understand the picture, were 
allowed to have a breathing spell 
to get organized. 

Up to the time that the legis- 
lation was passed, and then was 
subsequently put into effect, it 
was pretty much a matter of 
building up to a point—that is, 
the Government would build up 
to a certain point in endeavoring 
to control some industrial mat- 
ter, and then the other person 
would say, “So what!” And the 
Government would have to say, 
“Thank you very much.”—and 
walk out of the room. But with 
the creation of SPAB. the 
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DESCRIPTION of what it is, what it is 
intended to do and an outline of the vari- 
ous steps necessary for obtaining the materials 
used. Various preference ratings described to- 
gether with a resume of the mechanics of ad- 


ministration. 


By DONALD K. VANNEMAN 
Housing Priorities Examiner, 


New York, N. Y. 


authority vested in the division 
was delegated to a board, and 
along with that authority was 
given the privileges of enforce- 
ment, and the setting up of 
powers for the creation of a com- 
pliance division. So that today 
you have actual legal machinery 
set up on priority control to aid 
in the national defense effort. 


Its Purpose 


Charles F. Palmer was ap- 
pointed a year ago last July to 
the job of coordinating housing 
for employees engaged in de- 
fense industries. A little later, 
by executive order, in January 
of this past year, the Division of 
Defense Housing Coordination 
was established. Its primary 
purpose was to see that work- 
ers in defense industry were 
provided with suitable quar- 
ters to live in, that where these 
industrial expansions took place, 
which created a tremendous mi- 
gration of workers to various 
parts of the country, facilities 
were provided, and most of all 
was the fact that the word “co- 
ordinate” was emphasized in 
particular with reference to the 
existing government agencies 
having to do with housing, of 
which at one time I believe there 
were some 52 of them. At 
present there are about 16, 


which are engaged in connec- 
tion with the defense housing 
effort, that is. 

Under this authority the Pres- 
ident required Mr. Palmer to 
make a survey of the country to 
determine where this housing 
was going to be needed. How it 
could be filled, and to set up 
standards in general to co- 
ordinate the whole problem, so 
that it would be done with a view 
to the least waste and in gen- 
eral to see that the job was done 
in the most efficient manner pos- 
sible. 

This SPAB, this priority sys- 
tem, means business, and by 
using that term “means busi- 
ness,” it means that the busi- 
ness of preparing for _ the 
defense of this country must 
come first, and that is going to 
entail sacrifices, it is going to 
entail a great deal of hard think- 
ing, and a great deal of in- 
genuity in order to accomplish 
the objective that our country 
has set for itself. 

I am very loath to say any- 
thing about the future, because 
everyone’s guess is as good as 
mine. There is one thing I am 
sure of, however, and that is 
that this country is going to 
prove itself worthy, and is 
going to do its darndest to meet 
the job it has in hand. 

Yesterday I talked to about 
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500 builders up in New York 
City. The builders, came to this 
meeting thinking they were 
crippled, whereas perhaps they 
were only intoxicated somewhat 
with the various stories that 
had been circulated and had not 
gotten really to the truth of the 
situation. So that I was able to 
tell them that private industry is 
the focal point of the defense 
housing coordinators’ program; 
in other words, the defense hous- 
ing needs of this country in its 
plan is to rest the burden on 
private industry, and we are sure 
that private industry will answer 
that call. 

Mr. Palmer feels, and I am 
sure you all feel here, that every 
one of us must strive to pre- 
serve in every possible way 
private enterprise in this coun- 
try, and with that in mind Mr. 
Palmer has been successful in 
setting up this program which I 
am now going to discuss a little 
more in detail, and has secured 
from the OPM an allotment for 
private enterprise to build or 
renovate or to otherwise make 
available 200,000 housing units 
in the next six months. That, 
gentlemen, is distinctly a victory 
for private enterprise. 

All that it boils down to is 
that builders are merely being 
asked to build the houses where 
they are needed, in the price 
range that the defense workers 
can afford to pay, and that they 
create suitable dwelling units. 
That would make simple common 
sense, it seems to me, even with- 
out any war. 

Now priorities are not any 


> 
> 





1—Mrs. Phil Embury and Mrs. B. M. Rab- 
cock. 2—W. F. Rockwell and E. H. Mei- 
beyer, The Lufkin Rule Co. 3—P. M. 
Burgess, Federal Enameling & Stamping 
Co., and J. H. Mize, Blish, Mize & Silli- 
man Hdwe. Co. 4—E. W. Johnston, 
Graves-Humphreys Co., and M. C. Harri- 
man, American Steel & Wire Co. 5—R. J. 
Hamilton, McKinney Mfg. Co. 6—William 
Frankfurth and Harold W. Hirth, Frank- 
furth Hdwe. Co. 7—A. H. Nichols and 
W. A. Reglen, Buhl Sons Co. 8—Arthur 
H. Deveney, manufacturers’ agent, and 
Raymond Krise, The Milton Mfg. Co. 9— 
Mrs. Smith, Charles J. Smith, Charles J. 
Smith & Co. 10—B. R. Foley, Birtman 
Electric Co.; E. E. Louis, American Steel 
& Wire Co.; C. B. Crets, Van Camp Hdwe. 
& Iron Co., and P. Robinson, Gary Screw 
& Bolt Co. 11—L. M. Pinkston, Wyeth 
Hdwe. & Mfg. Co., and L. P. Finley, The 
Union Fork & Hoe Co. 12—S. R. Rose, 
Harold Kimball and R. C. Huntington, 
Barker, Rose & Kimball Co., Inc. 
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fun, and if anyone has an idea 
that anybody in the adminis- 
tration wants to regiment this 
industry and keep on a priorities 
system, they have been befud- 
dled by someone not sympathetic 
to this country. But a certain 
amount of regimentation is 
being forced upon us by these 
very forces which are contrary 
to the things which this country 
stands for. Mr. Palmer, there- 
fore was able to have Donald 
Nelson, the director of the Pri- 
orities Division, grant this al- 
lotment, and on September 12th 
Mr. Nelson issued a letter which 
constitutes our Bible for the ad- 
ministration of the allotments 
or the priorities covering ma- 
terial to go into this defense 
housing. 

There were several major 
points that were set up: First 
of all, the responsibility for the 
administration of the granting 
of these allotments was placed 
squarely on the Defense Hous- 


i—Earl C. Bowman, Atlantic Screw Works; D. P. Paiste, C. Hager & Sona Hinge Mfg. 
2—R. I. Schuppener, Berger Mfg. 


Bigelow & Dowse Co. 


ing Administrator’s shoulders; 
in other words, the OPM said, 
“We will give these allotments, 
but we will only do it if you will 
recommend where they are to go, 
and we will hold you responsible 
for seeing the housing is built 
where it is needed and is identi- 
fied with defense, and that it is 
not in the sense of being a 
policeman, but these applications 
when they ‘come in must bear 
your recommendation.” 


Qualifications 


Too qualify as defense hous- 
ing the private project must be 
located within a reasonable com- 
municating distance from the 
defense employment area, in a 
place designated as defense 
area. Two: They must be suit- 
able for or available to workers 
engaged or to be engaged in de- 
fense activities within the area. 
Three: These must be offered at 
a sales price, or a rental, within 


Co., Div. Republic Steel Corp.; J. 





reach of the defense workers 
for whose occupancy the hous- 
ing is designed, and the sale or 
market price shall not exceed 
$6000 per family unit, or if 
built for rent shall not exceed 
$50 per family unit; that the 
ratings granted in connection 
with this procedure shall apply 
only to those materials contained 
on the Defense Housing Critical 
List. 

In general, there are three 
categories of terms or materials. 
The first of these would be ma- 
terials which are not available 
at all to housing industries or 
housing construction, such as 
aluminum or magnesium or cer- 
tain very scarce metals where 
every bit of it is needed for the 
Army or the Navy. Secondly, 
there are those materials which 
are available in sufficient quan- 
tity so that no priority control 
at the present time is needed. 
That would apply to brick, lum- 


(Continued on page 170) 





Co.; J. M. Kennedy and J. Frankland a 
. Beard, Braden Mfg. 


Co., and George A 


Brandel, Berger Mfg. Co., Div. Republic Steel Corp. 3—Jake Yoachim, Greer & Laing; Roy Foulkrod, Star Brush Mfg. Co., and George 


= Holler, Greer & Laing. 


4... Arms Co.; L. C. Davis, Colt’s Patent Firearms Co., 
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4—D. Findlay, E. D. Ducommon, and W. J. 
George W. —— John H. Graham & Co., Inc., and Duncan Shaw, Reading Hdwe. Corp. 6—F. 
Thomson, The Thomson-Diggs wg 


and F. F. 


Greene, The L. 8S. Starrett Co. 


Louis Wenzel, ie & 
. Schenck, 


“ys 
. Hickey and A. 
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Charles F. Rockwell 


S INCE the United 


States has become not only the 
arsenal and granary, but also the 
treasury, of so large a part of 
the world, few can realize the 
stupendousness of the commit- 
ments involved in the defense 
program and its manifo'd rami- 
fications, nor comprehend the 
complex plans that are proposed 
for its accomplishment. It has 
been truly said that “the power 
to tax is the power to destroy” 
and equally, the power to regu- 
late might have the same result. 
What greater tragedy could there 
be if in our attempts to preserve 
democracy, we should destroy the 
very foundations upon which it 
rests! 

It is conceded that before all 
things else, Defense comes first, 
and every American, in whatever 
station of life, will zealously co- 
operate in this common patriotic 
cause. But to be strong, a nation 
must also be prosperous, and a 
people cannot prosper if its in- 
ternal economy is disarranged 
unduly. 

All but wishful thinkers have 
long since realized that “business 
as usual” will be a thing of the 
past for a long time to come, but 
“NO business but defense busi- 
ness” seemingly would court both 
disunity and disaster. There 
must be some reasonable com- 
promise between the two ex- 
tremes, and out of the confusion 
and chaos which inevitably re- 
sulted from our earlier gropings, 
recognition of this fact is emerg- 
ing, and in time will be apparent. 
The principle of distribution of 
materials by individual rating 
certificates, the sum total of 
which frequently exceeds stocks 
available, will be replaced by a 
system of industry-wide alloca- 
tions for particular uses, both 
defense and non-defense. 

Industries will be officially 
classified in the order of their 
importance—producers of actual 
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defense requirements, producers 
of essentials, and lastly the mak- 
ers of the purely civilian prod- 
ucts deemed less essential. Indi- 
vidual preference ratings may 
be wholly eliminated when con- 
trol is extended to permit pro- 
duction of a given article only in 
designated quantity, with allo- 
cation of material just sufficient 
to provide for such production. 

The evolution of such a plan 
is a slow process, and industrial 
hardships and disappointments 
will continue to mark its course. 
For no plan or combination of 
plans can furnish material for 
everybody and everything. But 
as some compensation, procedure 
will be far less complicated and 
industries finally will learn the 
roles to which full war economy 
has assigned them. 

Constantly increasing tax 
burdens and new restrictions on 
our accustomed mode of life will 
be a continual reminder of the 
new order. It will be a novel and 
painful experience for America 
—an experience which all must 
share as the cost of relative free- 
dom. 


For the American Hardware 
Manufacturers Association, the 
year just closing has been most 
satisfactory. Member interest 
has been sustained and co-opera- 
tion cordial, as large attendance 
at our Memphis convention in 
April and at this splendid gath- 
ering testifies. And as a further 
evidence of the practical value 
which manufacturers place upon 
membership in this organization, 
the headquarters hotel has for 
weeks been sold out for the 
Southern Convention, which will 
again be held in historic New 
Orleans in April of 1942. 

During the current association 
year the names of 17 companies 
have been added to our member- 
ship, as follows: 

The Acme Shear Co., Bridge- 
port, Conn. 

Arro Expansion Bolt Co., Mar- 
ion, Ohio. 

The H. L. Brown Fence & 
Mfg. Co., Inc., Cincinnati, Ohio. 

Francis Keil & Son, Inc., New 
York, N. Y. 

The Louden Machinery Co., 
Fairfield, Iowa. 

Magor Car Corporation, New 
York, %.. ¥. 

Mann Edge Tool Co., Lewis- 
ton, Pa. 

Master Rule Mfg. Co., New 
York, N. Y. 

Pal Blade Company, New York, 
M2. 

Pennsylvania Woven Wire Co., 
Lock Haven, Pa. 

Premax Products Division, 
Chisho!m-Ryder Co., Niagara 
Falls, N. Y. 

The Reardon 
Louis, Mo. 

Safe Padlock & Hardware Co., 
Lancaster, Pa. 

The Wm. Schollhorn Co., New. 
Haven, Conn. 

Spang Chalfant, 
burgh, Pa. 

Swan Rubber Co., 
Ohio. 

Union Hardware Co., Torring- 
ton, Conn. 


Company, St. 


Inc., Pitts- 


Bucyrus, 
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American Business Will 
Not Retreat! 


66 W# EN business regains its constitutional 

right to function, thousands of indus- 
tries and millions of homes will be constructed 
to meet the demand of the new decentralizing 
order. This, it is believed, will be the greatest 
era of industrial progress this country has ever 





DR. G. W. DYER 


(i history of 


business is unique. Little prog- 
ress was made in the develop- 
ment of industry from the earli- 
est days of civilization down to 
150 years ago. When the Con- 
stitution was adopted, the world 
was poor and had always been 
poor. Men worked hard but pro- 
duced little. They didn’t know 
how to produce effectively. The 
great masses of the people were 
forced to live on the line of sub- 
sistence by conditions. Any- 
thing like luxuries for the 
masses was considered an impos- 
sibility. 

This lack of industrial prog- 
ress in the past was not due to 
a lack of intelligence. The people 
who lived thousands of years ago 
had intellects as strong as the 
men who live today. The peo- 
ple of the past made great prog- 
ress in other fields of intellectual 
activity. 3ut no progress in 
business! Why was this? The 
two chief reasons why business 
stood still through thousands of 
years in the past were first, busi- 


_hess was discounted as an un- 


worthy activity in the past. It 
was a reflection on a man of self- 
respect to take up this activity. 
Hence, men of brains did not 
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Joint Session 


seen.” 


By DR. G. W. DYER 


Department of Economics, 
Vanderbilt University 


enter this field, and progress in 
any field is impossible without 
brains. The second and chief 
reason there was no effective 
progress in business in the past 
was that no civilization had ever 
been able to establish a system 
of government that would give 
that super-protection to funda- 
mental human rights and to the 
fundamental principles of indus- 
trial and social progress that is 
absolutely essential to social and 
industrial progress. 

Fundamental constitutional 
rights were recognized and 
prized, but no government in the 
past had been able to protect 
them. The failure of George 
III to protest the constitutional 
rights of American Englishmen 
was the prime cause of the Revo- 
lutionary War. 

When the war was over, the 
founders of our government set 
themselves to the task of doing 
what never had been done in the 
history of civilization, that was 
to establish a system of govern- 
ment that would give effective 
super-protection to fundamental 
human rights and the essential 
principles of social and industrial 
progress against the hazards of 
the administrative government. 
Administrative governments un- 
der the direction of men had 
been the enemies of human free- 
dom and the deadly enemies of 


the essential principles of indus- 
trial progress. 

The problem was to establish 
a system of government that 
would give effective protection 
against the enemies of progress. 
The result was the written Con- 
stitution. In carrying out this 








CARTER FIELD 


Carter Field, political specialist, 
The McGraw-Hill Bureau, Wash- 
ington, D. C., discussed personali- 
ties and policies in the Nation’s 
capital at the Wednesday after- 
noon session of the Sheet Metal 
group. He gave a background of 
present-day Washington and 
pointed out a number of interest- 
ing facts, regarding which, the 
average man in the street has little 
information. 
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KLEANBORE HI-SPEED* 
22 CARTRIDGES .. 
TREMENDOUS 


POWER 


IN SMALL PACKAGES! 


A Kleanbore Hi-Speed .22 
long rifle bullet leaves a rifle 
muzzle traveling 1400 feet a 
second. Translate that figure 
into miles per hour, and it be- 
comes 950. That’s real speed 
for your customers! 

These bullets have 157 foot- 
pounds of muzzle energy—so 
they pack terrific impact. In 
fact, there is no more power- 
ful .22 rim-fire cartridge made 
today! Their power makes 
Kleanbore Hi-Speed .22’s per- 
fect for hunting small game 
and vermin. New and Im- 
proved Kleanbore .22’s have 
slightly less power than 
Kleanbore Hi-Speed, and are 
“naturals” for plinking and 
informal target _ shooting. 
Both types have Kleanbore 
priming for clean gun barrels. 
Help your customer pick out 
the type best suited to his 
needs—you’ll be doing him a 
real service. 


( Advertisement ) 
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“Yes, sir, I’m bringing up my boys 


to be hunters.” 


“I have two sons. I’m bringing them 
both up to be hunters. You’re right 
when you think of the obvious reasons 
—the fact that hunting will give them 
first-hand acquaintance with nature and 
wild things, teach them the meaning of 
wise conservation, safe handling of 
firearms, and sportsmanship. Hunting 
makes men of boys. 

“Most of all, I want them to know 
other hunters. I value most highly my 
recollections of good times spent in the 
company of other shooters. I appreciate 
their good fellowship, their sound judg- 
ment, their love of the outdoors. I like 
the stories they tell by firelight, and the 
kind of rugged philosophy that trailing 
a deer all day long (and maybe missing 
him) breeds in a man. 

“There’s lots more to hunting than 
an occasional thrilling shot at a fast- 
moving target, or bringing home game 
for the table. Hunting gives men and 
boys sounder nerves, better bodies. It 
strengthens them for their everyday 
tasks. It gives them a fuller, better 
rounded life, and provides pleasant 
memories and lasting friendships . . . 
Yes, sir, I’m bringing up my boys to 
be hunters.” 

















JED'S SURE COOL AS A 
CUCUMBER SINCE HE'S 
STARTED SHOOTIN’ REMINGTON! 














make the shotgun a. 
““big-game rifle’’ 
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Where shotguns are used for | 
big game, Remington’s | 
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“Nitro Express” rifled slugs | 
are of great interest to hunt- | 
ers. The improved bullet- 
type shape, external rifling 
and hollow base cause them | 
to travel with amazing power | 
and accuracy. You can sell | 
these slugs to hunters as an| 
“extra” to make their shot- | 
guns more versatile. Sug- 
gest that they take along a/| 
box of five for upland game 
hunting, on the chance that 
they’ll encounter a_ deer, 
bear, or other big game. 
These slugs can be used in | 
any boring of shotgun. 








* “Nitro Express,"’ ‘‘Kleanbore’’ and ‘‘Hi-Speed’’ are Reg. U. S. Pat. Off. By Remington Arms Co., Inc., Bridgeport, Conn. 








OCTOBER 30, 1941 











NITRO EXPRESS* | THE RIGHT 
RIFLED SLUGS— ANSWER 


Recently, a boy wrote 
the shooting editor of 
outdoor magazine, 
asking what he thought 
of a Remington 5138S 
Sporter for his first 
gun. 

The answer read, 
“You’ve picked a fine 


a good one to 


learn on, a good one to 
keep 
grown up.” 

The 5138S is a bolt- 
action .22 rifle with a 


after you’ve 


6-shot box mag- 
azine. These are 
the features that 
make it so out- 
standing: ex- 
treme good 
looks. smooth, 
self-cocking bolt, 
quick aim front 
sight, and crisp 
trigger pull. This 
is a rich-looking 
gun, beautifully 
designed, sturdi- 
ly built — yet it 
sells for a mod- 
erate price. 
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plan the founders established 
two governments: The super- 
government, which is the Consti- 
tution, and the subordinate, sub- 
servient government, which is 
the administration that func- 
tions through the legislative, the 
executive, and the judicial gov- 
ernment. They gave the admin- 
istrative government only limit- 
ed and specific powers and made 
it the servant, under orders of 
the super-government—the Con- 
stitution—which the American 
system, the administrative gov- 
ernment as the servant of the 
super-government can exercise 
no power nor authority not spe- 
cifically given to it by its master, 
the Constitution. 

In order to make doubly safe 
this protection against the abuse 
of powers by the administrative 
government, every official of the 
administrative government from 
top to bottom is bound under the 
sanctity of the oath—the most 


sacred obligation possible to men 
—to be loyal to his master and 
uphold, preserve, protect and de- 
fend the Constitution. 

The written Constitution was 
something absolutely new in the 
history of the philosophy of gov- 
ernment. Gladstone pronounced 
it the greatest political document 
that ever came from the brain 
of man. It is believed that it 
was the greatest contribution 
ever made to the science of gov- 
ernment. 

This was the first time in hu- 
man history that the officials of 
a government were required to 
take the oath of allegiance to a 
written document. 

In this day when the appeal 
is going out to defend and pro- 
tect democracy, it is well for us 
to consider what we mean by 
democracy. Let it be remem- 
bered that American constitu- 
tional democracy is radically dif- 
ferent from and to all majority 


rule democracies. American con- 
stitutional democracy was estab- 
lished to protect fundamental 
rights and social and industrial 
progress against the hazards of 
majority rule democracy. In 
placing all fundamental human 
rights and all essential princi- 
ples of social and industrial 
progress in the Constitution they 
removed them absolutely from 
the sphere of the administrative 
government, and thus protected 
them against all hazards of ma- 
jority rule. 

Effective protection against 
these deadly hazards of majority 
rule is the very foundation and 
substance of the American con- 
stitutional system. 

When the Constitution was 
adopted, this country was poor, 
very poor—and the world was 
poor. This country was then a 
vast undeveloped domain of little 
value. The Americans at this 
time were practically “hill bil- 
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lies.” They had only the Con- 
stitution as an asset. Inspired 
by the new super protection that 
the Constitution gave, they went 
to work without special aid from 
any source to make a place for 
this country as a new born na- 
tion. Soon a new transportation 
system was born, the railroad 
system —the first railroad was 
built by South Carolina in 1827. 
By 1850 several thousand miles 
of railroad had been constructed. 
By 1860 the country was fairly 
well supplied with railroads. 
Poor as the Americans were it is 
difficult to understand how they 
built a railroad system. But in- 
spired by the new super-consti- 
tutional protection, nothing that 
was needed seemed to be impos- 
sible to them. 

In 1850 the total value of the 
taxable property in this country 
in round numbers was only $7,- 
000,000,000. But when business 
got in action with the new trans- 
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portation system, wealth jumped 
by leaps and bounds as follows: 

The total wealth in 1850, 7 bil- 
lion -dollars, 

1860, 16 billion dollars, 

1870, 24 billion dollars, 

1880, 43 billion dollars, 

1890, 65 billion dollars, 

1900, 88 billion dollars, 

1912, 186 billion dollars, 

1928, 380 billion dollars. 

In 1924-5 this country had 
more wealth than the combined 
total of Germany, France, Rus- 
sia, Japan, Holland, Italy, Great 
Britain, Argentina, Brazi] and 
Mexico. 

It was American constitution- 
al industrial freedom rather than 
political manipulation at Wash- 
ington that made the United 
States the dominating power of 
the world. 

So it is interesting that it was 
decided a few years later that the 
government, under which this al- 
most marvelous achievement had 


. 


been made, was a failure and it 
was actually junked on the theory 
that it had failed. 

What has happened to Amer- 
ican industrial progress? Why 
are we marking time? Why have 
we been marking time for a 
decade? Why all the deadly un- 
certainty that has paralyzed in- 
dustrial progress in this coun- 
try? 

The answer is not hard to find, 
if we have the courage to face 
the facts. The answer is that 
we have repudiated super-consti- 
tutional protection and repudiat- 
ed the American constitutional 
system, and gone back to the old 
repudiated system of majority- 
rule, the system that the Consti- 
tution was established to protect 
us against. In other words, the 
present administration has 
brought about a radical revolu- 
tion in our form of government 
by a planned system of indirec- 


(Continued on page 174) 
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ERNEST V. MONCRIEFF 


()... of the _ ob- 


stacles to efficient national de- 
fense today is the position of 
industry. 

That is a paradoxical state- 
ment. The unthinking might in- 
fer from it that I am saying that 
industry is obstructive. Not at 
all. For I am referring to that 
peculiar position of industry in 
relation to other main factors in 
defense, which the government, 
through the administration, has 
assigned to it. And how shall I 
describe that position? 

First, I wish to offer the sug- 
gestion for your thoughtful con- 
sideration that the position of 
American industry is a defensive 
one. 

Second, it is an inferior one. 

Third, it is an unjustified one 
and one that must be corrected. 

Once China built a wall. She 
lived behind it. She laughed at 
her enemies. She felt secure. 
Soon an invader came from the 
North. Three times China found 
the enemy inside her gates. They 
did not storm the wall. They 
did not go around it. They 
simply bribed the gatekepers. 

Yesterday, France built a 
wall. The Maginot Line of steel 
and stone. She felt secure be- 
hind it. She put her faith in it. 
Yet France fell. Why? Some- 
thing was missing. There was 
a gap through which an invader 


Manufacturers’ 
Tuesday Morning 
Session 


100 


The Challenge 
to Industry 


F gesto sen TRY needs a square deal, not special 
privilege, and should have equal rights be- 
fore the government with labor and agriculture. 
Industry has proved its integrity, its desire and 
its ability to produce the goods needed for de- 
fense and for the civilian population. It can do 


and is doing its job. 


By ERNEST V. MONCRIEFF 
President, 
Swan-Finch Oil Corp., 
New York City 


came. That gap was not only in 
the wall. It was in the spirit of 
the people. 

Today, America builds a wall. 
A ring of steel. Ships and planes 
and guns. But is this enough? 
Does America have what China 
lacked? What France lacked? 
Does she have total defense? 
She builds her wall. Does she 
build character? Spirit? The 
will to sacrifice? Does she build 
men? Men who pull together? 

Behind ships, planes and guns 
stand three ,lines of defense: 
sound homes, teamwork in in- 
dustry, a united nation. They 
fill the gap. They must be 
manned. 

I said—and I must emphasize 
—that one of the weights the 
United States carries today in 
its defensive effort, is the posi- 
tion of industry. I said that the 
position was a defensive one. 
By that I mean that early in the 
recent, great and memorable de- 
pression, the administration — 
the same administration as the 
present one—placed industry on 
the defensive by acts and poli- 
cies of hostility and oppression. 

True, it placed other national 
economic factors on the defen- 
sive also, notably banking and 
finance. For several years it 
was bad to be a banker, or a 


manufacturer, or an employer. 
If you were a member of any of 
those groups you were by nature 
a villain. The administration 
seemed to say that you were 
responsible for the country’s 
ills, that you were not to be 
trusted, and that anything you 
might do or say would be open 
to question or suspicion. 

Is it any wonder that industry 
adopted a defensive attitude? 
Especially since the same ad- 
ministration that held business 
and industry up to ridicule and 
ultimately succeeded in placing 
it in the public stocks, persisted 
in glorifying and giving special 
privileges and exemptions to 
other economic groups? 

I said that the position of in- 
dustry in our national picture is 
an inferior one. Let me ex- 
plain: 

In the rating of the all-power- 
ful administration, the number 
one position is held securely 
against ‘all comers by organized 
labor. In the number two posi- 
tion is agriculture, snug in the 
knowledge that the administra- 
tion will permit it a price level 
of 20 points over par. Perhaps 
industry, then, is number three, 
though I would be more likely to 
assign that place in the admin- 
istration’s affections to the bloc 
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Electrically Refined Copper Alloy Steet 
for STERLING WIRE PRODUCTS 


The giant electrodes in Northwestern’s huge electrical furnaces pass high voltage 
electrical current through the molten steel — agitating, refining, purifying, the 
swirling bubbling metal to produce the special rust resistant quality steels that 
characterize Sterling Wire Products. 


Sterling quality is based on the inherent properties found in Electric Furnace 
steels—the dense, fine grained non-porous structure and other special qualities 
imparted by the high power electric furnace method of refining. 


Northwestern’s electric furnaces are working night and day. Everything pos- 
sible is being done to maintain the highest practical rate of production—and the 
quickest schedule of deliveries that can be made under present conditions. 


Check with your Jobber or write direct for complete information on Sterling 
Wire Products of electrically refined steel quality, at no extra cost to you. 


PRINCIPAL PRODUCTS INCLUDE: 


Woven Wire Field and Poultry Fence, Orna- 
mental Fence, Poultry Netting, Hardware 
Cloth, Smooth and Barbed Wire, Steel Posts, 
Gates, Bale Ties, Fence Stretchers, Pump 
Rods, Steel Billets, Rods, Bars, ete. 











of political job holders on all 
kinds of Federal payrolls, normal 
and emergency, and representing 
the administration in all the 
states and impregnably _in- 
trenched in the large cities. 

However, lest the mathematics 
become too complicated, let us 
say that there are only three 
positions. Organized labor, is 
number one; organized agri- 
culture is number two; and in- 
dustry is third—or shall we say, 
a poor third? 

If industry ranked equally 
with organized labor and agri- 
culture in the esteem of the ad- 
ministration, even in the one 
detail of knowing what to ex- 
pect for a few weeks ahead, the 
war could be shortened by in- 
creased production and many 
lives and much property would 
be spared. With a little en- 
couragement, instead of dis- 
couragement and constant snip- 
ing, production would leap ahead. 

The challenge to industry in 
the present crisis is the greater 
because industry has been, un- 
justly, the administration’s 
scapegoat, its whipping boy, for 
nearly 10 years. 

When we examine the case we 
find that the patriotism and self- 
sacrifice of the manufacturer is 
not merely theoretical, senti- 
mental, or something to be 
bandied about as an oratorical 
subject on patriotic holidays. 
His patriotism and self-sacrifice 
are realities. For under the 
privileges they enjoy, organized 
labor and agriculture have a 
wide margin of comfort and 
assurance in these war times 
that encourages them to be bold 
and aggressive. The former has 
its right to strike with or with- 
out sufficient reason, advancing 
its cause fearlessly, knowing 
that its offenses will be con- 
doned in Washington. The latter 
has its friends at court who are 
insisting, and will insist suc- 
cessfully, that no price level fix- 
ing will ever cramp the producer 
of farm products. As against 
these privileges and exemptions, 
the manufacturer has nothing 
whatsover. In the American 
economic family he is the poor 
stepchild. He _— produces — or 
else. 

The manufacturer sees no 
profits—but he did not expect 
to. What discourages him are 
the imminence of ruinous infla- 
tion brought on by the inability 
of the administration to deal 
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fairly with economic problems, 
and the absence of any plan or 
preparation for the inevitable 
post-war deflation. 

He longs to see the administra- 
tion set about honest and forth- 
right curtailment of non-defense 
spending for the sake of pres- 
ent economies and the creation 
of a backlog of work to be done 
when peace finally comes. He 
longs to see a realistic determi- 
nation to prevent inflation. He 
longs to see the priorities un- 
employment prevented. In these 
and in many other needful and 
reasonable patriotic projects he 
is curbed and checked by reason 
of the defensive and inferior 
position of industry in national 
affairs which seems to be the 
will and pleasure of those in 
power. 

Yet under conditions which 
would cause organized labor to 
lay down its tools and strike, in- 
dustry is meeting the challenge. 
Battling in its unjustified posi- 
tion, baited and opposed by un- 
friendly bureaus of an unfriendly 
administration, bound in the red 
tape of a thousand restrictive 
measures, industry is meeting 
the challenge in an astonishing 
way. The proof is in the mea- 
sure of production. I shall 





GEORGE A. FERNLEY 


George A. Fernley, Philadelphia, 
Pa., secretary-treasurer, National 
Wholesale Hardware Association, 
reported 23 new members for the 
year, outlined the association’s ac- 
tivities in keeping members in- 
formed on the Wage and Hour 
Law, and told of efforts towards 
maintenance of the usual and cus- 
tomary cash discount and adequate 
wholesaler margins from manufac- 
turers. Hi& report was presented 
at the Wholesalers’ opening session 
Tuesday morning. 





mention only a few outstanding 
examples to refresh _ your 
memory: 

The production of machine 
tools, basic to all mass produc- 
tion, has risen to nearly five 
times the previous peak. 

The production of ordnance— 
the big guns—has expanded 
more than 14,000 per cent over 
the annual average of the last 
20 years. 

By the end of 1942, the infant 
airplane industry will pass both 
steel and automobiles in volume 
of business and number of per- 
sons employed. 

Tanks are now rolling out at 
a rate not believed possible six 
months ago. 

The launching recently of 14 
ships in one day put dramatic 
emphasis on the fact that the 
construction time for cargo 
vessels, tankers, submarines, 
cruisers and battleships, has 
been cut and cut again. Indeed, 
the performance of the ship- 
yards, and especially shipyards 
representing private industry, 
should be a cause of national 
pride and satisfaction. 

One American steel company 
is producing more steel than all 
Germany, yet it accounts for less 
than 35 per cent of all American 
steel production. 

The only. things that have held 
industrial production back are 
confusion and misunderstand- 
ing of the problems in Wash- 
ington and the _ indulgence 
shown by the administration 
toward the defense strike situa- 
tion. 

The challenge to industry, be- 
ing met so ably, is the greater 
because of the unfriendly and 
suspicious attitude of govern- 
ment officers entrusted with 
making policies without legis- 
lative authority. These men 
have powers eauivalent to those 


of dictators. Their attitude and 


the tone of their public com- 
ments, always widely quoted 
has affected the people until 
many conservative and construc- 
tive business men shrink from 
raising their heads lest col- 
umnist or air commentator. 
echoing the government enmitv. 
will “crack down” on them. Yet 
duty impels industry to keep re- 


neating economic truths over 


and over again, hoping that 
somebody in high government 
place will catch the note of sober 
warning. 

(Continued on page 152) 
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American Sea Power 


(Continued from page 86) 


35,000 tons and are armed with 
16-in. guns. Those still on the 
launching ways and on contract 
are to be of even larger tonnage, 
as high as 60,000 tons. The speed 
of the more modern battleship is 
to be of 30 odd knots, putting 
them for speed in the battle 
cruiser class, with even greater 
armor and gun power than that 
type. 

The aircraft carrier is a mo- 
bile landing field for airplanes 
on the sea. It is acknowledged 
that our naval air force, in 
equipment and training, is of 
the highest order. An air force 
for a fleet is indispensable. It 
would be helpless without it in 
these days of dive bombing. 

Cruisers are most important 
in the composition of a fleet. 
Their mission is that of scout- 
ing, and in defending the heavier 
ships against destroyer attacks 
and they also are used to sup- 
port a mass destroyer attack 
against the enemy’s battle line. 
The cruiser’s other duties might 
be said to consist, in general 
terms, of securing by their gun 
power on the seas, the uninter- 
rupted flow along the sea high- 
ways of raw materials and manu- 
factured articles, transported in 
merchant ships from sources 
outside the nation or the battle 
areas. 

The activity of the submarine 
as a ‘commerce raider has in- 
creased enormously the useful- 
ness and importance of the 
destroyers to be used in attack- 
ing the submarine. The de- 
stroyer was built for the object 
of attacking battleships, but this 
new duty in fighting the sub- 
marine has become even more 
vital, thus causing a heavy de- 
mand by navies for these fast 
little vessels. 

Our submarine construction is 
all of the ocean going type, 
about 1,500 tons displacement, 
capable of crossing the oceans, 
and without refueling operate 
for a considerable time against 
an enemy, and then return to 
their bases in the homeland. 

For many years America par- 
tially relied upon the number 
and strength of the British 
Navy to give it the security on 
the seas that it knew it lacked 
because of its own naval weak- 
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ness. Today, America has learned 
that it is most hazardous for any 
nation to depend upon other na- 
tions to safeguard its position in 
the world. Hence, our effort to 
build up the Navy, upon which 
the country can rely for ade- 
quate protection against ag- 
gressors. The extent to which 
our navy will grow, year by year, 


under the building program is 
one of vital interest bearing 
upon the nation’s security in the 
years between. 

To reach the projected naval 
strength in 1946-7, the nation’s 
shipbuilding facilities had to be 
greatly expanded. It can be ap- 
preciated to what an extent, 
when it is known that at the 
apex of this building program 
we shall have to turn out as 
many as 130 warships in a 
single year, four times the num- 
ber that we are now launching. 





OFFICERS 
of the 
NATIONAL WHOLESALE HARDWARE 
ASSOCIATION 
Elected at Atlantic City, N. J., Oct. 16, 1941 


President 
Glenn E. Jennings, Wright & Wilhelmy Co. 
Vice-Presidents 
W. W. French, Moore-Handley Hardware Co. 
F. F. Thomson, The Thomson-Diggs Co. 

A. J. Becker, Ohio Valley Hdwe. & Roofing Co. 
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George A. Fernley 

Asst. Secretary-Treasurer 
Thomas A. Fernley, Jr. 


Advisory Board 


F. A. Heitmann, F. W. Heitmann Co. 
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Edward F. Pritzlaff, John Pritzlaff Hardware Co., 
Milwaukee, Wis. 
R. R. Witt, Builders Supply Co., San Antonio, Tex. 
I. S. Dillingham, Bigelow & Dowse Co., Boston, 
Mass. 
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John M. Holmes, Holmes Hardware Co. 
W. P. Tracy, Tracy-Wells Co. 
Claiborne R. Watkins, Watkins-Cottrell Co. 
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Henry A. Hoeynck, Shapleigh Hardware Co. 
H. H. Kimball, Barker, Rose & Kimball Co. 
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. . . but like the Chinaman who wanted shoes till he met a man who had no feet-——we’re 
not kicking. 


Some day, soon we hope, Berchtesgarten will be nothing more than a home for itinerant 
field mice. To bring this happy thought about will take planes, and tanks, and guns. We 
don’t make ’em, we wish we knew how; we do our part in other ways. 


Now that we have loosened the laces, and wiggled our toes, here’s the other side. We 
are concentrating on the manufacture and merchandising of those items which are least 
affected by the priorities system. We are going forward with the greatest promotional 
campaign in our entire career. The name NOMA does mean something to the consumer; 
this year’s sales will prove our claim. 


The wise jobber will take these facts into consideration and make his plans early, 
With the present curtailment of other sources of supply, this is one swell way to keep your 
volume up. Why not send for a catalog?, you'll see what we mean! 


NOMA ELECTRIC CORP. - 55 W. 13th St., N.Y. C. 
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It will require at least 300,000 
trained men to man our contem- 
plated fleet, three times the num- 
ber in our navy when the war 
began. 

The naval plans call for 15,- 
000 airplanes. These will be 
used in our aircraft carriers and 
also at naval air bases in both 
oceans. We shall require no 
less than 50,000 naval aviators, 
and with plane crews and ground 
men, the number of personnel 
in our naval air corps in 1946-7 
will be as large as the number in 
our entire navy a few years ago. 

The destructiveness of the 
airplane bomb is causing almost 
revolutionary influence upon the 
designs of the big surface war- 
ships. The greater accuracy of 
the dive-bomber over the hor- 
izontal attack has caused many 
to lose faith in the ultimate 
war integrity of the large sur- 
face warships. History, how- 
ever, points out that for every 
offensive weapon there has been 
developed in time a suitable de- 
fense. Vertical side armor gives 
protection from shell fire. The 
antidote for the bomb is _ hor- 
izontal and fighting plane armor. 
Warships, however, whose mis- 
sion requires highest speed, 
must yet depend upon speed and 
maneuverability and not armor 
to give them security, for too 
heavy armor would exact a pen- 
alty in loss of speed. 

't must ever be borne in 
mind that war on the seas is a 
battle for economic supremacy. 
Merchant ships with cargoes of 
precious raw materials and 
goods needed by nations at war 
can be destroyed by airplane 
bombs and submarine torpedoes, 
but, and this is important to 
remember, only a superior fleet 
of surface warships with guns 
is capable of giving continuous 
protection to commerce on the 
seas and thus safeguarding the 
use of the seas. 

The British Isles is the head 
and strong arm of that great 
sea power which Hitler knows 
he must destroy before he can 
dominate the world. The initia- 
tive of the immortal R.A.F. and 
the unbroken morale of the Brit- 
ish people so far has caused this 
citadel of the empire to remain 
unconquerable. The_ British 
Navy has stood fast on all seas 
and the seas still remain in the 
hands of the Royal Navy. 

It is often heard said that 
war between Japan and the 
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United States in the Pacific is a 
foregone conclusion; and prob- 
ably true this prophecy will be 
if Japan’s policy of driving all 
white influence from the Orient 
is put into effect through phys- 
ical action. A war at this time 
with Japan is the last thing de- 
sired by either Great Britain or 
America tied up as they are with 
Hitler in the Atlantic. Both na- 
tions, therefore, are now doing 
their utmost to persuade Japan 
that her vital interests do not 
lie in antagonizing them, but in 


coming to an_ understanding 
with those nations of the many 
important issues involved in the 
Orient. 

When Japan invaded Indo 
China, Britain, the United 
States and The Netherlands 
East Indies froze Japan’s credit. 
This action cut off much of 
Japan’s trade with those coun- 
tries, thus crippling her in- 
dustries and curtailing her war 
efforts. These measures short of 
war are calculated to impress 
Japan that Britain and the 
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THEY BUY WHAT THEY........ 


“Out of sight, out of mind” is particularly true of 
merchandise*which is kept hidden in dark corners, 
drawers or on cluttered shelves. 

Take files —a “casual” type of tool which most 
people need yet seldom think about. But, jog their 
memory with some sort of reminder and your file sales 
will tell a vastly different story! 

We’ve a sales assistant which does that very effec- 
tively: the Nicholson or Black Diamond Display Unit. 
Just give it plenty of visibility — near your tool dis- 
play, on your wrapping counter, or alongside your cash 
register. Then watch your file sales double, triple, 
quadruple! 

This staunch, permanent display case costs money 
to build. But it’s FREE to you with any one of three 
purchased assortments of Nicholson or Black Diamond 


Files. (For the average store we recommend Assort- 
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ment No. 46, containing 46 popular Cellophane- 
wrapped files and priced to you at only $7.84 — which 
permits full retail mark-up.) 

As fast as you sell these world-famous nationally 
advertised files, available refills will continue to keep 
you going. And you will sell these files fast! Every one 
in the assortment has been chosen for the broadest 
popular appeal. No “lemons” or “stickers.” On this 
you have the assurance of the largest file manufacturer 


in the world. 


Tell your jobber to “get on the job” and send you 


one of these file sales “waker-uppers.” (We can still 


fill orders promptly for these Units filled with standard 
$s 
= 
» 


i 
B= NICHOLSON FILE CO. 
4 25 Acorn Street, Providence, R. I. 
ot 
i 


files.) Or, mail the coupon direct-to us. 





NICHOLSON FILE CO., PROVIDENCE, R.1, U.S.A. 
(Also Canadian Plant, Port Hope, Ont.) 


Send me file Display Unit No. 46 contain- 
ing popular assortment of 46 files. I want 
these in (] Nicholson, (] Black Diamond 
brand. Cost to me $7.84 (to allow full retail 
mark-up). 


My Jobber is 
My Name 


My Address 
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United States have come to the 
end of their rope in appeasing 
her. 

The next move is clearly up to 
Japan. If she should move her 
army from Indo China across 
the border into Thailand, thus 
threatening British Burma, the 
Malay States and Singapore, 
the British would likely be 
forced to accept that move as a 
declaration of war. 


“Lost Face” 


Then the United States having 
committed itself in diplomatic 
communications with Japan to 
such an extent would lose much 
“face” in the Orient if it re- 
frained from joining Great 
Britain in physical action to pre- 
vent a Japanese advance toward 
Singapore. The security of the 
naval base at Singapore has be- 
come a basic principle in United 
States policy, for in the event 
of war with Japan, Singapore 
would be an objective for the 
United States Fleet, for the loss 
by the British of Singapore 
would undermine United States’ 
sovereignty in the Philippines 
and cut the supply lines of es- 
sential goods between the United 
States and The Netherlands 
East Indies. 

Therefore, the moment that 
it is certain that Japan will in- 
vade Thailand, there will be 
nothing for the United States to 
do but to send its Pacific fleet 
from Hawaii to Singapore. 
Hawaii is our farthest western 
base in the Pacific. Guam, 3500 
miles from Hawaii, is only a 
secondary base for small vessels 
such as submarines. America 
then will be faced with the 
reality of a war with Japan in 
the Orient across 6,000 miles of 
ocean. 

Little is known of the effi- 
ciency of the Japanese soldiers 
in battle against white men. He 
is supposed to be like the 
German, a machine fanatically 
brave and orientally fatalistic. 
It has been said that Japanese 
troops are effective as long as 
they can advance against an 
enemy, but when stopped by 
superior fire power their morale 
seems to suffer a distinct shock. 
Even less is known of Japan’s 
Navy. Its ships séem to be 
built on the lines of other mod- 
ern navies. Their leaders are ex- 
cellent in organizing. The 
officers are intelligent. The gen- 
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eral staff is highly trained in 
strategical and tactical maneu- 
vers. The personnel appears to 
be efficient and well-disciplined. 
Of their fleet maneuvers and 
target practices practically 
nothing is known. These are 
held in the strictest secrecy. 
This lack of information has 
caused many to believe that the 
efficiency of the Japanese Navy 
is very high. However, secrecy 
may have been instituted to 
cover up defects, and this will 
not be known until the clash 
comes between Japanese war- 
ships and those of Great Britain 
and the United States. 

Let us suppose that Japan in- 
vades Thailand, bringing on war 
with Great Britain, and the 
United States fleet sails from 
Hawaii to base at Singapore. 
Then the realities of a war in 
the Pacific will be no longer 
something to be played on a 
maneuver chart, with miniature 
ships. The United States fleet 
could take either the direct 
route via Guam and the Philip- 
pines, which traverses the man- 
dated islands of Japan, having 





many naval advance bases ade- 
quately prepared to harbor 
attacking submarines and _ air- 
planes. The fleet could avoid this 
dangerous area by taking an 
alternate route via Samoa and 
Torres Straights, between New 
Guinea and Australia, to Singa- 
pore. By the less direct route 
the fleet would require at least 
25 days in passage. Upon arrival 
of the United States fleet at 
Singapore, the Japanese battle- 
ship fleet would be found ab- 
sent. The Japanese navy would 
not risk a battle so far from its 
main bases of supply against a 
fleet probably superior in battle- 
ship strength, with British re- 
enforcements, and close to the 
main base at Singapore. The 
Japanese fleet would probably 
withdraw northward to Kam- 
rahn Bay or even to the islands 
of Formosa. 


War Strategy 


The strategy of a war in the 
Orient between the Japanese 
fleet and that of Britain and the 


(Continued on page 194) 
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The “Emergency Counter,” up front in 
the store, will encourage customers to 
buy in advance of a sudden emergency 
such items as are essential to safety, 
health, or comfort . . . and make it easy 
for them to find some immediate need 
without scouring the store. You'll 
make friends, you'll reduce 
clerks’ time, and promote 
more sales. 

You might offer a group 
deal in the form of a “Hard- 
ware First Aid Kit,” includ- 
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"DIETZ 


LANTERNS 4 


Output Distributed Through 


Volunteer Fire Extinguisher, drain 
solvent, box of fuses, tape, glue, 


wrench, etc. 


At least one DIETZ LANTERN should 
be kept in every household. DIETZ LAN- 
TERNS are very popular, because they 
give long, steady light— no wind, or rain, 
or sleet will blow them out — they won’t 
go out without. warning, for 
they burn bright to the last 
drop of kerosene. They are 
always ready for every need 
or emergency. They burn 
kerosene oil — obtainable 
everywhere. 

We can furnish a 2 column 





ing a DIETZ LANTERN, the Jobbing Trade Exclusively mat on request. 


R. E. DIETZ COMPANY e 


DIETZ LANTERNS 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 
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Retail Hardware Salespersons Can and Do Sell Quality 


P... of this state 


ment can be found in the answers 
to the September Idea Contest 
which are published in this section. 
The winners of this contest. and 
those members who receive Hon- 
orable Mention, relate many sell- 
ing experiences in which it was 
necessary to overcome custome! 
objection that the price was too 
high. 

One of the most interesting 
things brought out is the number 
of instances in which sound logic 
and quality of the product were 
used. to overcome these price ob- 
jections. 


Let’s Have Some More 
Inventory Taking Ideas 


-Many members have sent in 
ideas and suggestions of things 
they have done to speed up the tak- 
ing of the annual inventory and to 
secure greater accuracy in_ this 
work. We can use a few more, so 
send in your thoughts on this sub- 
ject as soon as you can. 

Inventory time is not very far 
away. Let us have your ideas so 
that they can be published in ad- 
vance of the time they will be most 
useful. 


Incentives 


One of the most successful sell- 
ers of major appliances in the 
country has the following plan for 
the payment of commissions on 
these sales. He pays an increasing 
rate of commission as the price of 
the merchandise sold 
increases. This pro- 
vides incentive for em- 


ployees to sell and trade-up to bet- 
ter quality and more profitable ap- 


pliances—also it proves that it can 
be done. 


The Winners of the 
September Idea Contest 


The editors of HARDWARE AGE acting as judges, 
have selected the following first, second, and third prize 
winners of the September Idea Contest which called for 


answers to the following: 


“Tell us of a sale you made in which it was 
necessary to overcome a customer’s objection 
that your price was too high.” 


FIRST PRIZE—$5.00 
Won by 
DANIEL R. WOODBURY, 
Waite Hardware Co.., 
Southbridge, Mass. 


There is only one answer to a 
customer's objection to price—talk 
quality. Be friendly and enthusi- 
astic about it, but talk quality. 

T recently sold a large order of 
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DANIEL R. 
WOODBURY 


paint over a customer's objection 
to price and in competition with 
one of the largest chain store out- 
fits in the country. Without giv- 
ing the actual words of this sale 
I will list the principal points of 
my argument. 

1—(brand) paint was made 
when your grandfather was a boy. 

2—You know who makes it; 
(brand) name in on every can and 
their product is known from coast 
to coast. 

3—You know what’s in the can, 
the formula is plainly marked. 

4—They absolutely refuse to 
make an inferior quality paint. 

5—The principal expense in 
painting a house is the labor and 
if you are going to spend a lot of 
money for labor the best paint you 
can buy is the cheapest in the end. 

6—No company can live and 
prosper and enjoy the reputation 
of (brand) paint unless they’ve got 
the goods. 
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SECOND PRIZE—$3.00 
Won by 
HAROLD R. BARLOW, 
Owen Hulette Hardware, 
Williamstown, Ky. 

The question of objections to 
price or request for price cut can 
be handled. I have found, by pre- 
senting the item you are trying to 
sell in such a way that the cus- 
tomer feels he or she cannot afford 
to be without it. For example in 
selling a stove: 





HAROLD R. 
BARLOW 


1—I explain the safety and pro- 
tection features of the stove and 
the importance of these to the cus- 
tomer and the family. 

2—I also, bring to the custom- 
er’s mind the comfort and conveni- 
ence they will enjoy through the 
use of the best stove. 

3—I try to develop the custom- 
er’s desire for ownership by show- 
ing how beautiful the stove will 
look in the kitchen. Telling her of 
the neighbors who are also owners 
of similar stoves is a good prac- 
tice, I have found. 

4——I stress the economy of the 
stove’s operations and then men- 
tion some of the other savings that 
are possible in the preparation of 
foods. Too often, customers do not 
realize the amount of money that 
will be saved each year by the use 








of the more up-to-date appliance. 
They think only of the amount that 
is to be invested now which seems 
so completely beyond their means 
until it is explained clearly to 
them. 

5—I also emphasize that we are 
only interested in selling them a 
stove that will give the greatest sat- 
isfaction for the longest time. 

I think this procedure will help 
any salesman overcome the ever 
increasing cry of price, as it has 
in my own case. 


x * * 


THIRD PRIZE—$2.00 
Won by 

HAROLD A. STIMMEL, 

Worthington Hardware Co., 
Worthington, Ohio 

I once had a customer that want- 
ed a (brand) hammer, but thought 
the price was too high compared 
with other hammers in our stock. 
I showed this customer the fol- 
lowing features and compared 
them with other hammers in our 


Honorable Mention 


The judges award the rating of Honorable Méntion and a 
payment of $1.00 to the following contestants whose entries, 
though not winning one of the major prizes, were considered 


worthy of publication. 


EUGENE LAUZON, Reilly 
Hardware & Supply, 
Rouyn, Quebec, says: 

My sale started when a young 
man came into the store while | 
was waiting on another customer. 

I spoke to him and smiled and 

then approached him as soon as I 

was finished. I said, “I see you 

are interested in a bicycle.” He 
said. “Yes, but your prices are too 





































You receive $1.00 for each idea 
considered worthy and accept- 
ed for publication. Watch these 

pages of successful ideas. 


stock: the balance of the (brand) 
hammer, its straight-grained han- 
dle, the correctly shaped nose of 
the head, the patented screw wedge. 
that keeps the head tight. and how 





HAROLD A. 
STIMMEL 


the claws would pull a headless 
nail. Last of all I told him of the 
(brand) manufacturer’s guarantee. 

Finally my customer said, 
“Well, I didn’t know there were 
that many parts to a hammer.” 

He bought it. 


high. I want something around 
$30.” 
Then I saw that he did not know 
much about quality and the prices 
for he was very much interested 
in a bicycle with balloon tires that 
sold for around $40. First I ex- 
plained the high quality of the ma- 
terials used in the con- 
struction of this bi- 
cycle and the espe- | 











cially strong construction of the 
frame. I also called his attention 
to the good spring action in the 
saddle. 

I emphasized the advantages of 
the heavier tires and tubes for 
traveling on rough country roads 
riding too and from work. I point- 
ed out the chain guard which 
keeps the trousers from becoming 
caught in the sprocket while riding 
the bike, and the fact that this 
saves the clothes. I also mentioned 
that the bicycle would enable him 
to go most any place, and he would 
not have to use his car, therefore, 
saving gas under the gasoline econ- 
omy plan of the government. 

He decided to buy the higher 
priced bicycle. He also wanted a 
headlight, a basket, and all the 
other trimmings, so that the final 
price was over $50. He paid cash 
for the job, too. It was one sale | 
was glad to finish so nicely. 


x * * 


LEONARD NELSON, West 
Side Hardware Co., El- 
gin, IIl., states: 

He made these points in making 

a paint sale: “You mentioned that 

the price was too high. It is true 

that the price may appear to be 
high and our paint (brand) does 
sell for a little more than some 
grades, but it is really the lowest 
cost in the long run. We suggest 
buying paint not by price per 
gallon but by square yards of cov- 


erage and by years of service. 
There are cheaper watches than a 
(brand) watch, but few will buy a 
(brand) watch for dependability 
and service, if they can afford a 
better watch. One can really not 
afford to buy cheap paint. 

It costs just as much (and often 
more) in labor, etc., to put on a 
cheap paint as it does to apply the 
better paint and the better paint 
lasts so much longer. So you will 
find it pays to use the best. 

You may think you will need 
eight gallons, we suggest you try 
five gallons of our paint. It will 
probably be all you will need as 
it goes farther. We'll let our new 
paint mixer do the stirring for you 
and have it ready in a jiffy. We 
will send it if you prefer. 


x * * 


LESLIE E. JACOBS, Elms 
Hardware Co., Auburn, 
Me., comments: 

A few days ago a painter came 
into my store to buy 400 ft. of 34- 
in. manila rope to be used in paint- 
ing a tall building. I offered him 
first quality manila rope for the 
job. At first he refused to make 
the purchase because the price was 
too high. He claimed that he could 
buy just as good rope for less. 

I replied that I knew that the 
rope of the competition was sec- 
ond quality and was not the same 
as the rope I offered. I followed 


him to the door as he was about 


YOU PAY NOTHING 
Any Retail Hardware Employee May Take Part 





Just Register—Paste Coupon on Penny Postal Card—Mail Today 


REGISTRATION FORM 


HARDWARE AGE 
Retail Sales Idea Club, 
100 E. 42nd Street, New York, N. Y. 


| hereby register for membership in the Hardware Age Retail Sales Idea 
Club. | am a reader of Hardware Age and would like to take part in the activ- 
ities of this club, as often as | can. 








Name ibod 
Firm— St. 
City State 





| am submitting the following question or subject as worthy material for dis- 
cussion by this organization. 











to leave without making the pur- 
chase. I just happened to glance 
up at the tall building that he was 
to paint a short distance from the 
store and remarked, “Gee, I would 
hate to take a chance with my life 
and the life of my helper way up 
there in the air as you will be do- 
ing if you use a cheaper grade of 
rope, just to save $3.30.” 

I walked back into the store, 
while the customer pondered what 
I had just said. After five minutes 
he came back in and bought the 
rope and did the job and is still 


living. i. a : A 
J. WARREN KNAPP, be 
Knapp’s Hardware, Wav- ; be 
erly, N. Y., says: tc 

at 


In answering a complaint of a 
customer that our grass seed was I: 
too high in price, I pointed out 
that the analysis of a seed mixture 
is frequently overlooked, and then 
explained: 

1—The high content of perma- y 
nent, well cleaned grasses in com- : 
parison with the temporary grass- 
es found in a lower priced seed. 
This feature of our grass seed 
eliminates frequent reseeding. 

2—The low weed content which 
meant that weed seeds had been 
well cleaned out. This would do 
away with a frequent source of 
lawn troubles. 

After this explanation, no fur- 
ther objections were raised and the 
sale was made. 
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As the pattern of the Nation’s industrial re-organization 
becomes clear and takes definite form, it would seem to 
be now both practical and proper. that I should outline 


to you the prospects for the future, as we see them here - 


at Norge. 


In the coming period of shortages of goods for civilian 
use, the wise dealer must be sound in his thinking and 
prudent in his practices. Here are some thoughts that 


will help. 


You can expect fairer competition through she elimina- 
tion of excessive trade-in allowances. You will take fewer 
credit risks and have fewer repossessions. 


You can figure your full, legitimate profit on every sale. 
And, if you are handling the complete Norge line you 
can reasonably expect to get a generous share of all 
available sales because you will be handling five neces- 
sary household appliances instead of just one or two, 
plus the Norge commercial line. 


Knowing the limitations of production and supply, you 
will be able to plan your activities more definitely and 
arrange for diversification into other products which will 
add to your revenues and profits. 


You will have opportunities to sell more service at more 
profitable rates and you will not overlook the fact that a 


NORGE DIVISION BORG-WARNER CORPORATION, 
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good service department is an excellent source of pros- 
pects for sales of new products, now and later. 


For our part, we will continue making all Norge home 
appliances in quantities proportionate to the materials 
allotted to us. We will get our fair share of all available 
materials and so will Norge dealers, in the form of 
Rollator Refrigerators, Ro-Ta-Tor Washers, Spiro-Speed 
Gas Ranges, Electric Ranges, Home Heaters, and the 
complete Norge line of Commercial Refrigerators, Water 
Coolers and Beverage Coolers. 


We will continue to advertise our products to the public 
so that buyers may know their advantages and so that 
the name Norge will continue to be well and favorably 
known in the American home. 


We will continue to develop and improve our products 
to the end that they will be more and more valuable to 
the users and therefore more desirable to the dealer. 


In all our activities, we will keep clearly in mind that 
the interests and welfare of our distributors and dealers 
are inseparable from our own and we will spare no effort 
to prove to you that Norge is “something solid to tie to” 
—now, and later. 


This is my promise to every Norge dealer. I will welcome 
your personal comments and | cordially invite your 
suggestions. 


Lunawd President 


670 E. WOODBRIDGE STREET, DETROIT, MICH. 
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XMAS AND GAMES WINDOW 


Merchandise: Dolls of all types, teddy bears, stuffed animals, construction sets, 
electric games, sewing sets, coast-guard games, air defense games, toy furniture, 
books, painting sets, toy pianos, toy electric stoves and refrigerators, toy dish sets 
and telephones, games, blocks, carving and tooling sets, baseball games, and builders’ 


sets. 


Background: Center panel of white corrugated material or wallboard painted. Side 
panels in bright Christmas red. Cut-out letters on center panel in blue. Letters on 


side panels in white. 


Planning Your Christmas 


Merchandising Activities 


i area world of 


things that must be done in order 
to get the hardware store ready for 
Christmas. Many of these things 
have to be set up, arranged or in- 
stalled at the very last minute. 
Planning is absolutely essential if 
you want this work done with a 
small amount of confusion. 
Estimate the amount of time 
necessary to develop the special 
decorations for the store, new win- 
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dow backgrounds, advertising, and 
the fixtures required to carry out 
the interior store displays. After 
this is done, work out a schedule 
of the jobs to be done each day. 
Better allow a few extra days just 
in case it is impossible to get the 
scheduled job out of the way on 
the day planned. 

In making up this schedule. 
start working back from the time 
you plan to have the Christmas 
opening. When you have all the 
jobs scheduled you will know ex- 


actly the date on which you must 
start to complete your program. 


Christmas Advertising 

You will probably have a toy 
catalog that must be distributed. 
Some dealers make two mailings 
of the catalog, one at the opening 
of the season and the other about 
10 days before Christmas. Ad- 
dressing them and getting them 
ready for mailing or distribution 
from house to house can be done 
early. 
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* A Message from WALTER H. SCHLUETER, President of the 
SCHLUETER MFG. COMPANY, to the Jobbers and Dealers of America 





In normal times, we would never fail to deliver promptly to each and 


every one of our customers all of the Schlueter products ordered from us. 


We would meet the demands of our customers by expanding our 
. by working day and night... 


manufacturing facilities if necessary .. 
by doing everything humanly possible to supply the needs of our 


trade efficiently and promptly. 


But these are not normal times and 
we find ourselves, unhappily, in a posi- 
tion where we cannot always maintain 
the prompt service which has made us 
so many friends in the trade over a long 
span of years. 

A large portion of our manufacturing 
capacity is now devoted to defeise orders. 
Even if we wished to do so, we cannot 
refuse precedence for defense produc- 
tion. We cannot expand our plant to pro- 
duce a greater volume of consumer goods, 
because priorities on machinery ... and 
the growing defense demands... make 
such expansions out of the question. 

Priority regulations also tie our hands 
in another direction. Many of the metals 
required in our normal production of 


consumer goods are also essential to de- 


fense production. And defense comes first. 
Certainly it’s hard for Wholesalers and 
Retailers to be patient under such cir- 
cumstances ... particularly when people 
are fairly clamoring to buy the consumer 
goods we normally make for them and 
you norfmally sell them. Having built our 
business on prompt and faithful service 
to the buyers of our product, we can find 
no satisfaction in a situation which makes 
deliveries slow and_ often forces us to 
reduce the size of individual orders. 
While we cannot promise prompt de- 
livery, we will do our very best to supply 
the normal needs of each of our custom- 
ers...in the shortest possible time... 
and at the most favorable prices permit- 
ted by present material and manufactur- 


ing costs. 





SCHLUETER Mfg. Company 


ST. LOUIS, MO. 
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XMAS WHEELED GOODS WINDOW 


Merchandise: Sleds, electric trains and other train sets, toy railroad equipment 
such as signals, track, water towers, crossing signals, stations, tunnels, bridges, trans- 
formers, etc.; tricycles, scooters, tot bikes, airplanes, metal dump trucks, toy tanks, 
army trucks, artillery guns, sub-machine guns, doll carriages, fire trucks. 


Background: Center panel of white corrugated material or wallboard painted. Side 
panels bright in Christmas red. Cut out letters on center panel in blue. Letters on 


side panels in white. 


If newspaper advertising is to be 
used determine how many inches 
of space you can use for the 
amount of money you have to 
spend. More space will be used at 
the opening and during the week 
before Christmas than at other 
times. Prepare your layouts of 
advertisements and mark 
when they are to run. Get them 
into the hands of the local paper 
so that a good job can be done in 
Also, ask for 
proofs of the advertisement so they 
can be posted on bulletin boards 
in the store. 

Should you use a gift circular 
made up by one of your suppliers, 
decide on the time it is to be mail- 
ed, then have it addressed or made 
ready for distribution so that there 
will be no delay in your program. 


these 


making them up. 


Interior Decorations 

Good merchandisers agree that 
people buy more when they shop 
where the atmosphere of the store 
causes them to feel more cheerful 
and generous. Your Christmas 
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decorations should create a cheer- 
ful atmosphere in your store and 
should also indicate that some- 
thing different is going on. 

Ceiling decorations of simple 
design will give a store an entirely 
new appearance. Paper pennants, 
crépe paper, streamers, festooning, 
friz rope, shredded Cellophane 
fringe and other materials can be 
used. This material is shown best 
on wires across the store. 

Your store decorations can be 
made up in advance but they can- 
not be put up until the last minute. 
Have them ready and charge some 
one with the responsibility of in- 
stalling this material at the sched- 
uled time. 


Christmas Windows 


Special backgrounds should be 
developed for the Christmas win- 
dows. Both windows should be 
changed at the same time and the 
new, colorful trims installed. These 
should all be ready for the Christ- 
mas opening. 

There is a wide variety of sea- 


sonal decorative papers available 
at most of the paper goods or sta- 


tionery stores. These will work 
out well in creating entirely new 
and unusual windows for the holi- 
days and it is easy to use them. 
Often your present window back- 
ground panels can be covered with 
the new material. Probably some 
panels can be covered with one 
type of paper and others with an- 
other type in order to secure a 
pleasing effect and one that will 
attract attention to your windows. 

It may also be necessary to 
carry this decorative scheme into 
whatever window display equip- 
ment or pedestals you may have. 
If you use modernistic equipment 
this will not be as necessary as it 
will be if you use fixtures that are 
painted. These must be covered in 
order to secure harmony in the 
display. 

A discussion of other points in 
the Christmas promotion program 
of the store will be continued in 
these pages in the Nov. 13, 1941, 
issue of HarpwarRE Ace. 
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Wire Rope Clips are made in a full range of sizes, 
galvanized or japanned finish. Nuts fit U-bolts 
accurately. Malleable iron saddles have standard 
“bull-dog” grip. 


O-and-/()” SALES FOR YOURSELF 


$26.30 Net, 


to Dealer 
(slightly more 
west of Denver) 
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A blow on the diamond-shaped head of Lamson 
Cotters spreads prongs. 
@s a drift pin. Lamson ‘steck cotters conform to all 
Government specifications. Cotters made to order 
from brass, bronze, aluminum and stainless steel. 


“Efficiency” points serve 


_° Don't deprive yourself of a modern method of selling 
| when it costs you nothing. If you sell bolts, nuts and 
| Screws then you can sell more of them with the LAMSON 
Speedmerchant. Here is a compact open counter display 
| steel cabinet stocking five of the most popular types of 

bolts, nuts and screws sold throughout the year. It enables 
| Your customer to locate the right size he wants, find the 
Correct price on the plainly printed label, and select what 
he wants without you standing at his elbow. It's nearly as 
quiomatic as a candy bar vending machine, and does its 


LAMSON & 


+ C OT 


Dardelet Rivet Bolts supplant rivets in structural 
steel assemblies. Bolt and nut have patented 
Dardelet Thread Lock. Nut spins on and locks when 
tightened. No forge or compressed air necessary— 
just a maul and a wrench needed for application. 


own selling without any help from you. Attractive to the 
eye, therefore attracts sales. Makes it easy to buy, therefore 
increases sales. Compact, “out of the way” stock is always 
in view, making inventory easy and re-stocking a cinch. 
A cheerful merchandising display that fits into the most 
modern surroundings. Already more than 7000 dealers 
enjoy its advantages. Your jobber can get one for you. 
* 
THE LAMSON & SESSIONS COMPANY, Cleveland, O. 
Plants at Cleveland and Kent, 


Ohio; Chicago and Birmingham 





SESSIONS 
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By L. W. MOFFETT 
Washington Representative 
of Hardware Age 
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OPM HAS CERTIFIED the house- 
hold washer and iron industry to the 
War Department for special treatment 
in awarding defense contracts to alle- 
viate unemployment. As a result 34 
companies in widely-scattered sections 
are included in a remedial program. 

It was the first industry-wide certifi- 
cation under recent procurement poli- 
cies adopted by OPM’s new division of 
contract distribution. Previous certifica- 
tions covered communities rather than 
entire industries. 

x * * 


DESIGNATED chief of the OPM’s 
plumbing and heating branch is Leigh- 
ton H. Peebles, former utility deprecia- 
tion specialist with the Securities Ex- 
change Commission in Washington. The 
plumbing and heating unit is a branch 
of Leon Henderson’s division of civilian 
supply. The division has approved the 
relaxation of existing plumbing code 
standards in defense housing construc- 
tion in the interest of conserving criti- 
cal defense material. Estimates place 
the likely savings at 160 pounds of 
brass, cast iron, lead and copper per 
one-family housing unit. Total saving: 
40,000 tons in the defense housing 
scheduled for 1942. 

x *  * 

PRICE CONTROLS, the proposed 
expansion of the social security pro- 
gram, and the next Federal tax bills 
are listed by the American Retail Fed- 
eration as the three major issues facing 
the retail industry. 

These issues were set forth by the 
Federation’s president, David R. Craig, 
when he made his annual report to or- 
ganization members on Oct. 10 in Wash- 
ington. Featured at the annual conven- 
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tion as a departure from customary 
practice was an off-the-record quiz ses- 
sion at which OPA Administrator Leon 
Henderson and representatives of SPAB, 
OPM, the Federal Reserve Board, and 
the Labor Department’s wage-hour divi- 
sion stood up against a barrage of 
queries. 
2s 2 f 

FEDERAL AND STATE govern- 
ments would play a strong hand in a 
proposed plan to disseminate educa- 
tion and factual research information 
among small business men. The pro- 
posal is advanced by Senator Murray’s 
special Senate committee which is con- 
cerning itself with the plight of small 
business. 

Included in Committee Print No. 7, 
written by Charles G. Daughters, erst- 
while assistant to Representative Wright 
Patman, the committee cites five rea- 
sons why it should maintain its per- 
sonnel intact and conduct a further 
study of the whole subject of small 
business research and education before 
submitting its recommendations in legis- 
lative form. 

xk * 

MANUFACTURING ESTAB- 
LISHMENTS finding it necessary to 
pool their facilities and experience un- 
der the defense program have been 
given the green light by government 
anti-trust watchdogs. Only catch is that 
the discussions must b- carried on “pur- 
suant to the written sequest of OPM.” 
The Justice Departme vt’s anti-trust di- 
vision previously had given the right- 
of-way to conferences called to discuss 
details of collaboration. This was done 
last September before the question of 
pooling facilities loomed as a big factor 
in defense production. 


or 
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WHILE THE ORDINARY RUN- 
OF-MINE GOVERNMENT bureau 
is content with carving some small niche 
for itself to get in under the govern- 
ment’s defense umbrella, the Justice 
Department’s anti-trust division headed 
by Assistant Attorney General Thurman 
Arnold makes hold the claim that never 
before has there been such a need for 
vigorous anti-trust enforcement, at the 
same time it describes itself as “the 
only existing independent investigating 
force skilled in the problems of the 
small business man, the farmer and 
the consumer.” 


x * * 


MR. ARNOLD argues that his di- 
vision should increase its vigilance, 
that never before was there a greater 
opportunity for organized private in- 
dustry to exploit the taxpayers, the 
unorganized farmers, unorganized inde- 
pendent business men, and unorganized 
consumers. 

s 2 & 


THE ADMINISTRATION’S en- 
terprising trust buster is playing up 
what he calls the lack of facilities by 
government defense agencies to investi- 
gate coercion and oppression of small 
business, citing as typical of the things 
under anti-trust scrutiny “the freezing 
out of independent business men by 
combinations which seek to dominate 
the market.” 

x kk 


THE ANTI-TRUST DIVISION, 
self-styled “independent public defender 
of small business,” also boasts a well- 
trained staff to back up its place in 
the defense picture. It visualizes an 
open season ahead when the anti- 
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RED EDGE 
HAS ENLISTED 


Reg. U.S. Pat. Off. 


BRANDS 
Sun-Red Edge AluminA 
(electro-plated with zinc) 

Sun-Red Edge Bleck 

(painted) 

Sun-Red Edge Bronze 


right 
and Noxide (antique) 
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IN THE FRONT LINE 
...f0r DEFENSE and for SALES 


Yes, sir, Red Edge Screen Cloth is “all out" 
for defense. It is protecting the health and 
comfort of the armed forces in cantonments, 
air bases, barracks, mess halls, hospitals, etc. 
—and on the farms that feed them. So perhaps 
you may not be able to get all the Red Edge 
Screen Cloth you want, just when you want it. 

However, Red Edge Screen Cloth fits right 
in with FHA new “Repair for Defense” 
property preservation and remodeling housing 
campaigns. 


REYNOLDS WIRE CoO. 
DIXON, ILLINOIS 


OCTOBER 30, 1941 


Red Edge identifies itself anywhere. It is known for 
satisfaction in service. Customers call for it by name. 


Red Edge js self-measuring .. . saves time and waste 
in cutting. ° 

Red Edge is rust-retarding, even under nailing strip. 

Red Edge is self-reinforcing—tight edges, firm body. 


Red Edge conforms with recommendation of U. S. 
Dept. of Commerce Bureau of Standards No. 
RR-C-451a. 


Red Edge means more repeat-business profits. 
TIE-IN and CASH-IN with Red Edge! 

















monopoly laws will be in full effect 
instead of suspended as they were dur- 
ing World War I. 

x «* * 

TO MR. ARNOLD, small business 
means any business which is unable to 
maintain a Washington representative. 
The upshot is that it has set up two 
subdivisions—a small business advisory 
section, and a farm section. Character- 
izing the job as “just commenced,” Mr. 
Arnold promises that the new machinery 
will give unorganized groups case-by 
case representation in their difficulties. 

x * * 

WITH THE ADMINISTRA- 
TION’S PRICE CONTROL BILL 
facing an uncertain future in Congress, 
Mr. Arnold says the most imperative 
problem is to prevent runaway prices 
upon necessities, including food, cloth- 
ing, housing, fuel, drugs and medical 
supplies. His plan is to take these prob- 
lems up one by one, purging any re- 
straints of trade interfering with pro- 
duction and distribution, and reducing 
price control to a minimum size. Pre- 
sumably, the price control agency to be 
set up under the pending bill would 
then take over and use its price-fixing 
power more effectively. 

x * * 

MR. ARNOLD calls it “significant” 
that big shortages today are in metals 
while big price increases are in food 
and textiles where shortages have not 
yet developed. This outstanding fact, 
he says, proves that it is not shortages 
alone that are raising prices. He con- 
tends that it is the pyramiding of dis- 
tribution costs by private groups in 





JOINS 


AMERICAN RED CROSS 








strategic positions that is creating most 
of the inflation in the necessities of life. 
x * * 

BECAUSE THE PRICE AD- 
VANCES in basic war materials have 
been moderate despite conspicuous 
scarcity, Mr. Arnold holds government 
efforts to put a damper on such prices 
have been successful. 





“Though we have not yet seen the 
civilian problem in these terms,” Mr. 
Arnold told the Boston Conference on 
Distribution, “I believe we will do so, 
and certainly we must cope with it 
effectively because you cannot fight a 
war of production unless the workers 
have food and shoes and houses.” 

zx ee, 


WHILE MR. ARNOLD and some 
members of Congress are setting them- 
selves up as champions of the small 
business cause, all business is jolted 
by the President’s hint that he favors 
a l per cent increase in social security 
taxes early next year. There is a fac- 
tion in Congress that will balk on the 
ground that piling an additional burden 
on employers even before they start 
paying the $1,350,000,000 in added taxes 
is too much. 

Note: Much of this opposition can 
be discounted because the promise of 
greater social security benefits packs a 
powerful political appeal. 

x k * 


A COMMERCE DEPARTMENT 
DISPATCH reports that England’s 
Sheffield cutlery trade is prosperous on 
the whole but that ban on stainless 
steel for domestic production as op- 
posed to export is having a deterrent 
effect on many producers. The British 
Empire, South America, and the Dutch 
East Indies are listed as the major ex- 
port markets. Chief home demands, the 
report says, are for the armed forces. 
Safety razor blades and scissors are 
being turned out in appreciable quan- 
tities. 





COLORFUL SETTING FOR GIFT GOODS 





A winter scene as viewed from the window serves as an effective background piece in this compelling window 

display installed by the Wakeford Hardware & Paint Co., Chicago, Ill. A wide variety of housewares, elec- 

trical goods and gift wares was presented, some of which were wrapped in differently colored Cellophane 
to remind customers of the gift wrapping service of the store. 
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“A product we 
can sell with confidence... 
WSS AMERICAN PENCE” 


No one is in a better position to say how a product 
rates with the public than a dealer who has sold it 
for 40 years. That’s why you will be interested in the 
opinion of Charles N. Satterfield, of the hardware 
firm of Jones & Satterfield, Chestertown, Maryland. 


Mr. SATTERFIELD SAYS, ‘In the forty years we have been selling 
American Fence, we have enjoyed a real confidence with our 
fence customers. It is a confidence born of a knowledge that 
we sell a quality fence that’s really worth the money. 

“It was our aim in the beginning of our business to select and 
sell the highest quality lines of merchandise. We adhered to 
that policy when we selected American. Our fence sales alone 
have proven the wisdom of our choice. Since we started in busi- 
ness, there have been many lines of fence sold in this commu- 
nity but today, because of customer acceptance, one fence is 
outstanding, and that is American. Customers come in and ask 
for it by name. They seem to know exactly what they want 
in fence. They tell us that American Fence outlasts the major- 
ity of other fences and that is why they select American. In 
the forty years we have handled American Fence, we have 
heard many very favorable comments. American Fence has to 
be good to maintain the reputation it has.” 


HE word has got around among farmers that for 
endurance you can’t beat American Fence. That’s 

one reason why there is more American Fence in use than 
any other brand, and that’s good reason why our dealers 
have enjoyed good fence business year in and year out. 
Many of our dealers have sold American Fence since 
the turn of the century. And they will tell you that our 
advertising and sales helps have been valuable in keeping 


AMERICAN STEEL 


TENNESSEE COAL, 


& WIRE 
COLUMBIA STEEL COMPANY, 
IRON & RAILROAD COMPANY, 


the name “American Fence” foremost in the minds of 
fence buyers. 

Have you ever seen the advertising material that we 
supply free to our dealers? If not, ask your jobber about 
it, or write to us. Folders, broadsides‘and other sales helps 
are available, imprinted with your name. And ask about 
our new General Dealer’s Catalog—full of facts about the 
complete line of U-S-S American products. 


COMPANY, Cleveland, Chicago and New York 
San Francisco 
Birmingham 


United States Steel Export Company, New York 
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Priorities and Allocations 


(Continued from page 69) 


asked of the different industries 
by the Fuel Administration will, 
of course, vary, partly upon ad- 
vice of the leaders of the indus- 
try, as to what is practicable and 
safe shrinkage as compared with 
the great business activity of 
1917; partly, also, it will vary 
with the character of the busi- 
ness. In proportion as an indus- 
try contributes less to the war 
of domestic necessities, it will 
naturally increase its contribu- 
tion of self-limitation.” 

Later in 1918 that same prin- 
ciple was applied to many indus- 
tries. Let me recall to your mem- 
ory a few which were curtailed 
in 1918. 

Take passenger automobiles, 
as a sample. For the last six 
months of that year passenger 
car production was limited to 25 
per cent of 1917 production, with 
the proviso that the manufac- 
turer had to limit his purchases 
of materials, equipment and sup- 
plies to such as were absolutely 
necessary to match up stocks on 
hand. 


Restrictions 


The manufacture of boilers 
and radiators was restricted, for 
the final quarter of 1918, to 40 
per cent of production in the 
final quarter of 1917; and there 
was the added proviso that the 
boilers and radiators made under 
that limitation must be either for 
Government buildings or for 
buildings built under license 
from the War Industries Board. 
Production of metal beds was cut 
to half of the previous year’s 
production, and the use or pur- 
chase of brass in the manufac- 
ture of beds was forbidden. For 
the six months beginning Oct. 1, 
1918, production of electric heat- 
ing appliances of all kinds was 
limited to half of the production 
in the last six months of 1917. 
Makers of lawn mowers were 
held to 40 per cent of their pre- 
vious level, and in addition were 
warned that they had just three 
months to get into war work. 
Other restrictions were applied 
to a wide range of products— 
pianos, cutlery, stoves, clothes 
wringers, corsets, linoleum and 
baby buggies, for example; to 
the brewing industry, the manu- 
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facturers of sporting goods, the 
makers of gas stoves and to bot- 
tlers of soft drinks; to the manu- 
facture of tires, refrigerators, 
talking machines and watches; 
to builders’ hardware and to 
cash registers, to sporting arms 
and to rat trap makers; to the 
burial goods industry and to the 
makers of electric vacuum clean- 
ers—and so on, through a long 
list embracing practically all of 
the industries which were not 
producing goods for defense. 

Although the details of such 
an over-all program have not yet 
been agreed upon, the general 
thinking in Washington now is 
that from careful studies of 
materials used by each industry, 
a total figure, for each scarce 
material, can be developed. When 
such a figure is settled upon, it 
will then remain to add to it the 
total military requirements for 
that particular material. When 
the sum thus reached—civilian 
demand plus military demand— 
is larger than the total available 
supply, as it will be in the case 
of all of these critical metals, the 
obvious next step will be to cut 
down the amount available for 
civilian industry. 

Let us take copper as a sample. 
The best estimates we have been 
able to get show that during 
1942 our over-all military de- 
mand for copper is going to run 





slightly over 1,000,000 tons. To- 
tal civilian demand will come to 
approximately one and one-half 


million tons. The very largest 
supply of copper which we can 
count on having in 1942 is 1,800,- 
000 tons which is about 700,000 
tons less than the combined mili- 
tary and civilian demand. Ob- 
viously, therefore, we are going 
to have to slash those demand 
figures. It is equally obvious 
that we can’t make the slash in 
military requirements. Conse- 
quently, that total of 1,500,000 
tons for civilian industry has got 
to come down about 800,000 tons. 

It is interesting to look at the 
total amount of copper used in 
the United States during the 
depths of the depression. In 
1932 our total domestic consump- 
tion was around 350,000 tons; in 
1933 it was about 400,000 tons. 
Probably we can’t go that low 
today. The mere existence of 
our defense program has gener- 
ated abnormal indirect demands 
for goods and services in which 
the use of copper is essential; to 
meet these indirect defense 
needs, and to keep our civilian 
economy functioning on a main- 
tenance basis, will probably take 
upward of 500,000 tons. That in 
turn means that we should have 
available something like 300,000 
tons of copper to meet the bal- 
ance of the civilian industry’s 
demand. That is less than one 
third of what the civilian indus- 
try would use if it could get it, 
and it clearly makes a sharp re- 
duction necessary; at the same 
time it is something, and those 
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LONGER LIFE 


*Reader audience for the Ray-O-Vac Leak Proof advertising to appear dur- 
ing October and November in LIFE and in THE SATURDAY EVENING POST. 
THAT’S A LOT OF PEOPLE—Yes, and a lot of those people 
are going to be asking you for Ray-O-Vac LEAK PROOF, 
the amazing flashlight battery that has nearly half again 
more light life than most batteries, and is unconditionally 
guaranteed not to damage any flashlight. And here's an- 
other Ray-O-Vac LEAK PROOF feature of prime importance 


to you: Ray-O-Vac LEAK PROOF Batteries have longer shelf LEA 4 PROOF 


life than any other batteries! Better have plenty of Ray- 


O-Vac LEAK PROOFS in stock—better than losing sales. Ce a7 oO M oO R ' 


— a yy ny gh 48 _— (Only $3.12... »~ CORRODING 
rings in $4.80) in Attractive Counter Display : 
FROM YOUR JOBBER’S SALESMAN TODAY L Oc » SWELLING 


Come tte » STICKING 


Ra More Than 
Y-O-VAC COMPANY, MADISON, WISCONSIN Ordinary Batteries 


OCTOBER 30, 1941 











figures for 1932 and 1933 indi- 
cate that we can get by on pretty 
short copper rations if we have 
to. Furthermore, it is highly 
probable that through proper 
conservation methods we could 
get a lot more mileage out of 
that 300,000 tons of copper than 
we have been getting. That 
same principal applies with other 
metals, for that matter. We can 
find all sorts of ways to stretch 
an inadequate supply so as to 
make it go farther, so that get- 
ting down to 1932 levels in the 
consumption of raw materials 
need not mean getting down to 
1932 levels in the production of 
finished goods. 

I believe that it is clear, how- 
ever, that if you are going to 
restrict the amounts of raw 
material which the different in- 
dustries may have, it is neces- 
sary to curtail operations at the 
finished goods end. Once you 
know the quantity of the raw 
material which is going to be 
available to the industry, you 
can work out a program for the 
finished goods end which will 
make certain that the amount 
you are prepared to allocate 
won’t be exceeded. 

It is not, therefore, from any 
piece-meal, hit-or-miss program 
that we can solve this crisis 
which these shortages have 
brought tous. We can do it only 
by studying each critical mate- 
rial as a whole in its relation to 
all industries. 


Through all of this, it is going 
to be necessary for both labor 
and business to accept new stand- 
ards. These reduction programs 
are not going to be easy. They 
will upset many of our cherished 
ideas and many of our most 
prized ways of doing things. 
Both business and labor must be 
ready to view both the problem 
and the solution in the light of 
the national need. ‘What is best 
for the country?” is the sole 
standard we dare apply; all of us 
are going to have to sink our own 
self-interest and learn to look 
for the larger good. 


One more question remains: 
How long is all of this going to 
last? 

I suggest that the answer to 
that is largely up to all of us. 
The length of this emergency de- 
pends on how fast we get the job 
done. We can make it last a long 
time if we want to—and I don’t 
think there is a living mortal in 
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the conntry who wants to; or, I 
believe, we can get it over fairly 
quickly if we nerve ourselves for 
the effort. 

We can put up with a lot of 
relatively mild shortages and re- 
strictions—not that I say “rela- 
tively” mild—for five, 10 or 15 
years, if we want to. I don’t see 
anything very attractive about 
such a picture; surely no one 
wants to face the prospect of 
spending up to half of an adult 
lifetime under controls, restric- 
tions and scarcities; but we can 
do it that way if we choose... 
and I would like to warn you that 
if we shrink from grappling 
with this whole issue of short- 
ages and defense needs we shall 
unconsciously be choosing to do 
the job the long way. 

Or if we can take a big dose 


and get it over with quickly. The 
shortest way out of this emerg- 
ency is straight on through. If 
we have the nerve we can dive 
in, head over heels, accept a 
number of thumping big short- 
ages for a comparatively short 
time—and come out in the free 
air again before we have all 
grown gray hair. 

I believe that if we make the 
effort we are really capable of we 
can reasonably expect to get this 
thing over with in a couple of 
years or so. It will be hard, of 
course; we'll have to put up with 
some heavy shortages and make 
some real sacrifices. But there 
is no other way to do the job 
quickly; indeed, in the last 
analysis I believe there is no 
other way to do the job at all. 





N.W.H.A. EXECUTIVE COMMITTEE 





R. H. BAKER 


Fones Bros. Hard- 
ware Co. 





JOHN M. HOLMES 


Holmes Hardware 
Co. 


W. P. TRACY 
The Tracy-Wells Co. 


C. J. WHIPPLE 


Hibbard, Spencer, 
Bartlett & Co. 





Cc. R. WATKINS 
Watkins-Cottrell Co. 
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This 3-Second Demonstration 


SHOWS AN UPSON QUALITY THAT 
MEANS CUSTOMER SATISFACTION 


This simple Wrench-Fit demonstration is one mention their toughness that stands heavy wrench- 
reason why Republic Upson Quality Nuts and ing without breakage. 


ee Site caaton, Senne Seaieones, That’s why Upson Quality Bolts and Nuts build 


When you stock Upson Quality Products, you can customer satisfaction, more business. Ask your 
show customers how their straight-sided, sharp- _ jobber about the Upson Line of more than 20,000 
cornered nuts and bolt heads fit wrenches snugly— headed and threaded products. 


prevent slippage, skinned knuckles. You can dem- 
onstrate their accuracy to size in diameter and length REPUBLIC STEEL CORPORATION 
to fit their purpose. You can point to their sharp, Bolt end tut Division: Cleveland, Olio end Gadeden, Alet 


. Berger Manufacturing Division . Culvert Division 
clean, strong threads that m . & & 
‘ 8 . ‘ ake name fit bolts —_ Niles Steel Products Division . Steel and Tubes Division 


formly—easily turning up to a firm grip. You can Union Drawn Steel Division . Truscon Steel Company 













REPUBLIC STEEL 
PRODUCTS FOR THE 
‘HARDWARE TRADE 












Steel, Copper-Bearing Steel and 
Rust-Resisting *Toncan Iron Pipe, 
Sheets and Roofing 











Wire Fencing, Poultry Netting, 
Barbed Wire and Bale Ties 







Steel Fence Posts and Gates 






Wire Nails, Spikes and Staples 






Upson Quality Headed and 
Threaded Products 








*Reg. U.S. Pat. Off. 


REPUBLIC Qosoxn Guahy 





HEADED AND THREADED PRODUCTS 











“Food Will Win The War” Is Message 


to Farm Equipment Dealers 


Nea RLY 200 dele- 


gates and wives attended the 42nd 
annual convention of the National 
Retail Farm Equipment Association 
in Chicago, Sept. 29 to Oct. 2. 
Considerable optimism was noted 
throughout the meetings. The Gov- 
ernment has impressed the farmer 
that food will not only help win the 
war but will also write the peace to 
follow. Manufacturers of agricul- 
tural implements have been given 
an A-10 rating on repairs and a Bl 
on new machinery. It is also under- 
stood that a rationing process will 
now be used which will permit a 
greater flow of new machinery to 
agricultural areas. 

Retailers are, however, certain that 
next year may bring many difficul- 
ties in getting as much merchandise 
as they can sell and believe that it 
will be necessary to repair and re- 
condition as much of the trade-in 
stock on hand as possible to take 
care of requirements. 

Resolutions were passed asking 
for greater cooperation from manu- 
facturers in the matter of helping 
to supply these vital future demands 
and also a better understanding of 
sales territorial divisions to prevent 
dealers of same lines competing out- 
side their respective areas. 

Greetings were extended to the 
retailers by W. H. Roberts, Jr., S. L. 
Allen & Co., Philadelphia, the chair- 
man of the Executive Committee of 
the Farm Equipment Institute which 
was holding its annual meeting con- 
currently at the Edgewater Beach 
Hotel. Mr. Roberts was later elected 
by his own association to become its 
president for 1942. 

Glen B. Tharp, Retailer, Danville. 
Ind., spoke on the “Facts of Farm 
Equipment Retailing.” Mr. Tharp 
remarked: “If we are experiencing 
shortages in new goods—it is a good 
time to build up other departments 
of our business. Expand the parts 
and service departments. Clean up 
the back lot of all trade-ins; make 
them usable and find the farmer 
who needs them. Help the farmer in 
every way you can so that he may 
be better able-to perform his impor- 


126 


tant task of feeding the army, navy 
and civilian population. 

“However, in this expansion of 
parts and service, you are quite like- 
ly to run into a snag. That is the 
lack of mechanics. Hours and wages 
in defense plants are very alluring. 
Shop workers take the attitude that 
they are going to cash in now while 
they can, regardless of whether they 
have a job later. They are willing 
to take a chance.” 

R. L. Craig, president, American 


Retail Federation, Washington, D. C., 
discussed “The War and Business.” 
He pointed out that “For a special 
reason, farm equipment dealers have 
been able to remain aloof from the 
situation which confronts most of 
the other retail merchants in the 
United States. They are not includ- 
ed in the Federal Reserve Board’s 
regulations of installment credit. 
They have a special rating plan for 
priorities for farm machinery and 
equipment, a plan which entitles 
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1—George S. Straight, Eureka, Kan; Frank Spink, Kansas City, Mo., and Lee Oldham, 
Leoti, Kan., president, secretary and director, respectively, of the Western Retail Imple- 
ment & Hardware Assn. 2—Robert A. Jones, executive secretary, Farm Equipment Insti- 
tute. 3—Fowler McCormick, president, International Harvester Co. 4—Burl F. George, 
Spring Valley, Ill., new president, National Retail Farm Equipment Association. 5—P. M. 
Malliken, St. Louis, Mo., executive secretary, and Glen B. Tharp, Danville, Ind., retiring 
president, NRFEA. 6—W. H. Roberts, Jr., S. L. Allen & Co., Inc., new president and 
chairman executive committee, Farm Equipment Institute. 7—A. E. Doerr, Larned, Kan. 
8—Burl F. George, Spring Valley, Ill., newly-elected president, NRFEA. 9—H. L. Demp- 
ster, Dempster Mill Mfg. Co., retiring president, Farm Equipment Institute. 10—Clyde 
Tomlinson, Hillsboro, Tex., new vice-president, NRFEA. 11—F. H. Clausen, Horicon, 
Wis., first vice-president, Farm Equipment Institute. 12—Rivers Peterson, managing 
director, National Retail Hardware Association. 
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WERES A LINE THATS 
4 REO-HOT SELLER 


You get a faster turnover and a two-way profit by selling Bethle- 
hem Bolts and Nuts. 

Your first profit comes in casual sales. This attractive red-and- 
white label captures customers’ attention, reminds them that 




















they need bolts and nuts. Bethlehem Bolts are ahead: 
Your second profit comes in repeat sales. After finding out how pegit aatiets - the <<. Lag 
clean and accurate are threads, how snugly wrenches grip following sizes: 
heads, customers are satisfied. They come back where they can 4" upto |5” long |4” long 
get the bolts and nuts in the familiar red-and-white labelled box. 16” pee’ 34” up to “ 9” vas - ” a 
1”, a" 54” up t Ye” ” lon 
Put in an assortment and see for yourself. Your distributor can - Stivers lar cl libstsie 7 





Some longer bolts are packaged in paper with 
the same attractive label. 


supply you with this attractively packaged line. 





BETHLEHEM STEEL COMPANY 
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their goods to a defense rating rath- 
er than a civilian rating. They have 
a definition of the retail sale under 
the Fair Labor Standards which is 
more liberal than the definition ac- 
corded to any other retailers who 
sell goods for further production. 

Paul M. Mulliken, executive sec- 
retary, in his subject, “Accom- 
plished Facts” said, “assuming that 
our market opportunities will be 
maintained during the coming year 
and that we shall have fairly ade- 
quate stocks of whole goods and 
repair parts to supply our customers’ 
needs, it then behooves each mem- 
ber of the trade to so manage his 
business that profits may be assured. 
One undeniable fact is that it will 
cost considerably more to conduct a 
retail implement business during the 
next year than it has during the 
past year. Taxes will be materially 
higher, labor will require more and 
will be more difficult to obtain. Shop 
costs are mounting and every inci- 
dental expense will be greater. The 
dealer who does not have adequate 
knowledge of every phase of his 
business operation and who does not 
know where his money is going will 
be unable to control his coets and 
will continue to guess about margins 
and profits.” 


Facts of Production 


Fowler McCormick, president, In- 
ternational Harvester Co., Chicago, 
told a large gathering of the retail- 
ers some of the “Facts of Produc- 
tion” confronting most of the manu- 
facturers these days. Mr. McCormick 
said that the supply of material for 
making agricultural implements and 
tools has been, is and will be haz- 
ardous. While there have been no 
serious shut-downs as yet there is 
the possibility of curtailment, if only 
temporary, because of shortage of 
certain materials and delay in get- 
ting supplies. Substitutes are being 
used wherever practicable. 

Retailers were advised by Mr. Mc- 
Cormick that higher material costs, 
higher prices for the large volume 
of parts which implement manufac- 
turers purchase from others, work 
stoppages because of lack of mate- 
rial and labor difficulties have all 
been responsible for additional in- 
crease in the cost of doing business. 
He stated that the extra bookkeep- 
ing, accounting, etc., required under 
present day conditions as well as in- 
creased taxes were also adding no 
small share to increased costs. 

Mr. McCormick felt that there 
might be a three to six months lag 
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between delivery of merchandise and 
selling wherein the dealer would 
have to operate on reduced profits. 
He very definitely felt that large 
profits were completely out of the 
picture for both manufacturer and 
retailer. 

C. R. Peters, retailer, Des Moines, 
lowa, gave a report to the Trade 
Relations Committee which had met 
with the manufacturers to discuss 
various problems of importance to 
both. 


Entertainment 


The manufacturers entertained the 
retailers at lunch at the Edgewater 
Beach Hotel on Wednesday noon. 
W. A. Roberts, presided. Glen B. 
Tharp, president of the retailers 
spoke on “Facts Facing Retailers.” 
F. H. Clausen, president of the Van 
Brunt Mfg. Co., Horicon, Wis., and 
vice-president of the Farm Equip- 
ment Institute spoke on “What's 
Ahead of Our Industry.” C. V. 
Gregory, associate publisher of Wal- 
lace’s Farmer, Des Moines, Iowa. 
and the Wisconsin Agriculturist, Ra- 
cine, Wis., spoke on the relation of 
“Agriculture to the Farm Equip- 
ment Industry.” 

H. L. Dempster, president of the 
Dempster Mill Mfg. Co., Beatrice, 
Neb., and retiring president of the 
Farm Equipment Institute, speaking 
on “Our Industry and Defense,” re- 
marked: “Since Secretary Wickard’s 
request for mobilization of agricul- 
ture, and his outline of production 
required for 1942, Donald Nelson 
has stated that there should be some 
change in the priorities system and, 
as Dr. Stratton has stated, the offi- 
cials of OPM are making a study of 
procedure under allocation and they 
propose to use the farm equipment 
industry as the guinea pig for distri- 
bution of materials. We hope that 
this will work out successfully. 

Rivers Peterson, managing direc- 
tor, National Retail Hardware As- 
sociation, Indianapolis, Ind., told the 
retailers at their closing session 
some of the “Facts of Organization.” 


Retailers Elect 


The retailers elected the following 
officers: President, Burl F. George. 
Spring Valley, IIl.; vice-president, 
Clyde Tomlinson, Hillsboro, Texas. 
Directors: Fred Detjen, Wapakoneta, 
Ohio: Leslie Sidell, Fowlerville, 
Mich.; Glenn B. Tharp. Danville. 
Ind.; Alfred Bernien, Reedburg. 
Wis.; W. L. Mott, Pine Island. 
Minn.; L. C. Hilleman. State Cen- 
ter. Iowa; Ben Weber. Teutopolis. 


Ill.; M. M. Smith, Clay Center. 
Kans.; C. A. Nordlund, Auburn, 
Neb.; H. L. Taylor, Alexandria, 
S. D. 


~~ EB +0. 


Institute Officers 


The Farm Equipment Institute 
elected Wm. H. Roberts, Jr., secre- 
tary and sales manager of S. L. Al- 
len & Co., Inc., as president and 
Frank Silloway, vice-president of 
Deere & Co., was chosen as Chair- 
man of the Executive Committee for 
the ensuing year. Theo. Johnson, 


‘secretary of J. I. Case Co., was elect- 


ed to fill Mr. Roberts’ unexpired 
term, and the following members of 
the Executive Committee were re- 
elected for a three year term: W. D. 
James, president, James Mfg. Co., 
Fort Atkinson, Wis.; C. B. Schmidt, 
general manager, De Laval Separa- 
tor Co., Chicago, Ill.; H. S. Lord, 
vice-president, French & Hecht, Inc., 
Davenport, Iowa, and W. A. Rob- 
erts, manager Tractor Div., Allis- 
Chalmers Mfg. Co., Milwaukee. Wis. 

G. S. Hooper and H. C. Angster 
were re-elected for one-year terms 
to represent affiliated groups. Terms 
of other members of the Executive 
Committee do not expire until 1942 
or 1943. 

F. H. Clausen, president of Van 
Brunt Mfg. Co., was re-elected as 
first vice-president and E. M. Bell, 
vice-president and _ treasurer of 
Cleveland Tractor Co., and J. W. 
Gehl, secretary and general man- 
ager of the Gehl Bros. Mfg. Co., 
were elected as vice-presidents, and 
the following who served as vice- 
presidents during the last year 
were re-elected: L. R. Clausen, 
president, J. I. Case Co., Racine, 
Wis.; C. Gordon Cockshutt, presi- 
dent, Cockshutt Plow Co., Ltd., 
Brantford, Ont., Canada; J. S. Dun- 
can, president and general manager, 
Massey-Harris Co., Ltd., Toronto, 
Ont., Canada; W. J. Fisher, vice- 
president, A. B. Farquhar Co., Ltd., 
York, Pa.; P. E. Herschel, Jr., vice- 
president, R. Herschel Mfg. Co., 
Peoria, Ill.; C. A. Hines, president, 
Farm Tools, Inc., Mansfield, Ohio; 
H. C. Lisle, vice-president, John 
Bean Mfg. Co., Lansing, Mich.; 
Fowler McCormick, president, In- 
ternational Harvester Co., Chicago, 
Ill.; and H. B. Megran, secretary, 
Starline, Inc., Harvard, Ill. H. C. 
Merritt, president of the Institute, 
1937-38 and former vice-president 
of Allis-Chalmers Mfg. Co., was 
chosen honorary member. 
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ADVANCES 


Some makes cast iron kitchen ware. 


Some flashlights. Certain glass cutters. 
Some kitchen, compass, butcher saws, etc. 


Lawn seed. Seine, staging twine. 


Trot line. 


Some numbers croquet sets. Some furniture. 

One line thumb tacks. Flexible armored cable. 

Some electric table stoves. Food choppers, etc. 

Some pitcher spout pumps. Lard presses. 

Certain ironing board pad, cover sets. 

Certain juice extractors. Some upholsterers’ nails. 
Some household brushes. One line Malleable washers. 
Bolt anchors, etc. One line enamels, varnishes, etc. 


Some makes hammers and hatchets. 


Certain snow pushers. 


Rubber belting. Composition tubing. Ladders. 
Painters’ equipment. Some ironing tables, boards, etc. 
Numerous plumbing items. Roofing materials. 


Some bicycles, parts and accessories. 


Zinc. 


Certain butts, hinges. Some garage, barn door hardware. 
Some door checks, closers. Certain automatic window catches. 








Cast iron kitchen ware— 
Some makers of cast iron kitchen-ware 
advanced prices about 10 per cent on 
Oct. 1 
* +. * 
Flashlights—Late in Septem- 
ber some leading makes of flashlights 
were advanced about 10 per cent. 
* > . 
Glass cutters—Effective Oct. 
17, an advance of about 12% per cent 
was posted on certain glass cutters. 
+ 7 - 
Saw changes—FEffective Oct. 1 
some makers advanced compass, kitchen 
and butcher saws, etc., from 10 to 25 


per cent. 
” . > 


Lawn seed—Effective Sept. 29, 
the better grades were advanced one 
cent per pound by some sources of 
supply and the cheaper grades ad- 
vanced two cents per pound. The dif- 
ferential for small packages is greater 
due to the higher cost of packaging. 
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Seine twine, etc.—Effective 
Oct. 9, seine and staging twine and trot 
line were advanced 10 per cent by 
leading mills. Quotations from sev- 
eral mills indicate that they are ac- 
cepting specifications to be shipped 
into the 1942 season. 

. 7 ~ 

Croquet — Some slight and 
varied changes, beyond the 10 per cent 
excise tax, was made on croquet sets 
by one maker. Several numbers checked 
show changes of 24%, 5 and_up to 12 
per cent. 

om * * ‘ 

Furniture sundries—A 5 to 
10 per cent advanée was made Oct. 1 
on certain mattresses and box springs. 
On Oct. 8 twin bed ensembles advanced 
approximately 10 per cent. 

* 7 7” 

Poultry supplies—Such sheet 
metal items as brooders, founts, etc. 
are hard to obtain because of the wide 
shortage of galvanized sheets. Manu- 











facturers are using substitutes wherever 
possible. For instance, one at least, 


is using black sheets to make brooders. 
. . * 


Thumb tacks—FEffective Sept. 
15, one maker issued a new jobbers’ 
price list on its thumb tack line, with 
increases averaging 10 per cent above 
their preceding June 12, 1941, sched- 
ule. 

Be ~ * 

Flexible armored cable—Late 
news relates to a 10 per cent price 
rise on 14/2 flexible cable, in effect 
about Oct. 15. Mills are still months 
behind on orders. 

x a * 

Electric table stoves—As of 
Oct. 14 electric table stove prices were 
advanced 5 per cent by some makers. 
Increased labor and materials costs 
caused the advances. 

* ” = 

Pumps—One manufacturer of 
pitcher spout pumps has announced 
another advance of approximately 15 
per cent. Some manufacturers have dis- 
continued the old style pitcher pump 
entirely, because the pig iron used can 
be more profitably used for other lines. 
Some recommend the use of the new 
light-weight streamlined pumps, at least 
during the emergency. 

* * * 

Household sundries—On Sept. 
15 one maker announced advances in 
prices on choppers, chopper repairs, 
lard. presses, lard press repairs, juice 
extractors, etc., averaging between 4 
and 5 per cent. As of Oct. 20, Burling- 
ton Mills, Inc., increased prices on all 
Burlington ironing board pad and cover 
sets, caused by the continued rise in 
raw material costs. The approximate 
increase is from 13 to 15 per cent, de- 
pending on the type of pad and cover. 





PRICE 
WITHDRAWALS 


Household brush lines. 
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SIMONDS 









Get the sales and profits you are entitled to by carrying a working 
stock of these saws. Ask about the styles and sizes most popular in 
your territory. 


RED TANG METAL SAW TOOTH FILES 





Files of outstanding quality and cutting service trademarked 
with a bright RED TANG for easy identification. Write about 


open sales territories. 


RED END STANDARD HAND HACK SAWS 









Long Wearing. Fast, Straight Cutting. They sell easy. 
Jobbers and Dealers Write for Catalog and Prices 





SIMONDS SAW AND STEEL COMPANY 


Established 1832 _ Fitchburg, Mass. 
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Upholsterers’ nails—Effective 
about Sept. 24, some manufacturers of 
upholsterers’ nails issued revised price 
lists. In general, the schedules effec- 
tive since August were unchanged on 
gilt, brass or plated nails, except nickel 
plated and cadmium plated finishes. 
However, on enameled head nails, dis- 
counts were advanced to the extent of 
about 11 per cent. 

* * * 

Tacks, shoe nails, etc.—One 
maker has reminded customers that or- 
ders can be accepted only for shipment 
at its convenience, subject to condi- 
tions beyond its control and to take 
prices prevailing at time of shipment. 
A recent simplification move confines 


cobblers’ nail offerings to 16 gage, sizes 
*%, 4/8, %, 6/8 and % only. 
a * & 

Household brushes, etc. — 
Leading manufacturers, during the Oct. 
18 week, withdrew prices entirely on 
their brush lines, and have advised cus- 
tomers that new prices will be issued 
shortly. One maker has indicated that 
its advance will average from 10 to 15 
per cent higher, particularly on horse- 
hair brushes, due to difficulty in obtain- 
ing imported bristles. 

” * t 

Malleable washers—Effective 
Oct. 1, one maker made a general ad- 
vance on its line of malleable washers. 
Compared with its preceding June 25 
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“HOW ABOUT AN ELECTRIC SWEEPER THIS YEAR?’ 
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schedule, the Oct. 1 mark-up varies from 
70c to $1.00 per cwt. on small quanti- 
ties (under 200 pounds) and varies from 
40c to $1.00 per cwt. on 200 pound 


orders or more. 
% . - 


Linseed oil, turpentine—Lin- 
seed oil prices dipped to 34 cents per 
gallon under the late September level. 
Turpentine, up 4 cents on Oct. 16 
dropped back two cents on Oct. 20. 
Industry statistics as to sales of paint, 
varnish, lacquer and fillers for the first 
eight months of the current year show 
a total of $356,299,703, a rise of about 
one-third over the corresponding 1940 
period. 

: * a 

Bolt anchors, etc.—Leading 
makers of bolt anchors, etc., issued new 
prices on these lines on Oct. 10. New 
and old discounts are: 

Formerly Now 
Single machine bolt ex- 
pansion shields 5744% 5242% 
Lag shields 70% 6744% 
Machine screw expan- 
sion shields—lead 45% 40% 
Spring type toggle bolts 50% 45% 


Star drills 724%2% 710% 
Expansive screw an- 
chors 0% 45% 


Drill points and holders were not 
affected. 
* ot ¥* 

Enamels, varnishes, etc.—-As 
of Oct. 13, one maker. notified its trade 
that continued increases in raw mate- 
rials and production costs necessitated 
advancing a number of items, not af- 
fected in changes announced on Sept. 
2. The principal advances were: quick 
drying enamel—15 cents per gallon; 
floor and interior varnish—1l0 cents per 
gallon; spar varnish—20 cents per gal- 
lon and floor and porch enamel—5 cents 
per gallon. The present shortage of 
raw materials is so acute that the com- 
pany is not accepting orders from cus- 
tomers for forward coverage, taking cur- 
rent requirements only at current prices 
and subject to change. 

* - * 

Hatchets and hammers—Ef- 
fective Sept. 29 and later, leading tool 
makers made general advances, rang- 
ing from 5 to 15 per cent, to cover 
orders which they can accept for ship- 
ment by Dec. 31. First quality 16 oz. 
nail hammers are at $12 per dozen to 
the trade—formerly $11.20. Second 
quality are now at $10 and competitive 
priced black hammers at $8. 12 oz. 
ball pein hammers are priced at $9.80 
per dozen and leader quality at $8. 
No. 2 half hatchets are now marked at 
$14.80, $12.80 and $10 for the three 
qualities. Most makers have greatly 
simplified their variety, grades and fin- 
ishes, and are urging their distributors 
to do the same. 
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Baker believed that a running water system should be seen but | 


not heard. The result is the most beautifully designed deep well 


pump you ever saw ... the new precision-machined Monitor | 


SILENT FLOW. It sends running water on tiptoe to every water 
tap in the household ... yet with pressure behind it to reach 
distant drinking cups in the barn. 


The Monitor SILENT FLOW is built like an automobile motor, with | 


the same standards of precision. It is full flood-lubricated with 


a new valveless oil pump. Refilling the | 


crankcase once a year is often enough. 


It’s one of the lightest running pumps 


ever built, with ball and roller bearings 


exclusively. Let your pump prospects 


spin the drive wheel with one finger. 
It rocks back and forth like the balance 
wheel of a watch! 


The beautiful red case is gasket-sealed 
against water and dust—like closing the 
door to an iron vault. New sub-frost 

discharge is easy to install. 


Sell more than running water 
Sell peace, quiet and conven- 
ience for a happy household. 
Write to nearest Baker branch. 


F.0.B. FACTORY 
Complete with 1/3 
h.p. motor, 42-gal. 
Pressure tank, au- 
tomatic controls. 


Monitor sve on 


FARM AND HOME DEEP WELL ELECTRIC WATER SYSTEM 


e BRANCHES e 


BAKER MFG, CO.: Minneapolis, Minn.; 
Madison, Wis.; Fort Dodge, Ia.: Cedar 
Rapids, Ia.; Fredericksburg, Ia.; Omaha, 
Neb.: Kansas City, Mo.; Enid, Okla.: 
Hutchinson, Kan.; Brandon, Manitoba, Can, 


AXTELL CO.: Fort Worth, Tex.: Amarillo, 
Tex.; Lubbock, Tex.; San Angelo, Tex. 


aie Ylonitor 


BAKER MANUFACTURING CO., EVANSVILLE, WIS. 
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BRIDGEPORT 
MECHANICS 
HAND TOOLS 








OUR FIRST DUTY, as we see it, is uninter- 
rupted speed in the manufacture of such of our prod- 
ucts as are needed by the Armed Forces. A substan- 
tial part cf our work is being devoted to such orders 
and, of course, Defense Comes First. 


OUR NEXT DUTY, second only to whatever 
contribution we can make to national defense, is to 
our hundreds of loyal distributors. We are deeply 
conscious of this duty. 


OUR PRESENT SITUATION: we have a 
heavy backlog of unfilled orders. This has been 
caused by the need for filling “must” orders for 
direct defense requirements. It also arises from the 
fact that we must await the necessary permits for 
tool steel from the Office of Production Manage- 
ment in Washington. 


OUR POLICY: with full appreciation of our 
obligations, we are making all possible preparations 
for the moment when our undivided efforts can again 
be concentrated on executing promptly every order 
for our distributors throughout the hardware trade. 
Important key men in our organization are giving 
their time exclusively to handling these orders as 
soon as possible, and in every way expediting their 
shipment. 


WE ARE ALL IN ACCORD. Every man 
of us agrees that these are times for meeting duties 
squarely, and it is our duty to give defense items 
right of way over everything else. We are confident 
that our dealers and distributors would not have it 
otherwise, even though it may work hardships on 
them. 


WE ASK YOUR CONSIDERATION: I: is 


no pleasant task to be forced to deny products ur- 
gently needed by good friends of long standing. We 
ask for all the consideration which you can possibly 
extend us. In return, we promise every service that 
is possible under the circumstances. 


The 
BRIDGEPORT 


Manufacturing Corp., Bridgeport, 
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Snow too!s—Effective Oct. 15, 
one maker advanced its entire line of 
regular and “D” handled snow pushers 


approximately 12% per cent, the third 
advance since last season. Some fac- 
tories report their supply of steel is 
limited, and some may be unable to 
complete deliveries on time. 


* * . 


Rubber belting, etc.—Effective 
Oct. 15 the prices of rubber belting were 
advanced about 10 per cent. This in- 
crease was beyond the new excise tax, 
which applies only on those items of 
belting which are made preponderantly 
of rubber. An advance on composition 
tubing, smooth or corrugated, was made 
on Oct. 1. 


increase of about 10 per cent beyond 


This represents a further 


the 10 per cent Federal excise tax. 
* 7 7 


Ladders, ete.—Effective Oct. 
10, 1941, a leading maker issued a new 
price sheet covering its line of single, 
step and extension ladders, painters’ 
equipment and miscellaneous equip- 
ment, ironing tables, ironing boards, 
sleeve, skirt and wash boards, props, 
gates, etc. Prices are subject to change 
without notice. Recent mark-ups of 
about 5 per cent, from several makers, 
on competitively priced ladders, have 
raised the total increase to 20 per cent 
or more above the latest bottom quota- 
tions. 

« ca * 

Plumbing price changes 
Among recent mark-ups reported by 
some manufacturers are, on Oct. 1: 10 
per cent on storage tanks, 10 per cent 


on steam and pressure gauges, 744 to 
10 per cent on cast iron specialties, and 
10 to 12% per cent on grease and oil 
cups. One mark-up of 5 cents each on 
toilet seats. Effective Oct. 
items of tank balls were raised 10 per 
cent. On Oct. 20 increases effective 
were: 10 per cent on steel sinks and 
cabinets, 124% per cent on lead roofing 
flashing and 20 per cent on galvanized 
roofing flashing. 


15 certain 


. 

Roofing materials — Some 
makers of prepared roofing, shingles 
and building felts have announced fur- 
ther advances. One maker effective 
Oct. 3, advanced its July prices about 
5 per cent on strip and unit shingles 
and on leading roll roofing items. Felts 
and building papers, advanced in Sep- 
tember, have taken another sharp mark- 
up, with tarred felt now up about 15 
per cent over the July levels, and red 
sheathing raised about 20 per cent. Ef- 
fective with shipments Oct. 15 one com- 
pany advanced prices on various grades 
of pitch, $1 per ton, f.o.b., to all classes 


of trade. 
* * * 


Bicycles, ete.—One maker an- 
nounced, effective Oct. 22, new models 
and new prices on bicycles because of 
OPM restrictions. The company reduced 
its line of models to 10. Nickel and 
chrome parts will be replaced with 
enameled or painted parts on the new 
models. Certain accessories, such as 
spring forks, will be eliminated, as re- 
quired by OPM. The Oct. 22 price 


advance was 50 cents per bicycle. 





Any former orders that the company 
has on hand must be revised, to use 
only the ten “defense” models. Orders 
will be accepted only subject to prices 
prevailing at time of shipment. Manu- 
facturers of bicycle parts and acces- 
sories will accept orders only on the 
basis of prices prevailing at time of 
shipment. Effective also on Oct. 1, 
there were some price advances of 
approximately 10 per cent. Effective 
Oct. 15, one maker announced a price 
advance approximately 5 per cent on 
bicycle baskets. 

* * * 

Zinc prices—On Oct. 9, the Of- 
fice of Price Administration raised the 
price ceilings for the zinc industry one 
cent per pound, establishing a maxi- 
mum price of 8% cents, f.o.b., E. St. 
Louis for prime western, and 9% cents 
delivered for high grade. This price 
increase was deemed necessary to main- 
tain and expand supply. Zinc and its 
ores are produced under a variety of 
conditions, and this action is expected 
to foster the utilization of lower grade 
ores and the opening of new mines. 
A following rise by some sheet zinc 
mills, Oct. 15, one cent per pound on 
sheet zinc and two cents on ribbon zinc, 
was rescinded Oct. 15 at Director Hen- 
derson’s request, “pending further study 
of the situation,” though the mills are 
many months behind on orders. The 
zinc supply situation shows improve- 
ment, as the reported total slab zinc 
smelter output in September ran at a 
new high daily average of 2,441 tons. 
Zinc stocks at the end of September 
totaled 19,427 tons, the greatest this 





Nationally Advertised Items Promoted as Gifts 





W. J. Pettee & Co., Oklahoma City, Okla., used this window display to tie-up with the national promo- 


tion of nationally advertised merchandise as gift goods during the 1940 holiday season. 


Scattered 


throughout the display were blow-ups of advertisements appearing in various consumer publications. 


A large card in the center of the window said: “As Advertised in. . 
In the window, 65 different nationally advertised items carried by the firm were shown. 


publications. 
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America’s Favorite Grass 
Shears and Weeder 


Every person who tends a lawn needs at least two 
of these fine DO0-Klip Lawn Tools. DOO-Klip’s 
famous up-and-down grip action makes weeding or 
trimming a lawn easy, especially the long-handled 
Dod0-Klips, which eliminate stooping and back- 
ache, as they are used standing erect. 


| Backed by National Advertising 


The Doo-Klip is not only the best line of lawn 
tools you can carry; they are also the best known 





to your customers. Again, next spring and summer You can satisfy every customer 
leading national magazines will carry powerful now, with these two types of 

Doo-Klip ads into millions of homes, asking their | Greenlee Spiral Screw Drivers. 

readers to see their nearby hardware dealer for pater the popular Enclosed 
; Doo-Kiice. piral Screw Driver designed 
“ complete to keep dirt and grit out, to 


sTOCK THE FOR : Fan prevent pinching of the fingers, 

ul & ) | to permit more thorough lubri- 
cation, and to permit a full 
grip with the guiding hand. Or 
there’s the new Greenlee Open 











The Doo-Klip | Spiral Screw Driver for those 
Standard Grass | who prefer a high-quality tool 
Shear | with the conventional open 







Retail Price $1.50 4 spiral. Write today for more 


The Doo-Klip information about these fast- 
Long-Handled selling Screw Drivers and other 
Grass Shear Greenlee Tools for the Wood- 
Retail Price $2.50 worker, Electrician, and Plum- 


| ber . . . learn how these tools 
can mean extra sales for you. 


The Snip-itt 


Grass Shear 
Retail Price $1.00 











Doo-Klip Lawn Tools are 
sold only through hardware 






jobbers, so ask your jobber The Doo-Klip = 
salesman about them next Weeder 


time he calls. 


ORDER EARLY 
FOR 1942! 


Retail Price $2.00 





Greenlee Tool Go. 


1715 Columbia Avenue 


| 1 
ALLIANCE MFG. CO. * ALLIANCE, O. | ROCKFORD, ILLINOIS, U.S. A. 
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year, while unfilled orders stood at 67,- 
079 tons, the smallest this year. 


Builders’ hardware, ete. 

Lock manufacturers have been notified 
by the OPM to consolidate their lines, 
by discontinuing slow-selling finishes 
and designs. Beside saving materials, 
this move will have a beneficial effect 
in helping manufacturers and distribu- 
tors to concentrate on their faster-sell- 
ing items. Effective Oct. 10 some mak- 
ers made a 5 per cent advance in the 
prices of butts, hinges, and certain items 
of garage and barn door hardware. 
Door checks and closers were advanced 
approximately 7 per cent by several 
makers about Oct. 14. Advances on 
glass mortise lock door knobs, effec- 
tive Oct. 7 averaged about 10 per cent. 
Effective Oct. 12, one maker advanced 
prices approximately 8 per cent on its 
line of automatic window catches, at- 
tributed to increased cost of labor, ma- 
terials, etc. Because of a leading west- 
ern manufacturer discontinuing the 
manufacture of cast pulleys, and due 
to difficulty by others in securing mate- 
rials, deliveries are extremely slow. 


. > © 


Copper supplies lower—Re- 
fined copper stocks in the United States 
dipped to a record low in September, 
according to authoritative industry sta- 
tistics. At the end of last month re- 
fined stocks in producers’ hands 
amounted to 63,670 tons, compared with 
71,930 on hand at the end of August. 
September deliveries of copper amount- 
ed to 120,429 tons, compared with 117,- 
185 in August. Domestic production 
last month was 82,071 tons, compared 
with 84,695 in August. 


Glass cooking, baking uten- 
sils—These lines are very much in de- 
mand, the scarcity of metal wares being 
a contributing factor. Factories and 
wholesalers are having difficulty keeping 
up with the demand. 


& © & 


Industrial indices — Among 
the leading gages of business and in- 
dustrial activity, some have moved up 
and some moved down, in the latest 
statistics. Heavy construction awards 
in the Oct. 11 week, for example, were 
off sharply. Carloadings numbering 
903.877 cars in the Oct. 11 week, show 
a small decline from a week earlier, 
but compared with a year ago, were up 
11.32 per cent. Electricity output rose 
to new high ground for the second con- 
secutive week, with a total of 3,314,- 
952,000 kilowatt hours. This was a 
rise of 17.7 per cent from a year ago. 
Auto production was 85,600 units, 
against 79,065 in the preceding week, 
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and 114,672 units a year ago. The 
industry learned that it will be per- 
mitted to make only 51 per cent as 
many cars next January as in the 1941 
month, provided it is able to get mate- 
rial. In the Oct. 11 week, the Asso- 
ciated Press index of industrial activity, 
which is based on 1929-30 levels as 100, 
showed a small decline from the week 
earlier, but stood at 138.7 per cent, 
compared with only 114.3 per cent a 


year ago. 


Building gains — Construction 
awards in the first nine months of 1941, 
despite an easing off in September, 
were the largest for any like period 
since 1929, F. W. Dodge Corp., New 
York City, reports, and gained 62 per 
cent over the first three quarters of 
1940. Non-residential building  con- 
tracts were more than double those in 
the same period a year ago. Residen- 
tial construction gained 38 per cent 


over last year. 


Boosts Sporting Goods Business 
With Special Show 


YPECIAL shows for sportsmen 
help the Jeffords Hardware 
Store, Fort Atkinson, Wis., attract 
many customers from a wide area, 
according to L. J. Jeffords, owner. 

Operating on the theory that a 
Rifle Marksmanship Show would at- 
tract many hunters, Mr. Jeffords 
last year put on such a show and 
advertised it quite extensively by 
placards and through ads in the 
local newspaper. 

The event attracted many sports- 
men. Regular bleachers were built 
against the wall of the store and 
more than 200 interested spectators 
were accommodated. 

“In this event we had a marksmen 
on hand who explained the rifles in 
stock and their good points,” said 
Mr. Jeffords, “and this expert also 
did some shooting which interested 
the crowd very much.” 

Fort Atkinson is in the center of 
a very excellent duck and rabbit 
country and thousands of hunters 


annually try out their luck. This 
promotion event put on by the Jef- 
fords Hardware Store brought lots 
of new customers into the establish- 
ment. A number of women hunters, 
as well as men, attended the demon- 
stration and enjoyed it very much. 

“This is the type of promotion 
that really brings folks into the 
store,” says Mr. Jeffords, “and it 
gets the hunters talking about us 
and the guns, ammunition and sport- 
ing goods which we have in stock. 
We had to rearrange our store quite 
a bit in order to take care of the 
crowd, but we made some fine sales 
that same week and our rifle and 
ammunition sales were exceptionally 
high for many weeks afterward. We 
have never tried casting exhibitions, 
and the like, but we do feel that if 
a store has the room there is much 
that can be done in promoting sales 
of sporting goods by demonstrations 
of various kinds.” , 





Some of the 200 spectators who attended the rifle marksmanship 
show held at the Jeffords Hardware Store in Fort Atkinson, Wis. 
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SELL THE SOLDER 





KESTER CORED SOLDERS 


Get Best Results, Easiest 


Meet the growing demand for practical, high-quality 
solders by stocking Kester Cored Solders—the kind 
your customers like best because they’re easiest to 
use and do neat, permanent work, regardless of the 
user’s experience. 


There’s a good margin in Kester sales; Kester adver- 
tising makes Kester products easy to sell. 


Kester Acid-Core Solder for all-around soldering and 
Kester Rosin-Core Solder for radio and electrical 


tifically correct flux conveniently self-contained in 
the core of the solder. Both come in 1-, 5- and 
20-pound spools. Order from your jobber. 
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work, both, are pure, virgin metal alloys, with scien- | 
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Most Oil-Burning Heaters and Appli- 
ances now use A-P DEPENDABLE Oil 
Controls—for assurance of “the most 
heat from the least fuel’! Fuel Economy 
has always been an important Sales 
Advantage on these Appliances .. . And 
now it is more important than ever be- 
fore as an aid to Defense program of 
"Oil Conservation.” 


Point out these A-P Dependable Con- 
trols to your prospective customers. 
Then tell them how they may enjoy 
even more comfort and convenience at 
a saving in oil consumption—by adding 
an inexpensive A-P THERMOSTAT 
and Heat Regulator Set. 


AUTOMATIC PRODUCTS COMPANY 


2442 NORTH THIRTY —SECOND STREET 
MILWAUKEE ® WISCONSIN 
4 New 1941 Edition of the “A-P Album of Space 
Heater Selling” tells you how to make more - 
sales, more profits this year on Oil-Burning 
Appliances. Write for YOUR copy today. It’s 
FREE to all Retail Salesmen. 
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(Washington Bureau 
of HaAkDWaARB AGB) 

Virtually all sales of manila 
cordage at retail from stocks on 
hand or in transit as of Aug. 29 
have been freed from the priority 
restrictions imposed by OPM 
under General Preference Order 
M.-36. 

S. A. Palmer, priority special- 
ist attached to the textile 
branch of OPM’s purchasing di- 
vision, told Harpware Ace that 
the order to relax restrictions on 
retail sales was one of several 
changes recommended by a nine- 
man defense industry advisory 
committee for the hard fiber 
cordage industry. Included in its 
membership are manufacturers of 
cordage from manila fiber and 
agricultural binder twine. 

The revision of the previous 
priority order on manila fiber 
and cordage was announced by 
OPM on Oct. 13 although the 
change in the status of retail 
sales was buried in a three-page 
order containing what was de- 
scribed by OPM’s information 
division as “a number of interpre- 
i tations, all of them technical in 
nature.” 

Removal of the former restric- 
tion on retail sales was embodied 
in this provision of the order: 

“Notwithstanding the provisions 
of paragraph (e) (2), any dealer 
may make retail sales in lengths 
of less than 540 feet of any man- 
ila cordage on hand or in transit 
to him on August 29, 1941.” 
(Aug. 29 was the date the pri- 
ority restrictions on manila fiber 
and cordage became effective.) 

The amendments announced on 
Oct. 13 alsc permit any cordage 
processor or dealer to sell manila 
cordage from stocks on hand or 
in process as of Aug. 29, if it 
comes within these categories: 
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OPM RELEASES MANILA CORDAGE 
FOR SALES BY RETAIL STORES 


who were selected by Frank 
Walton, chief of OPM’s textile 
section, after industry represen- 


| tatives submitted nominations, in- 


Amendments announced Oct. 13 also 
permit any cordage processor or deal- 
er to sell manila cordage from stocks 
on hand or in process as of Aug. 29. 


Manila yacht rope; manila 
lariat rope; manila yacht lariat | 
rope; manila rope with a Becker 
value of 36 or below; and | 
manila rope of such special con- 
struction as to be unfit to fulfill | 
any of the categories of orders 
outlined in (e) (2). These later 
classifications include defense or- 
ders, and orders to fill com- 
mercial marine usages; oil and 
gas wells for certain designated 
purposes; and hoisting and trans- 
mission-of-power uses in mining. 

The original OPM priority or- 
der (see Harpware Ace, Sept. | 
18, p. 77) subjecting cordage to | 
full priority control, imposed re- 
strictions on the processing as 
well as the sales and deliveries of 
manila cordage, and stipulated 
that demands for such cordage 
be given the right of way over 
non-defense requirements with 
certain designated exceptions. 

A new definition of “manila 
fiber” adds for the first time 
Abaca or Manila hemp “either 
stripped or decorticated, Sumatra 
Abaca, and Panama Abaca.” 
OPM officials interpreted the 
original order as including these 
items but decided to expand the 
language to remove all doubt in 
the matter. 

At the time manila cordage 
was subjected to complete pri- 
ority control, no exemption was 
provided for sales at retail but 
such an exemption was urged by 
the industry’s advisory committee 
soon after it was appointed late 
in September. Mr. Palmer ex- 
plained that the suggestion met 
with the prompt approval of 
OPM since government officials 
were “anxious to clear these 
stocks out” and permit retailers 
o “handle it any way they de- 
sire.” 





| clude: 


| age Co., 





Members of the committee, 


E. W. Brewster, treasurer and 
general manager, Plymouth Cord- 
North Plymouth, Mass.; 
|E. P. McCann, vice-president, 
Tubbs Cordage Co., San Fran- 


cisco; E. D. Martin, general man- 


ager, Hooven & Allison Co., 
| Xenia, Ohio; S. W. Metcalf, 
| president, Columbian Rope Co., 
Auburn, N. Y.; S. Howard Rugg, 


|E. T. Rugg Co., Newark, Ohio; 


John U. Barr, Federal Fibre Mill, 
Inc., New Orleans; W. C. Cating, 
Jr., vice-president, Cating Rope 
Works, Inc., Maspeth, N. Y.; H. 
A. Whitlock, president, Whitlock 
Cordage Co., New York; Waldo 
Reiner, Wall Rope Works, Inc., 
New York. 
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RAY-O-VAC CO. MAKES 
TERRITORIAL CHANGES 


Promotion of Carl S. Dacu- 
from the Oklahoma district of the 
Ray-O-Vac Co., Madison, Wis., 
to the South Georgia district, 
with headquarters in Atlanta, Ga., 
has been announced by G. A. 
Shipley, in charge of the Atlanta 
office. Mr. Dacus has been with 
Ray-O-Vac for five years, and up 
to Jan. 1, 1941, was a member 
of the Atlanta office staff. His 
former position at Oklahoma City 
will be filled by R. C. Tuggle, 
who has had several years’ expe- 
rience in the battery field. 

, Malcolm N. Warren, formerly 
a junior salesman working out of 
New Orleans, has been placed 
in charge of West Tennessee ter- 
ritory, and is moving from Jack- 
son, Miss., to Memphis, where his 


new headquarters will be. 
| 





COPPER FURTHER RESTRICTED FOR 
USE IN CIVILIAN NEEDS BY OPM 


Building Supplies and Hardware on Prohibited List 


The Division of Priorities im- 
posed additional rigid centrols 
on copper and brass, issuing Con- 
servation Order M-9-c which vir- 
tually forbids the use of copper 
for many civilian products. The 
order sets up the following con- 
trols over both domestic and im- 
ported metal and scrap: 

1. Use of copper in more than 
100 civilian items is restricted to 
approximately 60 per cent of a 
1940 base period until Jan. 1, 
1942. 

2. Use of copper in the manu- 
facture of the articles listed is 
prohibited after Jan. 1, 1942, ex- 
cept for non-decorative plating. 

3. Use of copper in building 
construction is prohibited after 
Nov. 1, 1941. 

4. Use of copper in all items 
not listed is reduced to 70 per 
cent of a 1940 base period. 

The prohibited list includes 
several general categories: build- 
ing supplies and hardware, house 
furnishings and equipment, gifts 


| and novelties, automotive, trailer 





and tractor equipment and a mis- 
cellaneous list which runs from 
fire-fighting apparatus to toys. 

Seven exceptions are made; 
restrictions do not apply to 
Army, Navy, Lend-Lease or other 
government defense agency con- 
tracts where the use of copper is 
specified; to products covered by 
underwriter or other safety reg- 
ulations in effect on Oct. 1, 1941; 
to copper used as a conductor 
for electricity; in chemical plants 
where corrosive action makes 
other materials impractical; in 
research laboratories; for con- 
denser or heating exchanger 
tubes and tube sheets in steam 
generating plants and oil refin- 
eries where corrosive action in- 
validates the use of other mate- 
rials, and in hydroelectric plants. 

The order provides for limita- 
tions of inventory to a practicable 
working basis and defines cop- 
per and copper alloy as any metal 
containing 50 per cent copper. 
The order applies equally to 
scrap. 
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BASSETT NAMED MANAGER; FLETCHER, 
WORKS MGR., CORBIN CABINET LOCK 


Royal M. Bassett has been ap- 
pointed manager of the Corbin 
Cabinet Lock Co., division of the 





ROYAL M. BASSETT 


American Hardware Corp., New 
Britain, Conn., it was announced 
by George T. Kimball, president 


IRVING J. FLETCHER 
1941 








of the corporation. Irving J. 
Fletcher, production engineer, has 
been made works manager for 
the Corbin Cabinet Lock Co. 
Mr. Bassett has been general 
sales manager of the Corbin Cab- 
inet Lock Co. for the past five 
years. Previously he was in a 
merchandising and sales promo- 
tion capacity for the Chase Brass 
Co., Waterbury, Conn. He was 
also sales manager for the Al- 
berene Stone and Marble Co. of 
New York and Schuyler, Va. 


NEW HOUSEHOLD 
APPLIANCE MFR. 


John Raymond, president, an- 


‘nounces the organization of As- 


sociated Products, Inc., 275 W. 
Market St., Akron, Ohio, for the 
manufacturing and selling of 





commercial and household elec- 
tric appliances. Mr. Raymond 
has been active 15 years in sale: | 
and merchandising of household | 
and major appliances. Walter L. 
Hain becomes secretary and trea- 
surer—formerly with Goodyear 
Tire & Rubber Company and for 
the past five years in engineering 
and sales of household appli- 
ances. W. H. Sickinger, promi- 
nent designer, electrical engineer 
and consultant joins the firm as 
vice-president. 





MAZZOCCO & CO., NEW 
SOUTH AMERICAN FIRM 


William Mazzocco and Victor 
Manoel Mattos have organized 
Mazzocco & Co., Ltda., Rua da 
Assemblea, 95, Rio de Janeiro, 
to represent American hardware 
manufacturers in the Brazilian 
market and also to export 
Brazilian products to the United 
States. 








T. W. SMITH, JR. 


Who was elected president of 
the Toy Manufacturers of the 
U.S.A., Inc., New York City, at 
its annual convention, Sept. 24- 
25, 1941. See Harpware Ace, 
Oct. 16, p. 66. Mr. Smith is with 
the Sun Rubber Co., Barberton, 
Ohio. 





WM. W. WOOD, 3d, ELECTED BOARD CHAIRMAN 
WM. B. WOOD, PRESIDENT, WOOD SHOVEL & TOOL CO. 


On October 7, 1941, at the an- 
nual meeting of the Wood Shovel 
& Tool Co., Piqua, Ohio, Wm. W. 
Wood, 3d, president since 1922, 
was elected chairman of the 
board and his son, Wm. B. Wood, 
became the new president of the 
company—the third generation of 
the Wood family to head up the 
active operations of this firm. 

The Wood Shovel & Tool Co., 
was established at Piqua, Ohio, 
in May, 1902, and started actual 
shovel production in January of 
the next year. The business was 
founded by the new chairman of 
the board and his father, the late 
H. K. Wood, who was president 
until his death in 1922. The 
Wood family has been active in 
the manufacturing business at 
Piqua since 1838 when Wm. 
Webster Wood, grandfather of 
Wm. W. Wood, 3d, started in 
the cooperage business, coming 
from Boston to Piqua, via ferry 
and canal boats, horse-drawn 
stages, etc., on a trip that took 





three weeks to complete. From* 
1865 to 1906 Wm. Webster Wood 
and his son H. K. Wood were 
also in the linseed oil business at 
Piqua, operating successively as 
W. W. Wood & Sons; Wood, Far- 
rington & Co., and the Wood Lin- 
seed Oil Co. 





These executive changes were 
first announced at the manufac- 
turers’-wholesalers’ convention in 
Atlantic City which brings up 
the interesting information that 
Wm. W. Wood, 3d, has attended 
every one of these conventions 
since 1903. 





WM. W. WOOD, III (left) and WM. B. WOOD 








DEFENSE RATING FOR REPAIR AND OPERATING 
SUPPLIES MADE AVAILABLE TO INDUSTRY 


Hundreds of thousands of the 
Nation’s industrial plants, big 
and small, were granted the use 
of an A-10 priority rating to ob- 
tain maintenance and repair ma- 
terials in line with the recently 
expressed policy of SPAB of 
keeping the economy in good 
running order. 

The rating, granted by the 
Priorities Division of OPM, also 
can be used to obtain operating 
supplies (fuel for example) 
which are used in the manufac- 
turing process. 

Retail establishments are ex- 
cluded at least for the time be- 
ing because of administrative dif- 
ficulties inherent in operating a 
maintenance and repair plan in 
the field. But, generally speaking, 
the order extends priority assis- 
tance to many others in all seg- 
ments of the American economy. 

The plan is set forth in an 
amendment to a previous ordet 
(P-22). 

Those granted the use of the 
A-10 rating, which is a defense 
rating, include: 

(1) any government unit; 

(2) any individual, partner- 
ship, association, corporation o1 
other form of enterprise engaged 
in one or more of the following 
activities or acting in one or more 
of the following capacities to the 





| extent that it is so engaged or 


sO acts: 

(a) manufacturing processing 
or fabricating; 

(b) warehousing — maintaining 
warehouse for storage or distri- 
bution of any material; 

(c) wholesaling—acting as a 
distributor of products sold to 
manufacturers, wholesalers, re- 
tailers or other persons not con- 
sumers; 

(d) charitable institutions 
any charitable or eleemosynary 
institution which is recognized 
as such for purposes of the In- 
ternal Revenue Laws of the 
United States; 

(e) carriers—urban, suburban 
and interurban common or con- 
tract carriers of passengers o: 
freight by electric railway, elec- 
tric coach, motor truck or bus. 
including terminals; shipping 
commercial carriers of freight 
and passengers by ocean, lake. 
river or canal, including ter- 
minals; 

(f) education institutions 
cluding vocational training) ; 
(g) printers and publishers: 

(h) radio—commercial broad- 
casting and communications; 
and telegraph 
including wire 


(in- 


(i) telephone 
communications; 
services; 





(j) hospitals, clinics and sana- 
toriums ; 

(k) petroleum—discovery, de- 
velopment and depletion of pe- 
troleum pools. 

Any plant or business qualified 
to use the rating can do so with- 
out making the application fo. 
its use. If a manufacturer need 
a repair part, for example, he 
simply places his repair order 
with a supplier and on the face 
of the order and all copies sign: 
the following statement: 

“Material for Maintenance, Re 
pair or Operating Supplies—Rat 
ing A-10 under Preference Rating 
Order P-22, as amended, with the 
terms of which I am familiar.” 

This constitutes legal use of 
the rating. And, since the A-10 
rating denotes a defense need, the 
order placed must be accepted by 
the supplier under the terms of 
Regulation No. 1. The supplier 
may the rating in the 
same manner if necessary to ob- 
tain materials going into the pro- 
ducer’s order. Suppliers may use 
the rating for their own repair 
and maintenance needs, of course. 
if they are qualified to do so un- 
der the terms of the order. 

The order emphasizes the fact 
that the rating granted cannot 
be used to obtain anything ex- 


extend 





cept maintenance, repair and op- 
erating supplies as these are de- 
fined in the order. 

The phrasing of the certifica- 
tion to be placed on all purchase 
orders for such materials make 
it mandatory for those using the 
order to be familiar with all its 
terms before using it. 

Certain stipulations are in- 
cluded in the order to prevent im- 
proper use: 

(1) Purchase orders for re- 
pair, maintenance and operating 
supplies must be made _ sepa- 
rately from all other orders, if 
the rating is used. 

(2) The rating must not be 
used if the material can be used 
without a rating. 

(3) Producers using the rating 
may do so only to obtain mate- 
rials in quantities which are not 
above certain 1940 levels as de- 
fined in the order; provided, 
however, that the Director of Pri- 
orities may permit large quanti- 
ties of materials to be ordered 
and used in proportion to any 
increase in operations over last 
year’s levels. 

(4) Misuse of the plan may re- 
sult in direct punitive action. 

(5) Utilities and mines cov- 
ered by separate repair orders 
are not covered by the present 
order. However, the plan does 
apply to all other establishments 
previously covered by Preference 
Order P22, which is now revised 
by the new plan. 








PHILADELPHIA PAINT ASSN. ELECTS: Walter A. Gorrell, vice-president and general manager of John Lucas & Co., was 
re-elected president of the Philadelphia Paint, Varnish & Lacquer Association at its annual meeting at the Hotel Warwick, 


October 8th. Houston B. Almond, Ist vice-president, Joseph W. Gardiner, 2nd vice-president, S. 


Wilbur E. Rank, secretary, were also inducted. 
Executive committee members selected were: Samuel R. Matlack, Horace S. Felton, Harry R. Kluth, Henry R. Dowdy, J. V. 
Hastings, Jr., Howard W. Hock, William MacKnight, C. P. Morris, Walter F. Platt, Jr., J. H. Stutt and Joseph A. Morris. 
Feature speakers of the meeting were: Earl Godwin, Washington Observer for N.B.C., George Priest, priorities consultant 
for the National Paint, Varnish & Lacquer Association, and Frederick W. Slack, Director of Priorities, Division of O.P.M. for 


the Philadelphia District. 


French Reeves, treasurer, and 


Announcement of the delegates to the National Paint, Varnish & Lacquer Convention were announced as: Delegates: Horace 
S. Felton, Samuel R. Matlack, Jos. W. Gardiner. Jr.. Wm. H. Jardin, Jr.. H. B. Almond, F. Howard Braithwaite, George T. 
Elser. Alternates: Robert W. Matlack, John V. Hastings, Jr., A. Morton Wilson, Jr., Julius Taussig, Henry R. Dowdy, Wilbur E. 


Rank, George B. Heckel, Jr. 


William Meyer, recipient of the first George Baugh Heckel Scholarship award to Drexel Institute of Technology, was intro- 
duced to the Association. The meeting was one of the largest ever held by the Philadelphia Association with an attendance of 


148 members and guests. 


140 
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EXPLANS.TORY NOTE OF PRICES 
mane * 2, 3, 4 and 6 represent Dollars per gross ton (2240 
8.) 


Item 5 represents Dollars per net CWT (formerly quoted 
per gross ton). 

Items 7, 8, 9, 10, 11, 12, 18, 14, 15, 16, 17, 18, 19 and 20 repre- 
sent Dollars per hundred pounds. 

Item 21 represents discounts from Price List which would 
need to be consulted. 

For Example: 
lst item, Pig Iron, Basic—Valley, $16.75 per gross ton 


(2240 Ibs.). 

2nd item, Foundry Pig Iron, No. 2—Chicago, $11.00 per Table O 
gross ton (2240 lbs.). 

7th item. Common Iron Bars, Pittsburgh, 95/100 of a 
Dollar (equals 95c.) per 100 Ibs. 

9th item. Tank Plates, Pittsburgh, $1.00 per 100 lIbs., etc. matel 











OMMENTS:—Attention is particularly called to the long price movement starting in / 
( . steadily until July, 1917, to points that probably will not be surpassed in this generation 

prices were agreed with or fixed by the Government on a majority of these items. The str 
until the signing of the Armistice. Then there was a “marking time” or gradual easing off un’ 
market began advancing again by leaps and bounds until July, 1920. This was the turning 
inflationary movement we have yet witnessed, which was followed by the Post-War deflation 
1922, Perhaps more remarkable, however, was the steady recession in prices from April, 192 
when production was steadily mounting, together with profits, to record heights. 

The March, 1933, figures represent the period of the culmination of the banking crisis. T! 
are the first Steel Code prices under the N.R.A. filed Aug. 29 of that year. The June, 1938 figt 
price cuts announced near the end of that month when the basing point system was broaden 
many new market centers, and differentials in prices at the various basing points were elimin. 

The 1941 prices marked (*) are based on ceiling prices established by Government 

In considering this chart the fact should be taken into consideration that the cost of labor 














































































































prior to 1914. OLIVER BRC 
Col. No. 1 a 3 4 6 6 7 8 

Item Price | Sept. | Sept.6| Oct. 2; Oct. 1 | Nov. 1 Dec. 22; July | July 

No. Materia! Based, | 1699 | 1900 | 1902 | 1904 | 1905 | 1906 | i907 | i908 
1 | Pig Iron, Basic...............Valley | 16.75 | 23.00 | 22.00 | 14.50 P 

2 | Foundry Pig Iron, No.2......Chicago | 21.00 | 16.60 | 23.00 | 13.60 | 17.76 | 25.50 | 24.60 | 17.50 
3 | Bessemer Pig Iron........ Pittsburgh | 23.76 | 14.00 | 21.76 | 12.85 | 16.86 | 23.85 | 22.90 | 16.90 | 
4 | Steel Billets, Bessemer.....Pittsburzb | 38.00 | 17.60 | 29.00 | 19.60 | 26.00 | 29.60 | $4.00 | 27.00 | 
6 | Wire Rods... ‘Pittsburgh — 33.00 | 35.50 | 26.00 | 32.00 | 39.00 | 36.60 | 33.00 | 
6 | Heavy Steel Scrap..... Chicago | 15.60 | 9.00 | 18.50 | 10.00 | 14.60 | 17.50 | 16.50 | 11.50 | 
7 Common Iron Bars....... . Pittsburgh 1.95 | 1.30; 1.80/ 1.30; 1.80] 1.80; 1.70; 1.40 j 
8 ~ Merchant Steel Bars . . Pittsburgh 2.60; 1.10; 1.60) 1.30; 1.50 | 1.60 | 1.60, 1.40 / 
9 | Tank Plates... Pittsburgh | 2.76| 1.10| 1.75| 1.40| 1.76| 1.70, 1.70| 1.60) 
10 Structural Material....... . Pittsburgh 2.26 | 1.456 | 1.85 | 1.40] 1.70| 1.70) 1.70) 1.60 | 
11 Steel Sheets, No. 24 Black Pittsburgh 3.00 | 2.75 | 2.40; 1.76 | 1.90 | 2.25 | 2.25 | 2.15 j 
12 | Steel Sheets, No. 24 Galv. Pittsburgh ag, 2.60| 2.70| 3.10| 3.26| 3.05| 
13 | Barb Wire—Galv....._. Pittsburgh | 3.25 | 2.80| 2.60| 2.06| 2.26| 2.45| 2.45| 2.40 | 
14 | Wire Nails—Standard.....Pittsburgh | 2.65| 2.20| 1.90| 1.60| 1.80| 2.00| 2.00| 1.95 | 

15 Cut Nails. . Pittsburgh 2.40) 1.95 | 2.05} 1.60) 1.66 | 2.05 | 2.06 | 1.75 
16 | Copper, Ingot “New York | 18.60 | 16.76 | 11.66 | 12.75 | 16.624| 23.00 | 21.00 | 12.874) 
17 | Spelter—Zinc St.Louis | 6.36 | 4.024] 6.26| 6.00| 6.10| 6.65, 6.80| 4.35 
18 | Lead—Pigs “St.Louis | 4.60| 4.823) 4.10| 4.20| 6.26| 6.16| 6.00| 4.40, 
19 | Tin—Pigs. "New York | $2.00 | 30.75 | 26.00 | 27.86 | 32.60 | 42.70 | 40.26 | 27.20 | 
20 | Tin Plate. . Pittsburgh | 4.65 | 4.65| 4.00| 3.30| 3.45 | 3.90) 3.90| 3.70 | 
21 | Steel Pipe ____..... .Pittsburgh | 70% | 67% | 784% | 79% | 75% | 12% | 74% | 











Col. No. 1 2 2 4 5 6 7 8 





nent starting in April, 1915, advancing 
in this generation. In November, 1917, 
2se items. The strong market continued 
dual easing off until late 1919, when the 
was the turning point of the greatest 
Post-War deflation culminating early in 
es from April, 1923, to September, 1929. 
its. 
banking crisis. Those for August, 1933, 
The June, 1938 figures reflect the drastic 
stem was broadened by the addition of 
oints were eliminated or modified. 
by Government Price Administrator. 
it the cost of labor is much greater than 


OLIVER BROTHERS, INC. 


Hardware 


DITOR’S NOTE:—We again submit the revised TABLE OF MARKET 
by Oliver Brothers, Inc., with offices at New York and Chicago, who are r 
the most reliable sources of price information in America. Requests have com 
the world for additional copies of the previous issues of this Chart, which is 2 


100 East 42nd Street, New York City 


Table of Market values from September, 1899 to June, 1941, of th 


materials entering into the manufacture of a ereat variety of h 


value and importance of the information herein contained. 


We believe that the work involved in compilation and the value of the informs 
justify this Table being made a permanent record of your office. 


We again express to Oliver Brothers, Inc., our appreciation of their courtes 
Chart, and which we recognize as a service rendered the trade by their organizatia 






























































































































































































































































? 8 4 10 11 12 13 14 16 16 17 18 19 20 21 22 23 24 26 
| vern ‘Mar. 21 , | 
2, July July | Mar. | Jan. | Jan.1| Jan. | Aug. | April | Mar. | The Peak |Go comes ~=May Dec. | April | Sept. | Jan. | Mar. , Sept. | D 
| i907 | i908 | 1909 | i910 | 1912 | i913 | 1914 | 1916 | 1917 Jay Peter | 1918 <9, 1919 | 1920 | 1920 | i921 | 1929 | 1922 | 19 
- 1917 | | 
| | sa | @Note a 
) | 22.06 | 14.60 | 14.95 | 16.88 | 12.37 | 16.46. | 13.00 | 12.50 | 32.00 |Hich 5490] 33.00 | 32.00 | 25.75 | 34.30 | 42.17 | 48.60 | 30.00 | 17.90 | 31.12 | 24 
) | 24.60 | 17.60 | 16.50 | 19.00 | 14.00 | 18.48 | 14.44 | 13.50 | 36.65 | F ith & 33.50 | 33.50 | 27.26 | 37.30 | 43.60 | 46.76 | 33.15 | 20.47 | 32.934| 28 
; | 22.90 | 16.90 | 16.40 | 19.90 | 15.15 | 18.15 | 14.90 | 14.55 | 37.66 High 36.95 37.25 | 36.16 27.95 | 35.30 | 43.60 | 50.46 | 33.96 | 20.92 | 35.32 | 29 
a . 56. BB Wronicanve besten bccn ers: 
) | $4.00 | 27.00 | 26.00 | 27.00 19.50 | 28.40 | 20.17 | 19.50 | 70.00 ‘avtlith &  JemallorS100) $1.80 38.60 | 38.504] 60.00 | 60.00 | 43.60 | 28.13 39.66 | 36 
) | 36.50 | 33.00 | 33.00 | 33.00 | 24.60 | 30.00 | 26.26 | 25.00 | 80.00 |, Hish® || 67.00 | 57.00 62.00 | 52.00+| 5200 | 57.00 57.00 | 36.04 aa 46 
) | 16.60 | 11.50 | 12.60 | 16.60 | 10.50 | 12.75 | 9.76 | 9.16 | 24.25 | 35.50 | 28.60 | 28.76 | 16.05 | 21.55 | 23.76 | 24.81 | 16.13 | 12.40 | 17.39 
| | 
y} 1.70] 1.40] 1.40| 1.70| 1.25] 1.65 | 1.26] 1.20} 3.60 High 525 3.50 | 3.60} 2.36| 3.46| 4.05| 4.60| 2.81| 1.86 2.33 
)} 1.60] 1.40] 1.20] 1.48] 1.16) 1.40| 1.18! 1.26] 3.26 Hite 2.90 2.90; 2.35) 2.364] 238 | 238 | 2.35 | 1.44 | 2.08 
4 Ave. 4.50 ans = Rial Pritaid oasisss 
); 1.70} 1.60) 1.30| 1.65 | 3.15] 1.60| 1.18 | 1.20] 4.365 Hish 1000 3.95 | 3.25 | 2.66 | 2.654] 25 ee | 2.66| 1.43 | 2.21 
Ave. 9.00, \ | — = ara a 
)} 1.70} 1.60] 1.30| 1.65 | 1.26| 1.60] 1.18| 1.20) 3.60 tithe 3.00 | 3.00/ 2.46 2.451) 535 ] Sip | 2-46) 1.44) 2.12) 
= ! | a | = : ens 5 ee ! Se a a: Cy name aa 
| 2.25 | 2.15 | 2.00 | 2.10) 1.65 | 2.07 coin 1.55 | 4.65 [feb 075) 4.75 | 4.75 | 4.10 | 4.101) $38 | aig 4.36 | 2.75 | 3.26 
}| 3.25 | 8.06 | 2.75 | 8.00| 2.40 | 2.97| 2.27 | 2.90 | 6.50 Mish 19s) 5.75 | 6.76 _ 5.20 | 5.201) 50 | 27% 5.20) 3.5 | 4.01 
}| 2.46] 2.40] 2.40] 2.15 | 1.86 2.16 | 1.95 | 2.15 | 4.06 | Micha | 4.00 | 4.36 | 4.10 | 4.10/ {3 | im | 4-10 3.15 | 3.21 
4 W Hi | ago 3.25 325 | « of ero 
)| 2.00} 1.95 | 1.95] 1.86 | 1.56 1.75 | 1.55 | 1.65 AS ey Bees 3.50 | 9.00) 9.08 | 8.251] i | 25 | 3-26| 2.45 | 2.66 
}| 2.06] 1.76 | 1.80] 1.80 | 1.60] 1.70) 1.65 | 1.65 | 3.60 Hih& | 4.36 | 4.00/ 4.25 | 6.70) 6.86 / 6.85 | 5.01| 2.78 | 2.90 
| 21.00 | 12.873) 13.00 | 13.93 | 14.26 | 16.90 | 12.68 | 17.10 | 36.75 | 28.90 | 23.60 | 23.60, 16.01 | 18.48 | 18.64 | 18.05 | 12.85 | 13.03 | 14.21 | 14 
\ i |—-——- --- | | | | | | 
| 6.80 | 4.36; 4.66 / 6.00| 6.10| 7.06 | 6.45 | 11.26 | 10.66 | 8.656 | 7.95 | 7.14| 6.20| 8.39 | 8.25 | 7.76| 6.44) 4.65, 6.69| 7 
}| 6.00} 4.40; 3.823) 4.60] 4.45 | 4.20/ 3.74 | 4.11, 9.63 10.66 | 6.26 | 6.70| 6.00| 6.89, 8.70| 8.25| 4.78) 4.46) 6.89/| 6, 
| 40.25 | 27.20 | 28.65 | 32.74 | 44.60 | 60.45 Mich $5.00 47 98 | 64.36 | 62.60 | Neminat | jth | 67.00 | 64.81 | 62.20 | 44.65 | 35.94 | 29.17 | 32.44 | 37. 
| 3.90] 3.70| 3.45| 3.60| 3.40| 3.60| 3.60! 3.20. 8.00 ‘sa 7.75 | 7.76 | 7.00| 7.00¢| 79 | 7% | 7.00 4.68; 4.75 | 4 
| 9am | 14% | 19% | 78% | 81% | 80% | 80% | 80% | 60% | 42% | 51% | 51% | 5TH% | 574% | 574% 14% 574% 71% 68%, 66 
7 8 9 10 11 12 13 14 15 16 17 18 19 20 21 22 23 24 25 
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N. B. Prices Shown Are Domestic Prices Only 





‘OTE: Prices under the heading “March 21,1919”, and those marked by dagger (+), represent 

the Steel Corporation’s prices (to which they adhered strictly) and which prior to N.R.A. were 
marily followed by the Independent mills. From Jan. 1920 to Jan. 1921, in some instances, two sets 
ices are shown on the chart because of the two markets prevailing on certain steel items. In such 
nces the upper price in each individual box indicates the one adopted by the U. S. Steel Cor- 


tion and the lower price indicates figures that were secured in the open market. 


These two 


ets were caused by the Steel Corporation maintaining the prices suggested in Washington in 
sh, 1919, while the outside market was regulated to a considerable extent by the law of Supply 
Demand. This dual price market ceased to exist in November and December, 1920, as demand 








































































































































































































fallen off. 
33 34 3 0CtiKCC(i«i‘« ST? 38 39 40 41042 
Soto | tess | fous | dest | Hoss | does | Yeas, H8Df | teeew | ame | aster pice | So 
| | 1897 1897 F.O.B. | 
| 18.60| 13.60 | 17.00 | 23.60 | 19.60 | 20.60 | 22.60 | 23.60% July, 1904 | July. i817 | Pig Iron, Basic............... Valley @ 
20.00 | 16.60 | 17.60 | 24.00 | 20.00 | 21.00 | 23.00 , 24.00| Dec. 097 | July, 1817 | Foundry Pig Iron, No. 2... Chicago | 2 
20.76 | 15.00 | 18.00 | 24.50 | 20.50 | 21.50 | 23.50 26 -19* + 7 Bessemer Pig Iron........ Pittsburgh | - 8 
| 35.00 | 26.00 | 26.00 | 37.00 | 34.00 | 34.00 | 34.00 . 34.00" Dec. 1897 | Julx,1917 | Steel Billets, Bessemer. . . . Pittsburgh | 2 4 
| 42.00 | 36.00 | 35.00 | 47.00 | 43.00 | 43.00 | 2.00 ¢ 2 00+ Ney. 1898 | Joly. 1917 | Wire Rods............... Pittsburgh | 5 
| 16.00 | 5.00 | 10.00 | 15.60 | 10.60 | 13.25 | 17.60  18.75*| Ams, t932 | June.i917 | Heavy Steel Scrap........... Chicago | 6 
1.75 | 1.60] 1.60} 2.45 | 2.45 2.15 | 2.25 | 2.25%) Oee.187 | Jol.1917 | Common Iron Bars. ...... ' Pittsburgh |? 
1.90} 1.60 1.60 | 2.46 | 2.26 | 2.16] 2.10 | 2 -15*) On. 1008 Jaly,1917 | Merchant Steel Bars... ... Pittsburgh -* 
| 1.90 | 1.60} 1.60 | 2.45 | 2.10] 2.10 | 2.10 | 2.10%) Dec1007| Job t917 | Tank Plates. ......+++++++ Pittsburgh | 9 
| 1.90] 1.60] 1.60 | 2.45 | 2.10) 2.10) 2.10 | 2 .10*| Dec. 1897 | July, 1917 | Structural Material........ Pittsburgh i 10 
2.85 | 2.00) 2.26 | 3.15 | 3.05) 3.05| 3.00, 3.00* May, 1915 July, 1917 | Steel Sheets, No. 24 Black. . Pittsburgh | 
| 3.60 | 2.60 2.86 | 8.80 | 3.50 | 3.50 | 3.50 | 3.60%) Jap,t914 | Jub, 1817 | Steel Sheets, No. 24 Galv.... Pittsburgh | 12 
| 3.20] 2.36| 2.60| 8.40| 3.20] 3.10| 3.40 3.40%) Dec | dup tet7 | Barb Wire—Galv.......... Pittsburgh | 13 
| 2.45 | 1.86] 2.10| 2.76 | 2.46| 2.26 | 2.40 | 2.40%) Dec. 1097 Jan 1920 | Wire Nails—Standard..... Pittsburgh | 14 
| 2.70] 2.60| 2.65 | 3.60| 3.60] 3.60| 3.85 3.85") Jan, 1912 | Avril 1920! Cut Nails................. Pittsburgh | 16° 
| 18.03 | 6.25% 9.00 | 14.00 | 9.00 | 10.00 | 11.50 , 12.00%) Feb.1933 | Mu. i917! Copper, Ingot............. New York | 16 
| 6.78 | 2.99% | 4.90% 6.76 | 4.60| 4.89 | 6.24 | 7.25%) Myy, ae June, 1915 | Spelter—Zine.............. St. Louis at 
| 6.69 | 3.02% 4.60 | 6.86 | 4.60| 4.85 | 4.85 | 5.70* July.r932 | Jonet9i7| Lead—Pigs................ St.Louis | 18° 
| 45.38 |24.3414| 44.73% 56.6234 43.00 | 48.90 | 54.57 62.69 | Dec, 1997 | Mer. i918 | Tin—Pigs................ New York | 19° 
6.25 | 4.25 | 4.65) 6.36 | 5.35 | 6.00 | 5.00 6.00% Nev.1m6| Jur i917! Tin Plate................, Pittsburgh | 20 
| 68% | 1%  6714% 6434% 6814%| 6814% 6834% 684% Dec,1911 | June.i917| Steel Pipe... Pittsburgh | 21 
" 33 34 35 36 37 38 39 40 41 42 

















R. M. ROBERTS 


H. H. HOWRY 


AMERICAN CAN COMPANY ANNOUNCES 
ADMINISTRATION REORGANIZATION 


The American Can Co., New 
York City, announces that it has 
effected changes within its or- 
ganization so that hereafter the 
administration of both packers 
can and general line sales, in all 
districts east of the Rocky Moun- 
tains, will be through two new 
sales division offices, to be known 
as the Atlantic division sales of- 
fice, located at 230 Park Avenue, 
New York, and the Central di- 
vision sales office, at 104 South 
Michigan Avenue, Chicago, III. 

Under this new arrangement, 
the Northeast district and the 
Atlantic district packers can sales 
will continue to function as be- 
fore, responsible to the Atlantic 
division sales office in New York. 
The Atlantic district general line 
sales department will be discon- 
tinued as such and will become 
a part of the Atlantic division 
sales office. The Central district 
packers can and general line 
sales will be merged as the new 
Central division sales office. 

R. M. Roberts, formerly as- 
sistant general manager of sales, 
packers can, has been appointed 
manager of sales, Atlantic divi- 


J.J. LYNCH 
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sion. H. H. Howry, formerly dis- 
trict sales manager, Atlantic dis- 
trict, packers can, has been ap- 
pointed assistant manager of sales, 
Atlantic division. F. G. Jewett, 
formerly assistant to district sales 
manager, Atlantic district, gen- 
eral line, has been appointed as- 
sistant manager of sales, Atlantic 
division. T. E. Alwyn, formerly 


sales division manager, Atlantic | 
district, general line, has been | 


appointed assistant manager of 
sales, Atlantic division. 

J. J. Lynch, formerly district 
sales manager, Central district, 
packers can, has been appointed 
assistant to the vice-president, in 
charge of the Central division. 
H. A. Pinney, formerly district 
sales manager, Central district, 
general line, has been appointed 
manager of sales, Central divi- 
sion. L. W. Graaskamp, formerly 
assistant district sales manager, 
Central district, packers can, has 
been appointed assistant manager 
of sales, Central division. M. J. 
Eberhart, formerly assistant dis- 
trict sales manager, Central dis- 
trict, general line, has been ap- 
pointed assistant manager of 
sales, Central division. 
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Create extra twenty-five cents sales by placing this dis- 
play-dispenser of Scotch Decorators Tape on your paint 
department counter .. . reminding customers, when b 

ing paint, brushes or abrasives, of this easy way to — 
two-tone painting of furniture, cabinets and trim or pro- 
tecting woodwork and windows. 
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HARRY L. BILL NAMED V.-PRESIDENT 
GENERAL MGR., GREENFIELD TAP & DIE 


At a meeting of the board of 
directors of the Greenfield Tap 
and Die Corp., Greenfield, Mass., 





HARRY L. BILL 


on Oct. 2, Harry L. Bill was 
elected vice-president and gen- 
eral manager to succeed Howard 
M. Hubbard, recently resigned. 





Mr. Bill spent the early part 
of his life in New Haven where 
he began his business career at 
a bench in the factory of the 
Winchester Repeating Arms Co. 
as a gage and model maker. He 
later identified himself with the 
automotive industry when he 
joined the Corbin Motor Vehicle 
Co. of New Britain as factory 
manager. 

His next move took him to De- 
troit with the Chalmers Motor 
Company and from that time un- 
til 1935 he had a wide experi- 
ence in the manufacture of auto- 
mobiles and of automotive 
products of many kinds. In 1935 
Mr. Bill joined the Bendix Air- 
craft Corp. as vice-president and 
general manager of jts subsidiary, 
the Pioneer Instrument Co. Mr. 
Bill next reorganized and man- 
aged the United Aircraft Prod- 
ucts, Inc., of Dayton, Ohio, where 
he was president and general 
manager from August, 1939, un- 
til he resigned to come to Green- 


field. 





HOUSEHOLD WASHER. IRONER INDUSTRY 
CERTIFIED FOR SPECIAL DEFENSE CONTRACTS 


Moving to harness facilities of 
the household washer and ironer 
industry to defense production 
and thus alleviate unemployment 
from the impending curtailment 
of non-defense production, OPM 
certified the industry to the War 
Department Oct. 10 for special 
treatment. Thirty-four companies 
in many different states are in- 
cluded in the remedial program 
recommended to the War Depart- 
ment. 

The certification stated that the 
indastry is capable of producing 
17 different defense items, rang- 
ing from anti-aircraft machine 
gun mounts to bomb fin assem- 
blies, and that an order of siz- 
able quantity for one of these 
items would absorb the bulk of 
the unemployment in prospect at 
this time. 

The Nineteen Hundred Corp., 
St. Joseph, Mich.; the Apex Elec- 
trical Mfg. Co., Cleveland, Ohio, 
and the Easy Washing Machine 
Corp., Syracuse, N. Y., were cer- 
tified as being capable of serving 
as prime contractors. The indus- 
try has indicated its agreement 
to their serving in such a ca- 
pacity on any awards made by 
the War Department as result of 
the certification. It is contem- 
plated that these three firms will 
grant other units of the industry 
subcontracts in accordance with 
the amount of unemployment 
they face. 

It was estimated that there 
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would be 632,000 man hours of 
unemployment in the industry 
per month unless it received de- 
fense orders. 

The other companies covered 
by the certification include: Al- 
torfer Bros. Co., Peoria, IIl.; 
American Ironing Machine Co., 
Algonquin, Ill.; Appliance Mfg. 
Co., Alliance, Ohio; Armstrong 
Mfg. Co., Huntington, W. Va.; 
Automatic Washer Co., Newton, 
Iowa; Barlow & Seelig Mfg. Co., 
Ripon, Wis.; Barton Corp., West 
Bend, Wis.; Beam Mfg. Co., Web- 
ster City, Iowa; Bendix Home 
Appliance Co., South Bend, Ind.; 
Birtman Electric Co., Chicago, 
Ill.; Blackstone Corp., James- 
town, N. Y.; Bluffton Mfg. Co., 
Jamestown, N. Y.; Chamberlain 
Corp., Waterloo, Iowa; Conlon 
Co., Cicero, Ill.; Dexter Co., Fair- 
field, lowa; General Electric Co., 
Bridgeport, Conn.; Holland- 
Rieger Co., Sandusky, Ohio; Hor- 
ton Mfg. Co., Fort Wayne, Ind.; 
Hurley Washer Co., Cicero, IIl.; 
Ironrite Co., Detroit, Mich.; Lan- 
ders, Frary & Clark, New Britain, 
Conn.; Lovell Mfg. Co., Erie, 
Pa.; Maytag Co., Newton, Iowa; 
Mullins Mfg. Co., Salem, Ohio; 
Meadows Corp., Bloomington, 
Ill.; Norge Corp., Detroit, Mich.; 
One Minute Washer Mfg. Co., 
Kellogg, Iowa; Victor Electric 
Mfg. Co., Cincinnati, Ohio; Voss 
Bros. Mfg. Co., Davenport, Iowa; 
Westinghouse Electric & Mfg. 
Co., Mansfield, Ohio, and Zenith 
Machine Co., Duluth, Minn. 














E. G. HACKBARTH 


NEW COMPANY MAKES 
TOOLS AND SHEET METAL 
WORKING MACHINERY 


E. G. Hackbarth has organized 
The Barth Mfg. Co., at Plants- 
ville, Conn., to manufacture sheet 
metal 
hand tools. 
vice-president and assistant trea- 
surer of The Peck, Stow & Wil- 
cox Co., Southington, Conn. Of- 
ficers of the company are: presi- 
dent and treasurer, Mr. Hack- 


barth; vice-president, W. H. 
Grinold, and secretary, A. O. 
Hackbarth. 


HARDWARE TRADE ASSN. 
PLANS DINNER MEETING 


At the monthly luncheon meet- | 


ing of the Hardware Trade As- 
sociation of New York, held at 
the Railroad-Machinery Club, 30 
Church Street, New York City, 
on Oct. 20, the members voted 
to dispense with the luncheon in 
November and to hold in its place 
a dinner, at a time and place to 
be announced later. President 
M. C. Harriman, American Steel 
& Wire Co., presided at the 
meeting and introduced the fol- 
lowing guests, Wm. W. Wood, 
3rd, and N. T. Jacobs, both of 
the Wood Shovel & Tool Co., 
Piqua, Ohio, and Richard G..Ed- 
wards, Patterson Bros., New 
York City. 

A self hypnosis expert demon- 
strated his powers of concentra- 
tion for the entertainment of 
those present. 


MARKET & HAMMACHER 
AT NEW ADDRESS 


Markt & Hammacher Co., 
manufacturers’ export and import 
agent, has moved to a new ad- 
dress, 53 Park Place, New York 
City, where the firm occupies 
the entire 11th floor of the build- 
ing. The company was formerly 
located at 193 West St. 


working machinery and | 
He was formerly | 





J. S. SAYRE ELECTED 
PRESIDENT BENDIX 
HOME APPLIANCES, INC. 


Judson S. Sayre, vice-president 
and director of sales, Bendix 
Home Appliances, Inc., South 
Bend, Ind., was elected president 
of the corporation October 10, 
following the resignation of 
D. O. Scott. Mr. Scott is being 
retained by the company as a 
consultant. Other officers of the 
corporation remain unchanged. 

Since 1936, even prior to ac- 
tual manufacture of the Bendix 
automatic home laundry, Mr. 
Sayre has taken an active part 
in the management of the firm, 
as a vice-president and a mem- 
ber of the board of directors. A 
year ago, Mr. Sayre was also 
made a member of the firm’s ex- 
ecutive board. 


METROPOLITAN DEALERS 
PLAN PRIORITIES MEETING 


A meeting for all hardware 
and allied lines dealers—large o1 
small—under the sponsorship of 
the Metropolitan Hardware As- 
sociation will be held Thursday 
evening, Nov. 6, at 8 P.M. at the 
George Washington Hotel, Lex- 
ington Avenue and 23rd Street. 
A speaker from the SPAB will 
address hardwaremen on the ef- 
fect of priorities will have on 
hardware dealers. All hardware 
dealers and other members of 
the hardware trade are invited. 


M. H. WAITE JOINS UNION 
CUTLERY AS SALES MGR. 
M. H. Waite has joined the 
Union Cutlery Co., Inc., Olean, 
N. Y., as sales manager. Mr. 
Waite was previously associated 
with the Robeston Cutlery Co. 





M. H. WAITE 


His joining the Union Cutlery 
organization marks the start of 
that companys expansion into 
the household cutlery field. 
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NON-DEFENSE BUILDING PERMISSIBLE 


IF SUFFICIENT MATERIALS ARE ON HAND 


(Washington Bureau 
of HARDWARE AGB) 


Sweeping as it is, there is con- 
siderable speculation regarding 
the reason for SPAB’s non-de- 
fense building restriction order 
of Oct. 9. Its ruling reflected no 
change from a policy that had 
already been put into effect. The 
order does not bar non-defense 
construction by builders having 
on hand adequate materials to 
begin new work. Not having it, 
whether it is hardware, structural 
steel or plumbing, he will have 
to make an extremely good case 
to get it. But that was true be- 
fore the order was issued and 
which, so SPAB said, is designed 
to reduce steel requirements in 
1942 non-defense construction to 


less than 3,000,000 tons. 
SPAB said that builders of 


public or private construction re- 
quiring critical materials will be 
denied priority aid unless they 
can show that the projects are 
“either necessary for direct na- 
tional defense or are essential to 
public health and safety.” 

The broad scope of the cur- 
tailment order is seen from the 
fact that it applies to public 
projects—federal, state and local 
-roads and highways; river and 
harbor improvements; flood con- 
trol and power projects; indus- 
trial plants; lofts, warehouses; 
office buildings and other com- 
mercial construction; residential 
construction and the construction 
of public utilities. 

The announced policy, which 
means in effect that no future 
construction job can share in 
critical defense materials unless 
the project is absolutely neces- 
sary, will be administered by sub- 
jecting all proposed building 
projects to these tests: 

1. Does this construction in- 
volve the use of appreciable quan- 
tities of critical materials? 

2. Is the construction directly 
necessary for national defense, or 
clearly essential for the health 
and safety of the civilian popu- 
lation? 

The phraseology of the first 
question was interpreted to mean 
that SPAB is willing to listen to 
reason, although it said unquali- 
fiedly that if the answer to the 
first question is “yes” and the 
answer to the second question is 
“no,” priorities for the critical 
materials involved will not be 
issued. Where, however, construc- 
tion actually has started and a 
substantial portion has been com- 
pleted, the promise was made 
that priority recognition will be 
accorded to get critical materials 


to finish the job. 
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SPAB likewise suggested that 
building codes be suspended dur- 
ing the emergency, calling upon 
federal, state and local govern- 
ment agencies to refrain from is- 
suing permits or other authoriza- 
tion for construction work on 
which priorities assistance would 
have to be denied. 

SPAB also urged that steel be 
conserved through substitution 
and conservation, suggesting that 
in many types of public works 
and buildings the use of steel 
can be almost eliminated entirely. 


MAUGER OF HOTPOINT 
NOW WITH OPM 


Harry J. Mauger, assistant to 
the president of Hotpoint (Edi- 
son G. E. Appliance Company, 
Inc., Chicago, Ill.) and chairman 
of the electric range section of 
the National Electrical Manufac- 
turers Association, has been 
granted a leave of absence from 
these duties effective Oct. 15, to 
join the ranks of business exec- 
utives taking up emergency po- 
sitions in Washington. For many 
years an active leader in the 
electric range and _ appliance 
business, he will serve as industry 
specialist in the Division of Con- 
sumers Durable Goods, headed by 
Dr. Bogardus in the Office of 
Price Administration directed by 
Leon Henderson. 

Together with George A. 
Hughes, now chairman of the 





HARRY J. MAUGER 


board of Hotpoint, Mr. Mauger 
was one of the pioneers in the 
electric appliance industry. He 
has held his present position 
with Hotpoint since 1918, com- 
ing to the organization from the 
General Electric Company where 
| he began his business career. 
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Extensive Advertising 
strengthens shooters’ prefer- 
ences for the unmatched Savage 
values. Featured this fall are 
Savage Hi-Power Rifles, Auto- 
matic Shotguns, and Over-and- 
Under Shotguns. Check your 
stock now to meet the call for 
these leading fall models. 





(se SAVAGE 
SELLING AIDS 


to make the demand for Savage 


Sporting Arms attract more bus- 
iness to your store! 

Savage catalogs... circulars... 
display cards... . cuts of gun 
illustrations for your own ad- 
vertising . . . . all help you to 
capitalize the demand for Savage 
Sporting Arms. What do you 
need? Write us today for sup- 
plies of useful Savage merchan- 


dising material. 





SAVAGE ARMS CORPORATION 
DEPT. L-56, UTICA, N.Y. 










MYERS SALES CLINIC VIEWS DEFENSE 
EFFECT ON FARM EQUIPMENT SALES 


“Increased production of food- | 


stuffs is just as vital in our De- | 
| pany manufactures, will enjoy 


fense Program as the manufac- 





J. C. Myers, president, opening 
Myers 1941 sales convention. 


ture of tanks and cannons,” said 
J. C. Myers, president, in his 
opening address at the F. E. 
Myers & Bro. Co. annual sales 
convention, held Sept. 22-26 at 
the plant in Ashland, Ohio. “Our 
pumps and water systems are 
necessary to speed food produc- 
tion as well as to replace farm 
manpower called to army service 
or diverted to Defense projects.” 

Mr. Myers pointed out to the 
salesmen, who were assembled 
from the United States and Can- 
ada, that this has been a banner 
year in the history of the com- 
pany, a banner year in the vol- 
ume of business, in the improve- 
ments and additions to the 
company’s equipment, in simpli- 
fication of the line and in the 
number of new projects for the 


future. “However,” stated Mr. 
Myers, “federal taxes alone 
amounted to $406,000 for the 


first nine months, more than dou- 
ble last year. This explains in 
part our decreased profits in our 
highest production year.” 
During his talk Mr. Myers 
spoke of the favorable position 
Myers’ dealers occupy as a result 
of the National Emergency, say- 


ing that farm operating equip- 
ment, such as the Myers’ com- 


|a greatly increased demand if 
this country is to help feed the 
other countries of the world. 

He told those in attendance 
that the industry, of which their 
company is a member, has been 
granted an A-10 Defense rating 
which permits deliveries of ma- 
terials for production of parts for 
existing Myers’ farm equipment. 
OPM has emphasized the fact 
that this rating has been estab- 
lished to insure no lack of 
equipment to produce crops, live- 
stock and other like products 
essential to defense. He pointed 
out the importance of keeping 
farm pumps in operation and 
urged that dealers carry adequate 
replacement parts during the 
present emergency. 

A convention innovation was 
the “Quiz Bee” method of prod- 
uct discussion. These Quiz Bees 
were patterned after current ra- 
dio programs, and brought every 
Myers’ salesman into the discus- 
sion. 

During the week various office 
and plant executives supplied the 
selling men with data and plans 
for the new year. These included 
talks by F. R. Elliott, new goods 
and changes; C. D. Leiter, sales; 
C. F. Walters, sales technique; 
F. E. Myers, II, defense and other 
government business; E. F. Bru- 
baker, advertising; F. B. Kel- 
| logg, collection and credits. 

Representative displays of the 
Myers’ line were in evidence on 
the convention floor, while the 
complete line of Myers’ power 
spraying equipment was dis- 
played opposite the office build- 
ing. 








Myers territory salesman, John 

Heckman, (Northwestern Penn- 

sylvania), receives check and 

congratulations from sales man 

ager, G. D. Myers, for outstand- 

ing work done in the field dur- 
ing 1941. 
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Republic Offers to Buy Wickwire-Spencer 


It has been reported that Re- 
public Steel Corp., Cleveland, 
Ohio, has made a tentative pro- 
posal to purchase for cash all 
assets of the Wickwire-Spencer 
Steel Co., New York City. The 
offer which is subject to numer- 
ous conditions including approval 
of the board of directors of Re- 
public Steel Corp., proposed that 
Republic acquire the assets of 
Wickwire-Spencer for a consid- 
eration of $7,349,062 in cash. 
This is reported to be conditioned 
on the distribution of this sum 
in liquidation of the capital stock 
and dissolution of the Wickwire- 





Spencer Steel Corp. Under the 


offer Republic would also agree 
to assume the obligations and lia- 
bilities of the Wickwire-Spencer 
organization and the cost of dis- 
solution and distribution of the 
proceeds. 

The Wickwire-Spencer Steel 
Co. emerged from reorganization 
under 77-b of the National Bank- 
ruptcy Act on April 30, 1937. 
The first proposal for acquisition 
of the Wickwire-Spencer business 
by Republic Steel Corp. was 
made in April, 1941, this offer 
having been rejected by direc- 
tors of the Wickwire-Spencer or- 
ganization. 





Firearms Dealers Don’t Pay Occupational Fee 


The Winchester Repeating | 
Arms Co., division Western Car- | 
tridge Co., New Haven, Conn., 
in a letter to its distributors an- 
nounced that an _ investigation 
made by the company determined 
that firearms dealers were not re- 
quired to pay an occupational li- 
cense fee of $200, as had been 
rumored. 

The letter, over the signature 
of W. T. Birney, sales manager, 
reads in part: 

“We have recently received 
several letters from distributors 
in different sections of the coun- 
try asking for information on a 
report that there is a new law| 
requiring dealers in firearms to | 
pay an occupational license fee 
of $200. 

“We have checked the new 
Revenue Bill of 1941 and find 
that the only occupational taxes 
required by this law are for the 
operators of bowling alleys, slot 
machines and pool and billiard 
parlors. 

“We have also checked up 
carefully on our legislative 
sources without being able to 
find any trace of a law calling 
for dealer licenses on the sale of 
firearms. 

“We are of the opinion, there- 
fore, that this report is an echo 
from the National Firearms Act 
which was paszed in 1934, and 
which required dealers in ‘fire- 
arms’ to secure a licen-e at a fee 
of $200. 

“This law, however, does not 
apply to any of the products of 
this company. The term ‘fire- 
arms’ under the law is specifi- 
cally defined to mean a shotgun 
or rifle with a barrel of le-s than 
18 in. in length, or any other 
weapon, excepting pistols or re- 
volvers, from which a shot is dis- 
charged by an explosive if such 
weapon is capable of being con- 
cealed on the person. It also cov- 
ers machine guns, mufflers and 
silencers. 

“You will see from this defini- 





OCTOBER 30, 1941 


tion that standard sporting rifles 
and shotguns are not included. 
The dealer licenses for handling 
the firearms covered by that law 
were set at $200. We believe that 
some dealers, who did not have 
to take out a license under the 
National Firearms Act, have re- 
cently heard of this law from 
some sources, and have assumed 
it is a new one covering all types 
of firearms. We repeat, the pro- 
visions of that law do not apply 
to any arms in the Winchester 
line. 








Chief X 


J. E. Stone, vice-president of 
The-Stanley Works, New Brit- 
ain, Conn., and past-president of 
the American Hardware Manu- 
facturers Association was re- 
elected Chief X of the X-Club, 
at its meeting, Tuesday noon, 
Oct. 14, held during the manu- 
facturers and wholesalers con- 
vention in Atlantic City. Mr. 
Stone was reelected under a new 
ruling which extends the term 
of office to one full year instead 
of a six months’ period as 
formerly. 

George H. Harper, National 
Enameling & Stamping Co., 
Milwaukee, continues as Histo- 
rian, 





J. E. STONE 








THOUSANDS OF 
ITEMS ARE SHOWN 
IN YOUR JOBBER’S 
CATALOG, BUT... 
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QuuiKwerk Tools Meet 


Government Specifications 


INCE the features which give Heavy 

Hardware Tools outstanding quality 
are invisible to the naked eye, muchcon- 
fidence must be placed in your jobber’s 
recommendation. Those who list Quik- 
werk Tools in their catalogs warrant 
your trust. Look for these tools. They 
are made of selected steel and forged un- 
der metallurgical control. Rigid super- 
vision assures duplication of these high 
qualities. Jobbers who show the Quik- 
werk line among their many items have 
your interests at heart—patronize them. 

Send for Catalog 
Showing Complete Line 


NO. 112 


OREGON OVAL EYE 
WOODCHOPPERS' MAUL 


WARREN TOOL CORP. 


i, a . 2 
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A STRONG LINE 





rings the cash register more 
and louder because first of all the /ine és complete 
—a size and type for practically every chain job 


and all the fittings that go with them. 


Equally important is customer acceptance. For its 
safety, strength and dependable performance in 
service, ““Inswell’’ Electric Weld Chain is classed 


as “tops.” 


Too, CM’s years of chain making for industry, 
farm and home carries the added assurance to 
dealers and jobbers alike that here is a manufac- 
turer and a line of chain that can be depended 
upon for cooperation in building and maintain- 


ing a more satisfactory chain volume. 


CALL YOUR JOBBER 


He has the CM catalogs and will help you 
select a fast moving, profitable stock of 
CM “Inswell” Electric Weld Chain. 


MBUS-MSKINNON 
CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 


172 FREMONT AVE. TONAWANDA, N. Y. 
Branch Offices: NEW YORK + CHICAGO + CLEVELAND ti} 
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OBITUARIES 





GEORGE B. DURELL 


George B. Durell, for years 
an outstanding figure in the 
hardware industry and until 1939 
chairman of the board of the 








- 


GEORGE B. DURELL 


| American Fork & Hoe Co., 
| Cleveland, Ohio, passed away at 
|his home Oct. 21. Mr. Durell 
| was 80 years old. 

He entered the hardware man- 
ufacturing business in 1887 and 
had been active in the industry 
up to the time of his passing. 
i known wherever hardware 
manutacturers gathered, he had 
| attended joint conventions of 
hardware manufacturers and 
| wholesalers for many years, and 
| has been a speaker at several of 
the meetings. 

Mr. Durell was born in 
Goshen, N. J., in 1862 and 
was graduated frem Princeton 
University in 1885. As a result 
éf diligence in his studies he was 
awarded the class Fellowship in 
Experimental Science, entitling 
him to a post-graduate course in 
experimental science. 

In 1887 he joined The Chatta- 
nooga Tool Co., Chattanooga, 
Tenn., a new company organized 
to manufacture hoes and other 
small tools suitable for the south- 
ern market. A year later he was 
made manager of the Chatta- 
nooga company. In 1890 the 
company moved from Chatta- 
nooga to Harriman, Tenn., and 
its name was changed to The 
Harriman Hoe & Tool Co. He 
continued as manager of the 
Harriman company and later took 
on added responsibilities as pres- 
ident. When the Harriman or- 
ganization and the American 
Fork & Hoe Co. were merged in 
1902, he was elected treasurer of 
the American Fork & Hoe Co. 





Later he was general manager of 


the company and then elected 
president in 1923. In 1933 he be 
|came chairman of the _ board, 
| which position he held until his 
| complete retirement from busi 
ness in 1939, 

Mr. Durell was an executive 
in a number of other business 
and financial concerns. He was 
president of the Eagle Coal Com- 
pany, of Berren Fork, Ky., and 
chairman of the board of the 
First National Bank, Frankfort, 
Ky. He was a member of the 
Union and Kirtland country 
clubs. He was a member of the 
Hardware Age Fifty-Year Club. 

Surviving are his widow, Mrs. 
| Genevieve Hill Durell; a_ son, 
| Edward Durell, president, Union 
|Fork & Hoe Co., Columbus, 
| Ohio, and two daughters, Mrs. 
| Gladys D. Piroumoff, of 125 E. 
| Seventy-fourth Street, New York, 
| and Mrs. Kathryn D. Sterling, of 
| Cleveland. 





ALBERT T. POTTER 


Albert Temple Potter, 76, an 
employee of E. C. Atkins and 
Co., Indianapolis, Ind., 51 years 
and for many years manager of 
purchases and supplies for that 
company, passed away Sept. 28. 
He had been in impaired health 
several months, but had worked 
until Sept. 2. 

In 1890 Mr. Potter began an 
association with the Atkins firm 
which continued until his death. 
He was the first president of the 
Purchasing Agents Association of 
Indianapolis, a member of the 
Sons of the American Revolution 
and of the Atkins Pioneers. 

Survivors include six sons, 
Lloyd B. Potter, Detroit; Don- 
ald H. Potter, present secretary- 
treasurer of the Atkins company; 
Robert D. Potter, Chicago; 
Thomas W. Potter and James A. 
Potter, Indianapolis, and Aaron 
T. Potter, New York, and three 
daughters. 








ALBERT T. POTTER 
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ARCHIE MACFARLANE 

Archie Macfarlane, 71, promi- 
nent hardware man of Montreal, 
P. Q., Canada, and president of 





A. MACFARLANE 


A. Macfarlane & Co., Ltd., of that 
city, manufacturers’ representa- 
tives, passed away Sept. 29. 

Mr. Macfarlane started his 
business career with the Caverhill 
Learmont Co., Ltd., wholesale 
hardware firm, and in 1904 estab- 
lished his own firm of A. Mac- 
farlane & Co., Ltd. Mr. Macfar- 
lane traveled extensively from 
coast to coast in Canada and was 
also widely known in the United 
States, England and the con- 
tinent. 


CLAYTON TULLIS 


Following an illness of several 





months Clayton Tullis, who spent 


many years in the wholesale 
hardware business in the South, 
passed away in Gainesville, Fla. 
He had been affiliated with Snow- 
Tullis Hardware Co., Montgom- 
ery, Ala., which was succeeded 
by the Tullis Hardware Co. Later 
he lived for a time in Cuba and 
then returned to this country. His 
last affiliation with the hardware 
trade was with the Baird Hard- 
ware Co., Gainesville, Fla., whole- 
sale and retail organization. 











KARL KINNEAR 





Whose passing on Sept. 25 was 
announced in the Oct. 16 issue | 
of Harpware AGE on page 74. | 
Mr. Kinnear was sales manager. | 
fishing tackle, for the American | 
Fork & Hoe Company’s sporting 
goods division at Geneva, Ohio. | 





CENTRAL STATES CLUB 
HOLDS ANNUAL PARTY 


The fourth Atlantic City stag 
get-together of the Central States 
Hardware Club was held Sun- 
day evening, Oct. 12, at Hack- 
ney’s Restaurant, Atlantic City, 
N. J., the night before the joint 
annual convention of the manu- 
facturers and wholesalers. At- 
tendance beat previous Atlantic 
City gatherings of the club, a 
total of 179 members and guests 
being on hand to enjoy a shore 
dinner and entertainment pro- 
vided by members of the club 
and a bill of professional enter- 
tainment. 

Prior to the entrance of the 
professional entertainers members 
of the club added to the occasion 
with songs, stories and a solo 
dance. A hardware quartette 
sang several songs, members 
being Phil Embury, Embury 
Mfg. Co., Warsaw, N. Y., and 
the following representatives of 
Harpware AcE: O. B. Berger- 
sen, Chicago; E. R. Sandiford, 
New York; and K. C. Warner, 
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Chicago. Dialect and other | 
stories were told by W. M. Floto, | 
American Steel & Wire Co., Chi- | 
cago; Robert Doti, Igoe Bros., 
New York City, and J. L. Gal- | 
braith, Indiana Steel & Wire Co., | 
Muncie, Ind. George L. Earle, | 
North Wayne Tool Co., Detroit, | 
Mich., did a solo tap dance. | 

Arrangements for the highly | 
successful party were in charge | 
of: A. J. Eggleston, Richards- | 
Wilcox Mfg. Co., Aurora, IIl.; | 
Walter M. Floto; E. R. Swift, | 
The Stanley Works, New Britain, | 
Conn.; and Ben Leve, Chicago, | 
The Carborundum Co., secretary-| 
of the club. 








“There Will Always Be A 
Hardware Dealer’ 


Says the Corpus Christi Hard- 
ware Co., wholesale firm of 
Corpus Christi, Tex., on all its 
correspondence. The company 
rubber-stamps all its  corre- 
spondence with this slogan. 






























IN SIGHT— 
IN MIND 


All cotton yarn, firmly braided. 50% 
stronger than soft roving lines, yet low 
priced. Whale is value to your customers, 
and to you—it has extra sales value, be- 
cause it is packaged to be sel/f-selling, in 
brightly printed transparent wrap and 
effective counter display carton. You can 
sell clothes line even though you hide it 
away—you can sel] far more when it is 
properly displayed. 


Clothes line is a necessity—people have 
to buy it—but not necessarily from you. 
Stock Whale Clothes Line and let the 
effective Whale packaging say, 

buy here and now. 


Ask your jobber for Whale Clothes Line— 
quality to satisfy—packaged to sell. 


We make a wide variety of braided cotton 


clothes line and sash cords, to meet all 
requirements for price and quality. 


SAMSQN CORDAGE WORKS 
BOSTON, MASS. 








Sober indeed is the warning 
of business against inflation. 
That will serve better than any- 
thing else in the present picture 
to illustrate my meaning. 

Business has counselled 
against policies which provoke 
inflation, against policies which 
directly invite inflation. But 
due to the inferior position to 
which government has relegated 
business, its counsel has gone 
unheeded. 

In September, Leon Hender- 
son admitted what industry has 
known all along, that inflation is 
here. Government voices have 
spoken of it as a “mild form” of 
inflation. But experience teaches 
that there is no mild form of 
this economic fever. 

It is true that there are said 
to be ways of arresting inflation 
before it has gone too far. But 
how far is “too far’? Such 
means have been recommended 
by the American Institute of 
Economic Research. I leave it 
to you whether or not they have 
been adopted. Perhaps’ the 
powers that be feel that inflation 
has not gone “too far.” Maybe 
they think it has not gone far 
enough. But let me _ quote 
briefly the recommendations 
made in a recent bulletin of the 
Institute on the subject of the 
present “mild form” of inflation. 
It says: 


Inflation 


“This (meaning the limit- 
ing of inflation) might occur 
if the government economized 
in . . . non-defense expendi- 
tures ...and sold more de- 
fense bonds, possibly by a 
compulsory savings plan. 
Neither the Administration 
nor the Congress has serious!y 
considered economy .. . there 
is no indication of an increase 
in the rate of voluntary pur- 
chase of defense bonds, and 
the position of organized labor 
to a compulsory savings pro- 
gram assessed against payrolls 
would probably be sufficiently 
strong to prevent the enact- 
ment of such legislation. The 
possibility is that the infla- 
tionary progression will con- 
tinue throughout the emer- 
gency and probably after its 
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The Challenge to Industry 


(Continued from page 102) 


conclusion. . . . The Admin- 
istration has done nothing to 
halt the inflationary progres- 
sion; in fact, financial irre- 
sponsibility in Washington is 
so complete that even the dis- 
cussion of steps that might 
be taken are largely concerned 
with price-fixing; that is, the 
treatment of symptoms rather 
than causes.” 

The Institute economists, who 
cannot be accused of being par- 
tisan, as they serve business men 
of all kinds of partisan affilia- 
tion, believe that the govern- 
ment will permit the prairie fire 
of inflation to roar across the 
land, not knowing how, or per- 
haps not caring, to check it. The 
attitude toward farm prices con- 
firms this. 

The challenge to industry is 
the challenge to produce in spite 
of what seems to be hostility in 
high places to the basic, demo- 
cratic way of life. I am conserva- 
tive rather than extreme in 
voicing this opinion, and so are 
all sound industrialists. Walter 
D. Fuller, president of the Na- 
tional Association of Manufac- 
turers, recognized instantly by 
everybody as an economic con- 
servative, viewing the same set 
of facts that I have presented 
here today, recently expressed 
the fear that beyond this war 
lies the complete socialization (or 
government ownership and con- 
trol) of all industry. If infla- 
tionary policies are permitted to 
rule and if government goes 
deeper and deeper into manufac- 
turing, as owner and manager, 
either through loans or outright 
ownership of plants, as Mr. Ful- 
ler described in an address on 
Sept. 19, peace-time let-down, 
for which no preparation is be- 
ing made, may easily bring na- 
tional socialism in the United 
States with the means of pro- 
duction in the hands of office 
holders at Washington. 

While industry is challenged 
to supply the greatest volume of 
manufactured goods ever or- 
dered, goods including many 
items for which no tools or pat- 
terns existed when industry was 
asked to supply them, and while 
the manufacturers are meeting 
the challenge in spite of the pol- 





icies I have described, other in- 
terests, notably organized labor, 
continue to enjoy special priv- 
ilege. 

The losses in defense and 
lend-lease materials due to 
strikes might at any time rep- 
resent the difference between 
victory and defeat. Who can say 
whether or not the supplies for 
which Great Britain was clamor- 
ing in behalf of Russia in mid- 
September might not have been 
lacking because one single ele- 
ment is granted special priv- 
ilege? 

As I see the challenge it is for 
teamwork in industry. War in 
industry has cost America $3,- 
000,000 a day. It can sabotage 
any rearmament program. It 
can cripple a nation before its 
army gets into the field. France 
failed in the factory before she 
failed at the front. Her people 
forgot how to pull together. Em- 
ployers refused to sacrifice. Men 
refused to work. She was lost. 
America must win the battle for 
industrial cooperation if she is 
to be secure. Every man has a 
part. We must work with all 
we’ve got. Much of her power is 
wasted—wasted in the factory, 
on the land, waste of time, money 
and men. We must work to- 
gether. If employers or workers 
destroy teamwork by their sel- 
fishness, then America is in dan- 
ger and our gains will be swept 
away. The nation demands that 
all rise above self-interest. It 
means we join forces for the 
common good. Then our indus- 
tries will run at capacity; our 
man power will be at work; we 
will produce materials and 
morale to make America strong. 


Teamwork in Industry 


If the boss and worker put all 
their cards on the table, in this 
spirit of honest apology would 
strikes and lockouts be neces- 
sary? Or would we have team- 
work in industry? It is our job 
to work to make this country we 
love into one All-American Team. 
Fight to make your home and 
community a pattern. Fight to 
hring team-work in industry. 
Fight to unite the nation. Then 
America will have what ancient 
China lacked. What modern 
France lacked. She will have 
total defense. 

Should not the Administration, 
with the defense program in full 


(Continued on page 165) 
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NEARLY PERFECT COMBUSTION 


Because R/M Woven Glass Wicks assure nearly 
perfect combustion, less fuel is required to obtain 
the same results. This is a sales point your custom- 
ers will be quick to appreciate. They'll thank you 
for showing them how to save money. And you’ll 
profit, too, for one of your best repeat items will 
now be a better one. 
lengths in attractive blue & silver boxes. 
available in 100 ft. rolls in dispenser cartons. 





















Packaged in 5!/,-foot 
Also 


Order from your jobber. 
SIX OTHER SALES POINTS 


They ignite quickly. Reinforced yarn protects 
burning edge. Quick to go out, eliminating 
odor. Slow to form carbon which wipes off | 
easily. Economical because longer-lasting. 
Easier to sell because of novelty appeal. 







INDUSTRIAL 


SALES 


DIVISION 


RAYBESTOS-MANHATTAN, INC. 


MANHEIM, PA. 
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NORTH CHARLESTON, S.C. 
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ALLEN 


HoLLow ScrEw ASSORTMENTS 


For easy stocking and easy selling, these over-the-counter 
Assortments “sample” the screws to your customers, the 
mechanics in factories and service establishments, on 
farms and in home workshops. They start mew users of 
hollow screws coming to you for regular quantity pur- 
chases—which carry a nice profit at retail. 





Set Screw AssORTMENT 


(with Keys) 


Used in tool cribs, shops, 
service stations, garages and 
appliances. 
Popular sizes up to ¥”. 


for domestic 


No. 608; list price $8.18. 





Junior Key Kirt 


Seven short-arm Allen Keys 
are included in this strong 
leather envelope (right). 
They fit the hex holes of 
sizes Nos. 8, 10, 4”, 5/16”, 
%”, 7/16” and %” eet 
screws and Nos. 4, 5, 6, 8, 
10, also 4%” and 5/16” cap 
screws. No. 604; List price 
$0.50. 


BoxED ASSORTMENT 


Metal compartment box; con- 
tains 590 set screws, from No. 
10 to 3g” with keys to fit. 
gram inside of cover lists sizes 
of screws and wrenches con- 
tained in box. 
price $33.80. 


Dia- 


No. 602; list 






NorMaLizep Key Set 


This handy kit (left) contains a com- 
plete set of 11 short arm normalized 
hexagonal keys which fit all screws 
up to 1%” set in diameter. No. 
603; list price $1.75. 












This handy key set (left) 
contains 14 keys fitting all 
sizes of set screws up to and 
including 1144”; cap screws 
up to 1”; shoulder screws to 
4%” and pipe plugs to 1”. 
The container is plainly 
labeled to show the correct 
size key to use with each 
screw. No. 615; list price 
$2.35. 


The above sets and assortments are made up primarily and 
especially for the hardware trade, to be ordered 
through your Hardware Wholesaler. 


THE ALLEN MEG. COMPANY 


F4rrrorn, Conn. U.$.A. 


















“Akron” Muffinette 


Recently introduced by Associated 
Products, Inc., 275 W. Market Street, 
Akron, Ohio, is this convenient table 





. 


electric appliance. Top and bottom heat 
is uniformly distributed to every cup to 
assure perfect baking of biscuit, muf- 
fins, etc. Operates on AC or DC cur- 
rent. A satin chrome finish with deco- 
rative and heat-resisting natural finish 
wood handles gives the “Muffinette” a 
modern attractive appearance. Retails 
at $7.95. 


Bottle Caps 





“Capseal”—packed in attractive gift 
package, illustrated, to retail at 3 for 
25 cents. Caps are in special two-tone 
gold color. Maker states caps seal tang 
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or flavor of carbonated beverages and 
beers. Fit all standard bottles. Mag- 
neseal Co., 400 W. Madison St., Chi- 
cago, Tl. 


Clothes Fixture Catalog 


Knape & Vogt Mfg. Co., Grand 
Rapids, Mich., has issued a new cata- 
log, No. 841, showing its complete line 
of space-saving “K-Venience” clothes 
closet fixtures. This catalog shows re- 
tail prices and includes modern chrome 
plated fittings for all types and shapes 
of wardrobes and all principal articles 
of clothing. 


Electric Heater 

Model D embodies all “Economaster” 
features. Has diamond grid “Circuflec- 
tor” to produce circulation without 





fan; gray wrinkle finish with chrome 
and Patriot Red plastic trim. 1320 


watts, 110-120 volt, a.c.-d.c. List $8.95. 
Also available in antique ivory with 
chrome and black plastic trim, $8.95 
list. Other models from $7.95 and 
built-in models up to 5 K.W. Econo- 
master Products Co., 117 Ninth Ave., 
N., Nashville, Tenn. 





New and Improved Merchandise—Display Helps—Sales Literature— 


Counter Display 


A new kind of counter display is 
the feature of a _ special deal on 
“Weldwood” plastic resin waterproof 


WATERPROOF 
ROT-PROOF 
STAIN -FREE 


INSTANTLY IN 
COLD WATER 





glue, 616 W. 46th St., New York City. 
Announced by the United States Ply- 
wood Corp. The display and two 10 
cent cans of the glue are offered free 
with a minimum trial order of 10 
cans in assorted sizes ranging from 11% 
oz. up to 1 Ib. and listing for $3.00 
(less regular discount). The two-color 
display holds 12 cans of the glue in 
three tiers constructed so that every 
can is fully exhibited in its place. The 
lower tier affords ample room for six 
1% oz. cans (10c each retail), the 
middle tier holds three 3% oz. cans 
(25 cents each), and the top tier pre- 
sents a | lb. can (85 cents) flanked by 
two 8 oz. cans (50 cents each). The 
display is shipped completely set up 
(all cans in place) in a special carton. 
Prices are prominently shown below 
the bottom tier of cans. The blue and 
yellow color scheme of the display of- 
fers a contrast to the red, gray and 
black can colors. 





HARDWARE AGE 








irée— 




















f 


Window Trims—New Packages—New Colors—Catalogs 





Wall Protector 


check his complete requirements for 
hardware equipment. The prospect can 
then return the check list to his dealer 
with a request for further information. 
This folder is designed to provide the 
prospect with a complete picture of his 
hardware requirements with an oppor- 


Hacksaw Frames 


Transparent—protects walls and may 
also be used instead of glass for desk 
tops, dresser tops, etc. Applied with 
transparent tape furnished with the 
package. Comes in large sheets, 20 by 


tunity to set them down in a concrete 
coordinated form so that he can trans- 
mit his wants clearly to the dealer. 


50 in. to retail at 59 cents each. Ruby 
Products, Inc., 345 N. Water St., Mil- 


waukee, Wis. 















A STEEL TAPE RULE 
AS A CALIPER? 
SURE— 

IF IT’S A MASTER! 


See that hook on the end of the tape and the 
square inner side of the pistol-butt case to make 
calipering, easy and accurate. That's one of the 
many exclusive features of the MASTER 
STREAMLINE STEEL TAPE RULE for every meas- 
uring service. 
Make 6 different kinds of measurements a 
one-hand job, measures inside—outside—length 
—depth—quicker, easier and more accurate. 





Rapid Mfg. Co., Glendale, Calif., 
recently introduced a line of hacksaw 
frames featuring a patented automatic 
tension lock, by which a cam action 
in the handle holds the blade at cor- 
rect tension, yet permits changing 
blades, or their angle, in two seconds; 
a built-in guard to prevent skinned 
knuckles from accidental contact with 
sharp or rough edges of sawed metal. 

The combination model can be 
changed in a few seconds from a con- 
ventional taper saw, by removing part 
of the forward part of the frame. The 
same blade fits either position. In 
taper position, the saw is particularly 








useful in tight corners and for angle 
cuts. The frame design permits cut- 
ting below the level of the handle. 





The MASTER—the only rule with a detach- 
able replacement steel blade for longer life 
—is housed in a palm size easy to hold, pistol- 
butt shaped case. Can be easily opened for 












The company’s line includes, in addi- 
tion to the combination model, 10 and 
12 inch standard frames of all-steel 
construction, and 12 and 14 inch heavy 
duty frames. All have the patented 
tension lock. 


for measuring inside — 
outside—height—depth 


cleaning. * ‘No Jam” mechanism checks 
blade kinks or curls. * Calibrations are leg- 
ible and permanent, 

Considering the many exclusive charac- 
teristics of the MASTER and the spare 
blade, there’s no premium in price. Send the 
coupon today. 








+ A SPARE BLADE 


PTTL TUTTE nye 





SO cee NR nem ee eS ee 
Master Rule Mfg. Co., Ine., 
J 815 E. 136th St., N. Y. C. Dept. A 
' 1 am interested in ‘‘Streamline’’ MASTER 
TAPE RULE, with spare blade. Send all 
. i details on MASTER Dealership for my 
1 
1 
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Reading Check List 


Reading Hardware Corp., Reading, 
Pa., has issued an interesting folder to 
assist dealers in contacting prospective 
home builders. This folder illustrates 
and briefly describes a complete line of 
residence hardware, and in addition 
provides the prospect with an_ illus- 
trated check list against which he can 
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winnwiz WHATS NEW 

































Stop-hinge attached to spe- 
cial hardwood back frame 
with large hea: screws. (Will 
not break off.) 


Completely tenoned and 
top frame. (No twist- 
ing or breaking apart.) 
Doweled legs chucked and 
glued into frame for rigid 
support. 


Handles moulded and 
smooth! 






y sanded. 





Lid, celluloid covered and 
lapped and cemented. (No 
chipping.) 


Fabric tightly shrunken to 
frame. (No loose fitting 
sides-no unsightly bulges.) 





























Specially prepared clastic 


All interior frame surfaces 
(No rough edges to catch on 


vents chipping and peeling.) 









y sanded. 
dainty garments.) 





paint finishes. (Pre- 









FROM EXTRA SAL 


PRICED TO SELL 
FROM $2.95 


See Your Jobber or Write Direct 






*. A. WHITMEY CaRRiaGcEe CO 
LEOMINSTER. MASSACHUSETTS 


SAM PRANCISCO - 
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GET THE EXTRA PROFIT 


ORDER WHITNEY NOW 


Wh itney HAMPERS 


666 LAKE SHORE ORIVE,. CHICAGO 





ONE PARK AVE 
NEW YORK 











Liquid Porcelain Glaze 


“Magic Iron” liquid porcelain glaze, 


used for repairing chipped porcelain 
surfaces on refrigerators, washing ma- 


MAGIC 
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chines, bathtubs, sinks, and all tile and 
porcelain surfaces. Packed in counter 
display carton, a dozen to a carton. Sug- 
gested retail selling price, 25 cents 
each; dealer’s cost, $2 per dozen. 
Vagic Iron Cement Co., 2166 DeForest 
Rd., Cleveland, Ohio. 


F.E.M yers Catalog 


The F. E. Myers & Bro. Co., Ash- 
land, Ohio, has issued a new catalog, 
No. 74, with separate price book and 
latest dealers’ discount sheet. While the 
catalog contains many new items, the 
company’s line of hand pumps and cy]- 
inders has been greatly simplified and 
many other items’ throughout the 
Myers line have been eliminated. Where 
that has been done, similar products 
are still shown that, the company states, 
will satisfactorily meet all trade needs. 


Myers’ power sprayers and power spray- 
ing equipment have been eliminated 
from Catalog No. 74 but will be shown 
in a separate power sprayer catalog, 
shortly to be introduced. A repair cat- 
alog, No. R42, is available with catalog 
No. 74. 


Matched Chrome 
Cabinet Hardware 


The Pacific Plastic & Manufacturing 
Co., Inc., Hollywood, Cal., announces a 
new complete line of “Hollymade” 
matched chrome cabinet hardware. Pat- 
ents have been granted covering de- 
signs. Moderately priced, from 15 cents 
to 60 cents each retail, it is fashioned 
from heavy-duty solid brass metal with 
highly polished chromium finish and 








embossed colored lines with plastic 
ends. Other designs made in brass and 
steel heavy chromium plated. 





Nail Hammer 
A patented design just announced by 
The American Fork & Hoe Co., Cleve- 


land, Ohio. Dynamically balanced for 


driving and pulling. Rustless black 
finish. Patented professional shape— 
select all white hickory handle. Re- 
tails at $1.50 each. 
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Lawson “Rotunda” 
Cabinet 


This handsome cabinet is designed 
for bathrooms and dressing rooms in 
the ultra-modern or modern classic 





styles. “Rotunda” has two important 
features: its door is easily opened with 
one hand to a full 90 deg. angle—with 
no possibility of the door striking the 
wall when opening, maker states, and 
the second feature is its rectangular- 
shaped box. Thus, this cabinet can be 
set in the wall with the same ease as 
a rectangular door model. Made of 
heavy gauge stretcher-level _ steel; 
“Lustre-Lux” finish; “Permaloy” plate 
glass mirror with 5-year silver-spoil 
guarantee; mirror clips; heavy glass 
shelf cover; tooth brush compartments; 
razor blade drop; door catch and 
sturdy chromium-finish de luxe door 
stop. The “Rotunda” also supplied as 
a wall mirror, consisting of only mir- 
ror and door with concealed hanger- 
slots. The F. H. Lawson Co., Evans & 
Whately Sts., Cincinnati, Ohio. : 


Louvre Ventilators 


The Milcor all-steel louvre ventilator, 
has now been expanded into a com- 
plete line of Louvre Ventilators, the 
Milcor Steel Co., Milwaukee, Wis., an- 
nounces. The line is built around three 
basic models; a No. 100 Series of self- 
casing ventilators for masory or new 
frame construction; a No. 200 Series 
for masonry walls only; and a No. 300 





Series to be used with the conven- 
tional wood casing for either type of 
construction. 
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“GLAMOUR” 


HOSE NOZZLE 
Made Entirely of 





The "Charm" 


As dainty and ap- 
pealing as a piece 
of jewelry. Made 
of cast brass, 
with Yellow 
Plastic Sleeve. 
(Pat. Pending) 





“Long-grip" Coupling 


Wrought brass 
body, steel fin- 
gers, with Plastic 
Nut in 3 lustrous 
colors. 


(Pat. Pending) 


Plastic Coupling 
(Pat. Pending) 
Brilliant dark 
green Plastic, 
ideal for new 


colored hose. 


"Tulip" Sprinkler 







Last year’s 
sensation now 
a test seller. 


(Pat. 
Pending) 





Plastic head in 
6 Assorted 
lors. 


(Pat. Pending) 


The 







Colorful Plastic 


RETAILS 
AT ONLY 


(5c 


This unique all-plastic nozzle is 
amazingly attractive, and thor- 
oughly practical. Lustrous wine 
red color that won’t fade, and 
can’t wear off. Won’t rust, stain, 
or corrode. Exclusive leak- 
proof construction. Packed one 
dozen in handsome _ display 


carton. 





Plastic—today’s wonder material which has 
transformed hundreds of products with mi- 
raculous beauty ‘and utility, has long been 
under study and test here at Sherman. 


We make no claim that these plastic items 
are better than the brass. We do feel they 
are completely adequate fdr the purpose in- 
tended. 

See these unique, attractive new items. 
Write today for our new catalog which shows 
them in full color! Then buy Sherman—to- 
day’s most colorful and salable line! 


H. B. SHERMAN MFG. CO. 


Battle Creek, Mich. 





Also the Famous 


Line of Brass 





Lawn Hose Goods 


The substitution of these 
plastic materials will save 
many hundreds of thousands 
of pounds of brass which is 
badly defense 


use. 


needed for 











Tay 


\ 
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— your profits 
— your farm customers 
— America’s arms program 


by pushing profit-building, 
work-saving, steel-saving 


PRIME 


Electric Fence Controllers 


With Prime you defend yourself against 
shortage of merchandise by diversifying 
your line. You strengthen your position 
in a business that grows more important 
as steel becomes scarce. (Electric fence 
uses only a fraction as much wire as 
ordinary fence.) . . . You defend the 
farmer against steel shortage and farm 
labor shortage. (Electric fence is erected 
quickly and easily.) . You help 


America conserve her steel. 


The nationally-advertised, widely-used Prime 
is easy to sell—profitably. It gives the farmer 
every assurance of safety — AC models bear 
the Seal of Approval of Underwriters’ Lab- 
oratories. There are no service problems. 


Stock and feature Prime Controllers now — 
for added business in the Fall fencing season 
— and in the spring. High-line and battery 
models. Ask your jobber. 


Prime sells only through jobbers. 


The Prime Mfg. Co. 


1669 S. First Street Milwaukee, Wis. 
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WHATS NEW 


Burgess Display Stand 


This flashlight and battery depart- 
ment is in the form of a “Bright Spot” 
display stand. It is included free with 





an assortment of flashlight cases. Room 
for a vendor display of flashlight bat- 
teries is also provided. Burgess Bat- 
tery Co., Freeport, Ill. 


4 


Safety Leg Band 


Made of amber rubber strips, about 
1 in. wide, and are fitted with metal 
clips to enable user to put them on or 
remove them quickly. Retail for 25 
cents per pair. R. G. Dispenza Mfg. 
Co., 525 Union Bldg., Cleveland, Ohio. 


Door Chime Catalog 


Edwards & Co., Norwalk, Conn., an- 
nounce a new 1941 catalog, completely 
illustrating and describing its current 
line of electric door chimes. A feature 
of this new 16-page edition is a chart 
which serves as guide in selecting the 
proper chime for any type of decorative 
scheme. Various furniture periods are 
listed and each is identified by a pic- 
ture of a chair characteristic of its time. 
The correct Edwards chimes are indi- 
cated for each period. 


Watches At Popular 
Prices 


Ingersoll-Waterbury Co., Waterbury, 
Conn., announces two additions to its 
line of “Kelton” jeweled watches, 
“Director” a 17-jewel man’s wrist watch 
in 10 karat rolled gold plate case, 





curved to fit the wrist and with pig- 
skin strap having a gold filled buckle, 
and “Dulcy” a ladies’ wrist watch with 
a small 7-jewel 8% ligne lever move- 
ment scarcely larger than a dime, in a 
10 karat rolled gold plate case. Dulcy is 
equipped with a second hand. The 17- 
jewel Director is priced to the public 
at only $12.95. The little Dulcy wrist 
watch, with silk cord bracelet and ad- 
justable ratchet band retails for $10.95, 
or it is available with a handsomely en- 
graved case and gold filled bracelet 
with adjustable ratchet fastener to re- 
tail for $11.95 each. Both watches are 
furnished in attractive boxes with trans- 
parent acetate top. Sold at Fair Trade 
prices in all states having Fair Trade 
laws. 
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Cooking Ware Set 
With One Cover 


The Griswold cast iron hinge dutch 
oven, chicken fryer and skillet is of- 
fered with one “clean-easy” self-basting 





hinge cover to fit all three. The hinge 
cover permits the use of both hands to 
tend the cooking when cover is raised. 
The one cover for these three utensils 
reduces the cost of extra covers. Uten- 
sils have “easy-grip never-slip” handle, 
with the easy-lift finger grip. Hammered 
cast iron ware maker claims heats 
evenly, quickly and stays hot; ideal for 
waterless cooking. Inside surfaces are 
highly polished. The ware is pre-sea- 
soned at the factory for immediate use 
in the home. No scouring, greasing, 
breaking-in required. The skillet and 
chicken fryer are 10% in. size and the 
dutch oven with meat rack five to 7 |b. 
capacity. Suggested retail selling price 
$6.45 for the set; dealer’s discount is 
3311/3 per cent. Griswold Mfg. Co.., 
Erie, Pa. 


“Nu-Glo” Lacquer 


Maker states one coat covers; bal- 
anced plasticisers make it tough and 
long wearing. Brush in bottle. Line is 
limited to bright, primary colors. Ad- 
ditional colors easily made by mixing. 
Retails for 10 cents, % oz. bottle. 
Dealer’s cost, $2.31 for three dozen 
deal consisting of two dozen % oz. 
bottle assorted shades, and 1 doz. 1 oz. 
bottles thinner. Easel display board, 
illustrated, free. Refills, straight colors 
and thinner, 77 cents doz.; assorted, 
80 cents doz. M. V. C. Laboratories, 
Inc., 4325 Harris St., Toledo, Ohio. 
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MILLERS FALLS 










ON THOUSANDS 
OF JOBS 


@ Considered off-hand, there’s nothing much sim- 
pler than a nail set; but look further and you 
find a wealth of smart engineering in this design: 
square head to take a solid blow and to prevent 
rolling; well-cupped point to provide good bite, 
equalize stresses, avoid breakage; new type 
knurling for sure grip; hardening and temper- 
ing, the best science knows, for strength. Stock, 
display, and se// for profit. 
All sizes 4”’ long, 5/16’’ body dia. 
No. 801 — 1/32” point No. 803 — 3/32” point 
No. 802 — 2/32” point No. 804 — 4/32” point 
No. 805 — 5/32” point 


Thousands Of These Now Working For Dealers 


@ Tell your jobber you want 3 doz. Millers Falls 800 Series 
Nail Sets, $4.80 list subject to your usual discount, and this 
FREE display. Colorful eyecatcher, occupies only a few 
inches of counter space. 


Thousands already at work for retailers everywhere — 
proof of its sales value. 


Millers Falls Company 


Greenfield, Massachusetts 
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The flexible-rigid 
tape, of highest 
grade steel can be 
withdrawn or re- 
turned to case 
smoothly. it will 
not spring back into 
case. Prominent 
markings. 














For taking inside, 
outside, height, and 
depth measurements 
with ease and ac- 
curacy. The case is 
sturdy, compact, 
and light in weight. 








an% 





The name Lufkin is 
well known all over 
the world. it im- 
mediately suggests 
“quality” to your 
customers. it helps 
you make your sale! 


* 
+ 
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Chair Rung Anchor 


The Stanley Works, New Britain, 
Conn., announces a new chair rung 
anchor CD7063. When the rung is 
driven in, the V tip of the rung anchor 


STANLEY TD 


flattens out, digs into the wood and 
makes it impossible to remove or loosen 
the rung, maker claims. 

Ten of these anchors are attached to 
a card which retails for 10 cents. The 


card is only 34 in. by 7 in. which en- 
ables a dealer to keep a stock of them 
on his counter. To prove that these 
rung anchors do a real job, Stanley 
will provide dealers with a model 
which includes one rung partly driven 
in the block and another rung com- 
pletely driven in. Ten cents in stamps 
brings the model or one will be in- 
cluded with an order for % gross cards. 
Jobbers wishing a supply of catalog 
pages illustrating the anchor, the model 
and the card, should write to the Ad- 
vertising Department of the company, 
asking for page B 169P. 


“KVP” Freezer Paper 


For protecting meats from freezer 
burn (excessive dehydration). Paper 
is said to be air-proof, moisture, and 
vapor-proof, odorless, tasteless and 
strong. Comes in rolls, 15 in. wide by 
75 ft. long to retail at 50 cents., Said 
to wrap from 200 to 300 lbs. of meat 
approximately. Kalamazoo Vegetable 
Parchment Co., Kalamazoo, Mich. 





“Universal Gifts” 


As Christmas gifts Landers, Frary & 
Clark, New Britain, Conn., suggests sev- 
eral of its newest appliances in spe- 
cially attractive holiday packages. Illus- 
trated are the “Coffeematic” to retail 


at $12.95; the non-automatic toaster to 
retail at $3.95; the waffle maker to re- 
tail at $8.95 and the sandwich grill, 
griddle, and waffle maker which retails 
for $8.95. This set of appliances is in 
the “Coronet” pattern with “Platina” 
panels. 


SAGINAW, MICHIGAN New York City 


TAPES - RULES . PRECISION TOOLS 
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Editor’s Note: 


We submit the following table of values of manufactured hardware and affiliated 
lines, compiled by Oliver Brothers, Inc., for their clients and reproduced by us because 
of the valuable data given and which we know will be welcomed by our readers. 


This table of values applying to manufactured hardware will, we are sure, 
prove to be a valuable supplement to the table of values of iron, steel, wire and metal 
materials.—Editor, Hardware Age. 


Comments: The prices shown in this table of manufactured hardware and 
affiliated lines represent the price fluctuations over the period indicated, and we believe 
will be interesting to hardware merchants. Some manufacturers of special brands 
may have obtained prices different from those indicated. 

















































































































































































































Col. No. 1 3 
Item | Dec. | Mar. | Ju 
No. | MATERIAL Unit | 1913 | 1915 19 
1 | nee IE I, DE BE oc occ cece ceed Sd diccwcicess 100 Lb. 1.60 1.35 6. 
2 RN I, GI BE, FE ies 5 oct cc cccccccccscdesccececs pond $i Ee. a, any 2.16 1.70 F.i 
3 ahah wah eaas hain ed ee eek Gne 100 Lb. 1.90 1.65 6. 
4 Striking hammers, Oregon pattern, 6 Ib.........................| July, 1928 anh ntun, be Oe wtese. 4.74 3.54 10.) 
5 Railroad picks, 6 Ib.................:. pb edheka ae en Ee REM OE Doz. 2.43 1.87 Fe 
6 | Machine bolts, 4x4.................. AR IOUR ERR e 100 Pcs. 1.61 1.32 4. 
7 ce Hot pressed nuts, square, blank, 4 in.......................... — io. ee. a tie too 2.60 2.20 6. 
8 Iron turnbuckles, 1 in. with stub ends....................... . 100 Pcs. 27.80 26.34 57. 
9 | Spring cotters, steel, % 214... .. 0.00... cccecceseceueveeees 1000 Pcs. | 0.44 0.41 0. 
10 | Small black rivets, 4 x11, in kegs...........06. 00.00.0000 ees 100Lb. | 2.66 2.40 8. 
41 | Upholsterers cut tacks, No. 4, blued, in bulk®.................. 100Lb. | 6.20 4.96 | 16. 
- 12 Wood screws, flat head, iron (new list prices Jan. 3, 1928)........ Per Cent Off List 0.926 0.9198 0. 
48 | Showets, plain back, No. $,C grade.................0cecceecee. Doz. | gt 3.90 8. 
14 | Ball tip, loose pin, steel butts, 344 x 314, plated................ Doz. Pr. 0.64 0.61 1. 
; 16 Wrought brass butts, 2 in. marrow............... Ene tee Oe Gross Pr. Pa | 3.38 3.80 Lf 
16 Stillson pattern wrenches, 10 in., wood handle................... Doz. ae 4.87 4.75 9. 
11 | Monkey wrenches, knife handle, 10 in..............0..2..00005. Doz. 4.32 4.32 | 10. 
. 18 Files, 10 in. flat bastard. . yee Racasceduerdaxweedes Doz. ’ 1.13 1.13 2. 
19 Carbon twist drills, 1 in., round straight shank, Jobbers Lengths. . Doz. 0.85 0.79 43 
20 Chisels, plain handle and edge, 1 in. socket firmer............... Doz. 1.97 2.07 i «@ 
21 BotGedine Gemeete, ST: BORG. og... ec kc cce cc ccdsccee. Lb. 0.20% 0.19 0. 
22 Post-hole diggers, Eureka pattern....... sh aetamiale sage Doz. bie 6.00 5.00 9. 
93 | Car movers, Badger............... OR al UR Doz. —|-24.00 | 36.00 | a7. 
24 | Wire rope, cruc. cast steel, 6 strand, 19 wire, 5 in. diameter... .. 100 Ft. | «70 | aa | a1. 
z 25 Poultry netting, 2-in. mesh, 19-gage wire, galvanized after woven . Roll of 600 Sq. Ft. ad 1.97 | 1.69 | 3. 
96 | Wire screen cloth, 12 mesh, black, less than carload............. 100Sq.Ft. | 1.10 | 0.90 | 1. 
: a7 Galvanized water pails, 10 qt., light pattern, less than carload... . . Gross ne 18.14 33. 
98 | Enameled cast iron sinks, flat rim, 18x30..................... Each 1.80 | 1.800 | 3. 
29 Finished brass compression bibbs, standard pattern, for I. P. 5 in. Doz. | $8.67 3.59 | Te 
30 Axes, unhandled, first quality standard grade, single bit, base... . | Doz. | 6.75 | 3.60 | 11. 
$1 Plain tin wash basins, 13 in., stampedt........................ Gross | sea at 6.08 | 10. 
$2 | Circular spring balances, 30 Ib. x02..................2 2200000. | Each jae, 1 ae 1 SS 
33 | Lawn mowers, 14 in., ball-bearing, medium grade, 4 Blade....... Each woe bl ek eS 
Col. No. 1 2 


*Prices previous to June, 1926, were on American Cut Tacks now discontinued by most manufacturers. 
tJune, 1926, to June. 1930, prices on 13 in.; other prices on 12% in. 

tNew list Nov. 21, 1936. 

@ Ceiling prices established by Government Price Administrator 
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Compiled by OLIVER BROTHERS, INC., New York and Chicago. U. S. 



















































































































































































é 3 4 6 9 11 12 13 14 
Mar. July Nov. Sept. Dec. Dec. | Dec. Dec. Dec. 
1915 i917 1918 1920 1923 1925 | 1926 1928 1929 
1.35 5.00 3.90 5.00 3.16 2.80 | 2.90 2.80 2.80 
1.70 7.00 4.90 7.50 4.00 4.00 | 4.26 3.81 3.81 
1.65 6.60 | 7.60 7.26 5.75 6.75 | 5.26 5.89 5.89 
3.64 | 10.80 | 10.80 10.80 8.75 8.75 | 8.10 0.70 0.70 
1.87 7.29 9.00 8.65 6.20 6.10 6.00 5.70 5.70 
1.32 4.97 3.83 5.33 2.43 3.04 3.04 3.33 3.33 
2.20 6.50 6.50 8.50 5.20 4.95 4.95 0.555 | 0.555 

26.34 | 67.20 | 67.20 70.40 39.80 49.50 | 665.00 | 66.00 | 65.00 
0.41 0.96 1.02 1.16 1.05 0.75 0.75 0.78 0.78 
2.40 8.21 7.20 8.80 5.10 4.10 4.10 4.32 4.32 
4.96 | 16.25 | 165.10 18.15 12.40 14.65 | 11.265 | 11.33 9.91 
0.9198 | 0.784 | 0.784 0.784 0.8335 0.87 0.8819 | 0.645625 | 0.6288 
3.90 8.60 | 11.61 12.90 9.16 8.47 8.47 8.28 6.62 
0.61 1.75 1.75 2.20 1.90 1.44 1.44 1.87 1.64 
3.80 7.17 7.81 7.08 7.20 7.20 7.20 7.20 7.20 
4.75 9.00 | 10.00 11.81 9.00 7.60 7.50 4.86 5.13 
4.32 | 10.49 | 11.66 13.20 9.62 9.62 9.62 9.62 9.14 
1.18 2.09 2.73 2.66 1.75 1,89" 1.89 1.89 1.89 
0.79 1.42 1.46 1.39 0.97 1.11 1.11 1.11 1.11 
1.97 4.01 4.70 5.35 6.35 5.34 5.34 5.36 5.36 
0.19 0.42 0.48 0.29 0.19 0.21 0.20% | 0.23% | 0.26% 
5.00 9.00 | 12.60 17.00 11.50 11.60 | 11.60 | 11.60 | 11.60 
25.00 | 27.50 | 36.00 48.00 48.00 48.00 | 48.00 | 48.00 | 48.00 
4.41 | 11.90 | 11.65 9.28 8.62 8. 8.62 8.62 8.62 8.62 
1.69 3.47 4.13 4.13 3.76 3. 3.33 3.08 3.13 3.01 
0.90 1.75 1.95 2.05 1,96 1. 1.70 1.60 1.71 1.42 
18.14 | 33.60 | 46.97 50.40 24.19 26.88 | 24.84 | 23.04 | 24.12 
1.80 3.36 4.45 | 5.00 4.05 4. 4.05 4.05 4.06 4.16 
3.59 7.18 8.60 10.77 6.80 5. 5.98 6.30 5.99 5.35 
3.50 | 11.50 | 13.60 16.00 10.75 10.60 | 12.00 | 13.00 | 13.00 
6.03 | 10.44 | 10.44 17.16 13.90 13.21 | 12.20 | 12.20 | 9.72 
6.00 7.50 8.00 9.00 7.6914 | 7.6914 | 7.69% | 7.69% | 7.6914 | 
2.90 3.60 5.00 7.50 7.00 6.40 | 6.40 6.00 5.50 

3 4 6 9 11 12 13 14 
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Compiler’s Note: 

We have reduced lists and discounts to unit prices or unit quantity prices as the case 
may be, and in doing this we have taken into consideration the fact that the list prices on 
some items have been changed from time to time and the net prices shown are based upon 
the lists and discounts in effect on the dates given. The figures opposite the subject Wood 
Screws represent the discounts reduced to a unit percentage. The prices shown represent 
what would be recognized as a reasonable wholesale price allowed by the manufacturer 
to the wholesale merchant (the jobber). 

The lowest average prices will be found in column under “March, 1915,” although 
lower prices on some commodities are to be found in other columns. 

The highest prices are to be found distributed between July, 1917, and September, 
1920. Many of tne highest prices were put into effect after the war had ended, during 
1918, 1919 and 1920. 

We believe a study of the prices shown in this table of manufactured hardware, in 
conjunction with our TABLE OF MARKET VALUES of iron, steel, wire and metal materials, 
would be time well spent to those who are familiar with the materials entering into the 
manufacture of the finished product. 

OLIVER BROTHERS, Inc. 


New York-Chicaygo. 























































































































































































































20 21 22 23 24 25 

ly i‘ July June | June June June Item 
36 1937 1938 | 1939 1940 1941 MATERIAL | No. 
0 | «3.00 3.00 | 2.90 3.00 | 3.000 | Steel railroad spikes, %x614.............. PURE Sw x 
31 | 4.28 4.22 | 4.31 4.15 4.15e | Track bolts, square nut, {x3%......................-, = 
0 =| 6.30 | 6.30 | 6.15 | 6.25 | 7.67 | Crowbars,10t040 ID... cccecceeeseeeees 3 
33 | 0.60 | 0.65 | 0.69 | 0.63 | 0.70 | Striking hammers, Oregon pattern, 61b........ 4 
o | 6.16 | 6.73 | 6.06 | 6.39 | 7.58 | Railroad picks,6 Ib........... ie 
ie | 3.42 | 2.78 | 2.58 3.05 | 3.29 | Machine bolts, 54x4......... | MERRIER. Ge 
a7 | 0.87 0.43 0.44 0.44 | 0.67 | Hot pressed nuts, square, blank, 1 in... ee os L. 
0 | 65.00 | 55.00 | 45.00 | 47.30 | 65.00 | Iron turnbuckles, 1 in. with stubends..... |B 
6 | (0.95 | 0.84 | 0.95 | 1.05 | 1.05 | Spring cotters, steel, % x 114 ek a 
6 | | (4.80 5.05 4.79 5.04 | 6.32 | Small black rivets, 14 x13, in kegs PP RRRAS ie 
3 | (9.15 9.15 9.30 9.30 | 10.55 | Upholsterers cut tacks, No. 4, blued, in bulk® vice Mae 
825t/  .7000¢] .7832| 7338 .7346.|  .6837 | Wood screws, flat head, iron (new list prices Jan.3, 1928)... | 12 
6 | 9.60 9.50 9.50 9.60 “10 00 | Shovels, piain back, No. 2, C grade................ 4 
5 2.38 2.06 2.16 2.02 2 .67 | Ball tip, loose pin, steel butts, 314 x 3, plated... | 14 

8 | 7.20 | 6.48 | 6.83 5.83 | 6.83 | Wrought brass butts, 2 in. narrow............. RE SL 
3 | 6.80 | 6.38 | 4.86 4.60 | 6.12 | Stillson pattern wrenches, 10 in., wood handle....... deiss<tavee ae 
0 86| 7.70 7.70 7.70 7.42 8.75 | Monkey wrenches, knife handle, 10 in............. 17 

9 | 2.36 2.36 2.36 2.36 2.36 | Files, 10 in. flat bastard... aa 
3 | (148 1.42 1.43 1.43 | 1.43 | Carbon twist drills, 34 in., round streight shank, Jobers Lengths. .| 19 
6 | (6.65 5.65 5.65 5.65 5.94 | Chisels, plain handle and edge, 1 in. socket firmer. __ | 20 
7 | .say%| .17 18 20 25 | Soldering coppers, 3 Ib. base... ‘ } | a 
6 | 11.26 | 11.76 | 11.75 | 11.00 | 11.00 | Post-hole diggers, Eureka pattern _. ae 
0 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | Car movers, Badger..... | it | 23 
1 9.33 9.33 8.81 8.81 a 9.27 | Wire rope, cruc. cast steel, 6 strand, 19 wire, % in. dlameter 7 24 
6 | 2.80 2.72 2.63 3.71 | 3.12 | Poultey netting, $-in. mesh, 19-gage wire, gaivanized after woven | 95 
9 | 1.60 1.475 1.33 1.50 i .53 | Wire screen cloth, 12 mesh, black, less than carload aa Z 26 
6 | 31.68 24.40 a 25.08 26.40 % 30.24 | Galvanized water pails, 10 qt., light pattern, less then carload ee a7 
5 | 8.16 3.15 3.12 3.27 | 3.42 | Enameled cact iron sinks, flat rim, 18 x 30  levischiieceh 
ee 5.88 5.06 5.02 5.27 Ps 6.48 | Finished brass compression bibbs, standard pattern, for I. P. 5% in.) 29 
© | 10.80 | 12.00 | 12.00 12.00 | 12.32 | Axes, unhandled, first quality standard grade, single bit, base. ..| 30 
4 | 10.92 | 10.92 | 10.92 9.36 | 9.48 | Plain tin wash basins, 13 in., stampedt........ cesthctunsaeea | 31 
0 | 6.00 | 6.00 | 6.00 6.00 6.60 | Circular spring balances, 30 Ib. x0z............. ceadtaniete | 32 
5 | 4.30 | 4.30 | 3.85 3.85 4.05 Lawn mowers, 14 in., ball-bearing, medium grade, 4 Blade....... | $3 
"20 21 22 23 24 25 











The Challenge to Industry 


(Continued from page 152) 


view, resurvey its policies, aban- 
doning those which are obstacles 
to our supreme national effort? 
It is not true that if city gov- 
ernment can be struck in essen- 
tial services in times of grave 
emergency, the invitation is 
plain to strike essential Federal 
services, thus bringing the de- 
fense program to a standstill? 

I need not tell you that indus- 
try is friendly to all the laudable 
and patriotic efforts of labor to 
improve its condition. The thing 
that industry opposes, for the 
sake of the American way of life 
and defense of the nation, is the 
systematic discrimination among 
the three major divisions of 
production—industry, labor and 
agriculture. 

I believe that the President 
and his more sagacious advisers 
will finaly bring about new atti- 
tudes, as indeed they must, since 
the situation is not for the best 
interests of the country. And it 
is high time. Mr. Henderson, 
director of the Office of Price 
Administration, speaking on 
Sept. 19 at the centennial of the 
John A. Roebling’s Sons Com- 
pany, remarked: “There is a 
growing recognition of the clear 
fact that ‘business as usual’ is 
out.” 


Strikes “as Usual” 


Now that is typical of the 
catch phrases used so glibly and 
unthinkingly, perhaps, in these 
troubled times. The implication 
of the remark is that some busi- 
nesses, some manufacturers, 
want to carry on “as usual”; and 
the Administration notes with 
pleasure that they are beginning 
to see that they cannot do it. 
But what about the business— 
the big business—of strikes “as 
usual?” 

The same newspapers that 
published Mr. Henderson’s 
speech published the fact that 14 
vessels would be launched in one 
day of September by private 
shipbuilders. Is that “business 
as usual?” The question which 
the Price Administrator may or 
may not have desired to raise in 
the public mind answers itself. 
There is no “business as usual” 
in production. But the lenient 
attitude of the government en- 
courages “strikes as usual.” 
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In meeting our challenge we 
find new problems that are of 
this war and in which neither 
the government nor the manu- 
facturer has had much experi- 
ence. One is the vexing matter 
of priorities with an epidemic of 
what is called “priorities unem- 
ployment.” Now priorities un- 
employment, like any other form 
of unemployment, means not only 
the unemployment of labor, but 
also of plant, capital and man- 
agement. There is no detail of 
our vast production effort that 
cries more loudly for an open 
and reasonable attitude and for 
the advice and consultation of 
business men than this intricate 
and complicated matter of 
priorities of raw materials. Yet 
it is true that if an industry or 
a group of industries questions 
priority policy it is risking the 
accusation of being selfish and 
unpatriotic. 

I would ask you to note how 
little industry asks while giving 
its all. A careful reading of its 
studied recommendations for 
the present crisis would astonish 
the most relentless enemy of in- 
dustry should he care to examine 
them. They are simple and un- 
derstandable, they are patriotic, 
and, above all, they are workable. 

The National Association of 
Manufacturers, with a member- 
ship of 8000 active companies, 
employing two-thirds of the total 
number of persons gainfully em- 
ployed in manufacturing, recog- 
nizes the need of subordinating 
all private interests to our major 
task of national defense. 

To this end the association 
sets forth the belief that a sub- 
stantial portion of the cost of 
the defense program should be 
paid for from the current re- 
ceipts of the government, that 
the maximum number of cit- 
izens, young and old, rich and 
poor, contribute each his fair 
and proportionate share to the 
defense chest, and that a gen- 
eral rise in prices, demoralizing 
to those of fixed income in the 
lower brackets, be avoided. 

Speaking for industry as its 
major voice, the association rec- 
ommended to the Senate Finance 
Committee four broad, general 
policies. You should be acquaint- 

(Continued on page 178) 








SELL BEREA 
ABRASIVES! 


Board, fitted 
“The free Bares Display © 
a wae og combination naturel 
and menufactured —_— 
sharpening stones, 
winner!“ 


“I have steady Customers among 
for Berea Rubbing Bricks. Bes 
the fluted and straight ; 
sell fast . . build profits!“ 


and Merchandiser. it’s the finest abrasives 
book ever issued. We will send it free if 


you request it on your letterhead . . no obli- 
gation! Just off the press! 
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The Wage and Hour Law 


(Continued from page 89) 


cribing the figures and comput- 
ing the deficiencies. But that 
proved slow and costly. The bur- 
den largely has been shifted to 
the employer. Now the work of 
the inspector wears out more 
swivel chairs and less shoe leath- 
er—the employer vice versa. 
Now the employer is asked to re- 
port on his compliance. It is 
he who computes deficiencies if 
there appear to be any. 

A recently issued warning 
concerning “hot goods” seems 
significant of the trend to shift 
as much of the enforcement bur- 
den as possible. You will re- 
member that the “hot goods” pro- 
vision of the Act is the one 
which prohibits the selling or 
shipping in interstate commerce 
of goods produced in violation. 
The administrator suggests that 
purehasers examine into the 
wage payment policies of those 
who sell them goods as a precau- 
tion against getting caught with 
“hot goods.” There may be some 
practical difficulty in putting this 


MORSE 


\ 


MORSEs== 


NEW YORK STORE: 130 LAFAYETTE ST. - - CHICAGO STORE: 570 WEST RANDOLPH ST. 


suggestion into practice, espe- 
cially in a sellers’ market such 
as we have today, but the trend 
toward shifting the police func- 
tion from the government’s 
shoulders is illustrated. 

Sometimes it is disconcerting, 
to say the least, when an inspec- 
tor seems intent on enforcing his 
own interpretations. Then, too, 
if there is doubt as to an em- 
ployer’s liability under certain 
cond‘tions, it is much safer from 
the inspector’s viewpoint, and 
easier and quicker as well, to per- 
mit the employer to pay “all the 
traffic will bear.” 

I so frequently meet with the 
impression that the inspector is 
the final arbiter when there are 
alleged irregularities that I be- 
lieve it worth noting here that 
that is not the case. Another 
erroneous impression I meet fre- 
quently is the belief that the 
administrator and his represen- 
tatives are specifically given au- 
thority by the Act to require the 
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OF PRODUCTION 


if turret lathes, drill presses and milling 
machines are the heavy artillery of pro- 
duction ...reamers, drills, taps and cut- 
ters are the shock troops upon which the 
success of the drive depends. So urge 
your customers to put only top quality 
tools at the workhead. Sell MORSE 
tools to get production drives under 
way... and keep them going strong. 


TWIST DRILL AND 


MACHINE COMPANY 
NEW BEDFORD, MASS., U. S. A. 
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payment of back wages or resti- 
tution to employees. 

In a case which came to my 
attention a broad statutory ex- 
emption appeared to apply to 
all of the employees of a firm 
under investigation. The exemp- 
tion seemed to be overlooked en- 
tirely by the enforcement staff 
and only by considerable insis- 
tence was it given consideration. 
In another instance according to 
my informant, an employer, an 
inspector persuaded restitution 
last fall and was followed by an- 
other inspector about six months 
later who insisted on additional 
payments, not only for the peri- 
od subsequent to the first inspec- 
tor’s visit, but for the period 
prior to that time for which the 
firm had previously paid, or 
thought they had paid, in full. 

Another reason it is impossi- 
ble to predict just what your con- 
tact with the enforcement arm 
of the Wage and Hour Division 
will be like is due to the lack of 
uniformity of enforcement from 
region to region and even in dif- 
ferent sections of the same re- 
gion. For example, one method 
of paying overtime seems to “get 
by” in certain localities, only 
frowned on in others, and in still 
others it has been the basis for 
demanding payment of back 
wages. 

Sometimes it works the other 
way. A firm well known to me 
recently wrote that an inspec- 
tor had called and found every- 
thing to his liking but had ad- 
vised them that they were pay- 
ing more than necessary in over- 
time. According to the letter, 
the inspector had told them that 
since they were paying bi-weekly 
they need pay overtime only 
when 80 hours were exceeded 
in the two-week period. This 
would, of course, violate one of 
the elementary interpretations 
as well as the plain language of 
the Act itself. This advice by 
the inspector would be no de- 
fense in the event of an em- 
ployee’s claim nor in case of sub- 
sequent inspections by the Divi- 
sion. 

Perhaps these unfortunate 
instances have been unavoidable. 
They are, nonetheless, regret- 
table since the harmful effects 
may be so far reaching. The di- 
rect effect on the bank account 
can be serious enough, but the 
harmful effect on employee 
morale when the firm appears in 
the light of withholding wages 
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Sherten Your Waiting Time 
for Threaded Fasteners— 


check with TRIPLEX 


If you’re finding it hard to clinch deliveries on 
cap and set screws, bolts and nuts—even with 
priorities in your pocket—check with Triplex. 
A recent addition to our plant, including dou- 
bled heat-treating facilities, increases Triplex 
capacity to deliver high-grade products in many 
styles and sizes. 


Triplex Cap and Set Screws, for instance: 
Tough, true-pointed Set Screws that tighten 
quickly, and stay set; accurately formed Cap 
Screws of carefully specified steel, uniform and 
correctly finished, help tighten up on produc- 
tion economies. 


Let’s see how your problems fit into 
our new ability to serve you. It may 
be to your advantage to get in touch 
with us, today. 


The Triplex Screw Company 
5317 Grant Avenue Cleveland, Ohio 





CAP AND SET SCREWS, BOLTS, NUTS AND RIVETS 


* Millions Sold + + + Used in Every Industry * 
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TOOL OF 
1001 USES 


Featured this 
fall in an 
intensive 
Christmas 
campaign 
in national 
and indus- 
trial publi- 
cations 
reaching men 
of all ages, 
who need the Handee for 
homecraft, shop work or to 
carry in repair kit. Original 
tool of this type and the 
leader today. A swell gift 
for any man, and for the young fellow 
in service, 

Speed, 25,000 r.p.m. Wt. 12 oz. Na- 
tionally advertised, with 7 Accessories, 
$18.50. 


ULTRA DE LUXE SET 


A Big Christmas 
Seller and profit- 
able the year 
round. Strong, 
metal carrying 
PA case contains a 
DeLuxe Model 
Handee and 
45 of the most 
popular acces- 
sories to grind, 
drill, polish, 
cut, rout, carve, saw, 
sand, sharpen, engrave. 
Nationally advertised, 
$25.00. 


FREE COUNTER DEMONSTRATOR 


A real sale maker. Requires only 2 square feet 
of space. ‘Attracts prospects, invites them to try 
the Handee. Costs you nothing. 






300 ACCESSORIES 
BUILD STEADY BUSINESS 





Special sets are now available or 
Handee owners can make their own 
selections of separate items from this 
glass-top, dust-proof display case. Con- 
tains 87 of the livest varieties in con- 
stant demand, 3 of each item. 


Write Today for Special Deal on 
Accessory Case and Handee Self 
Demonstrator Set 


CHICAGO WHEEL & MFG. CO. 


Makers of Quality Products for 40 Years 
1101 W. Monroe St. Dept. H. A. Chicago, I. 


168 





required to be paid by law can 
be worse. 

By now you will have little 
doubt of the nature of a sug- 
gestion I have to make, if a sug- 
gestion is in order. That is that 
adjustment of wages and em- 
ployment policies be made with 
one eye, your best eye, on the 
Wage and Hour Law. And by 
conformity with the law, permit 
me to emphasize, is meant con- 
formity with official adminis- 
trative interpretations not with 
the ideas of the friend you meet 
on the street and not necessarily 
with those of a representative 
of the wage and Hour Division 
unless authenticated by formal, 
written interpretations origi- 
nating in Washington. 


Practical Effect 
of Overtime 


It is characteristic of legis- 
lative enactments that their real 
effect proves somewhat different 
from the effect intended. We 
now have three years of re- 
trospect on which to base an 
opinion as to the real long term 
effects of the Wage and Hour 
Law. Focusing our attention to 
overtime for reasons already 
stated, the popular slogans, such 
as “extra pay for overtime” and 
“overtime begins at forty,” do 
not seem to paint a true picture. 
It now seems more accurate to 
say that the overtime provision 
prescribes technical formulae or 
principles to be used in com- 
puting the employee’s wage 
without having much direct ef- 
fect on the total pay envelopes 
averaged over a period of time 
nor on the total number of hours 
worked. So long as we have a 
substantial degree of free econ- 
omy, the law of supply and de- 
mand, booms and depressions, 
and the relative bargaining 
power of employer and employee 
continue to be the major influ- 
ences on wages and hours rather 
than the Wage and Hour Law. 

It is not contended that the 
Act freezes wages. So long as 
the applicable minimum wage is 
observed, employee and employer 
are free to contract (or agree) 
on wages and hours, if the Di- 
vision’s contentions are upheld, 
provided only that the weekly 
wage must fluctuate in relation 
to the overtime hours according 
to the formula applicable to the 
actual employment contract in 


force. In other words, the inter- 
est of both employer and em- 
ployee is centered on the total 
wage for a “reasonable” num- 
ber of hours or amount of work. 
Once those two things are 
agreed upon it requires only 
simple arithmetic to determine 
an hourly rate or weekly wage 
or salary to produce the desired 
result and compliance with the 
law if the correct formula is ap- 
plied. It seems more and more 
apparent that this is the actual 
change wrought by the Wage 
and Hour Law. 

In my opinion, much of the 
confusion concerning interpre- 
tations of this law has been due 
to the difficulty in telling the 
whole story on any given point 
at one place and time. Try as 
one may, it seems impossible to 
clarify one point without rais- 
ing many more. 

To do justice to overtime 
alone would require most of the 
day. I find that discussing frag- 
ments of this subject tends to 
confuse. The only satisfactory 
way of proceding with confidence 
seems to demand a _ thorough 
understanding of the basic prin- 
ciples of the Division’s overtime 
theory. Armed with that under- 
standing and a knowledge of the 
individual circumstances, we 
have a reasonable chance of 
success in applying them to a 
particular case. 

To avoid the mistake of say- 
ing too little about too much I 
am going to close with the hope 
that you will feel free to ask 
questions. 


W hat’s a Monopoly? 


N addition to the Federal anti- 

trust laws, many of the states 
have laws forbidding monopolies 
and contracts in restraint of trade. 
Condemning a contract as violating 
the anti-monopoly statute of Texas, 
the Court of Civil Appeals of that 
state recently said: 

“Any contract by which one party 
is to sell his entire output to or take 
his entire requirements of a com- 
modity from the other, is contrary to 
our statute forbidding monopolies.” 

An “exclusive agency” contract is 
not necessarily an illegal, monopoly 
contract, but all such contracts 
should be checked carefully to make 
sure that they do not conflict with 
Federal or state laws prohibiting 
monopolies and contracts in restraint 
of trade. 
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N the realm of national defense, we 
are building specially designed al- 
loy steel tools for army trucks, for air- 


planes and other equipment. 


We have substantially increased pro- 
duction in order to cooperate fully in 
the defense program and at the same 
time meet trade requirements as com- 


pletely as possible. 


Vichek Tools are the result of 46 years 


of tool craftsmanship — always good 
value, always dependable. 


THE VLCHEK toot co. 


3001 E. 87th St * Cleveland, Ohio 
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Defense Housing 


(Continued from page 94) 


ber, cement and things of that 
kind. Thirdly, there is this 
group of material included on 
the Defense Housing Critical 
List which covers metals that 
are scarce, but on which certain 
quantities have been made avail- 
able for this particular purpose. 
I would like to make that point 
clear that, therefore, the prior- 
ity or preference rating only ap- 
plies to this critical list of 
metals and to make them avail- 
able there has been this alloca- 
tion of such quantities to take 
care of this number of housing 
units. 

The housing program is di- 
vided, of course, as far as pref- 
erence is concerned. Naturally, 
the highest preference rating 
would be given to a_ project 
where it is rehabilitation of an 
existing property and whereby 
an increase in the number of 
dwelling units is accomplished, 
where those units are going to 
be made available for rent. So 
the highest preference would be 
rehabilitation, an increase in the 
number of existing units in a 
project where the units were to 
be offered for rent. Next would 
come rehabilitation where units 
were increased and the property 
was to be offered for sale. In 
other words, they would be at 
the top of the ladder, and that 
is perfectly understandable be- 
cause this is essentially, affer 
all, a conservation program to 
endeavor to concentrate and to 
save these materials. It is to 
challenge your ingenuity to use 
substitute materials wherever 
possible and even to know that 
there are available certain sup- 
plies of metal. The fact that 
you do not use them, however, 
is one way that you are helping 
the defense effort that much 
more. 

The lowest preference rating 
would be on units not yet built 
for sale, and the next to the 
lowest would be housing units 
not yet used for rent. 

In setting up the mechanics to 
administer this—this to be done 
very quickly, as you can under- 
stand, because private industry 
could not be allowed to bog 
down, and already there were 
shortages appearing in certain 
areas and certain vital jobs 


could not obtain sufficient ma- 
terial to complete their work. 

The procedure was designed 
to be planned in such a way that 
it was easy to administer and to 
get it together as quickly as we 
were humanly able. This prob- 
lem presented the examination 
of projects as they came in, to 
decide which would be recom- 
mended to the OPM for priority 
approval, so that the Federal 
Housing Administration, having 
field offices throughout the whole 
United States, having qualified 
staffs of architects and evalua- 
tors, were employed and worked 
right from the start with us in 
setting up this procedure. It was 
decided that the easiest and 
most effective way to initiate 
applications were through these 
various field offices in the vari- 
ous localities. 


Financing 


I want it distinctly understood 
that activity of the Federal 
Housing Administration is in no 
way contingent upon FHA fi- 
nancing. They have availabie 
these technical experts in the 
field. When an application comes 
in, they are prepared to give the 
builder all the information and 
can analyze and make certain 
recommendations to our local 
field office, so that we may have 
that information in considering 
the recommendation to the OPM. 
It does not make a particle of 
difference whether the housing 
project is to be financed by a 
bank, a life insurance company, 
or building and loan, or what- 
ever it is. You still file your ap- 
plication at the local office of the 
FHA, and, of course, the FHA 
undoubtedly will have a _ tre- 
mendous part in this picture, so 
much so that it is apparent when 
together with the FHA ad- 
ministrator and the Defense 
Housing Coordinator Title VI of 
the National Housing Act was 
sponsored, which enables a build- 
er, or encourages builders, to go 
into areas where otherwise they 
probably would not be so willing 
to go, but where there is a need 
for defense housing. And the 
Government has more or less 
sweetened the pot by a special 
insurance fund to lending in- 
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MAIL BOX 


EVERY ONE SOLD BECOMES 
A SALESMAN FOR YOU... 


Every Purchaser a Proud Owner 
Every Neighbor, Friend 
and Relative a Live Prospect. 





FEATURES 
@ Contents Are Visible 


@ Saves Time, Unnecessary Trips and 
Exposure in Bad Weather 


@ Body is Heavy Crystal Glass in 
Attractive Stippled Design 


@ Harmonizing Rust-Proofed Hardware 
@ Large Capacity, 12 in. Deep 


@ Distinctive On Any Home 


a ENT 
AND MODERN 


On THE MARKET 





For Quick Sales and Good Profits, the “Visible Glass Mail 
Box creates and supplies an important new year ‘round 
market on a handsome, useful new Household Specialty which 
has no competition 


“Glass Retains Its Beauty Always” 


Oealers everywhere report increased sales. Don't overlook this 
Profitable business. Stock and display now. National adver- 
tising in leading home magazines is rapidly increasing the 
already large demand 

ORDER THROUGH YOUR JOBBER TODAY 


GEO. F. COLLINS & CO. 


SAPULPA OKLAHOMA 














In Cooperation 
With Your Jobber 


We all know that your job of 
supplying customers’ needs 
isn't going to be an easy one 
in the months that lie ahead. 
In common with other mer- 
chandise in daily demand, 
some items in the “Shelby” 
line may be scarce at times. 
Defense necessarily comes 
first. 
But this we know too—hard- 
ware jobbers are doing their 
utmost to keep merchandise 
coming your way and we 
have pledged to them — in 
your behalf — our very best 
attention to every order we 
can possibly fill. 
It always pays to order 
“Shelby” quality by name 


THE [yolby_ 
C.D SPRING HINGE CO 
SHELBY, OHIO 
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stitutions to finance those pri- 
vate operations. 

Upon receipt of the applica- 
tion by our field office we then 
have that information before us, 
and the quantities which have 
been taken off by the architect 
are checked against the Critical 
List and a certain amount of 
technical data. It is then up to 
us to base our consideration for 
recommendations on the criteria 
which have been laid down as 
just being common sense. In 
other words, is the approval of 
this particular project desirable, 
is it necessary, is it best that 
it be done at this time, is there 
some other project which would 
accomplish the purpose better, 
what is the reputation of the 
builder, his background, his fi- 
nancial capacity, his capabilities, 
his labor supply; are all those 
items satisfactory, so that it is 
reasonable to think he can carry 
the project through to comple- 
tion? 

Having considered and weighed 
those things the authorized 
agent of the Defense Housing 
Coordinator recommends to the 
OPM that a priority certificate 
be granted, or if not recom- 
mended, the case is transmitted 
to the local OPM office. The 
OPM has set up field offices in 
about 16 cities throughout the 
United States, and is in the 
process of setting up 10 or 11 
more, and these certificates will 
be issued direct from the OPM 
to the applicant. 

The chain of events is that 
you file with the FHA, it goes to 
the Defense Housing Coordina- 
tor’s agent, his recommendation 
goes to the local office of the 
OPM, and issuance of certificate 
or notification of approval comes 
from this OPM office back to the 
applicant. As you can see, it is 
reasonably simple and is a 
streamlined procedure. 

First of all, when making ap- 
plication the actual metals that 
are going to be used must be 
specified and a list must be 
drawn up of the required ma- 
terial. Secondly, these prefer- 
ence ratings, as issued, apply to 
a specific builder, a specific proj- 
ect, and a certain number of 
housing units, and they are non- 
transferable. In other words, a 
builder cannot get a priority on 
one location and carry it over 
into another, and furthermore, 
these certificates are revocable 
at will by the OPM. 


Next, in making out these 
Critical Lists, or any informa- 
tion connected with filing of ap- 
plications, the local FHA officers 
have, as far as already set up, 
in each office, to aid builders in 
filing applications, to answer 
questions, to help in any way 
that they can, the necessary in- 
formation services. 

One important ruling which 
has just gone into effect and 
which I want to tell you about, 
is that from now on applications 
for newly constructed houses 
must only contain those units on 
which it is proposed to com- 
mence construction within the 
ensuing 90 days from the date 
of the application, unless at- 
tached to the application is a 
construction schedule showing 
the number of houses to be com- 
menced in the next succeeding 
three months. la no event is an 
application to be filed where the 
construction schedule presumes 
beginning of construction after 
six months from date. That is 
easily understood when you think 
back a moment and consider that 
we have an allotment for 200,- 
000 units. That carries us to 
February from September, we 
think, and we hope we will have 
another 200,000 units for the 
balance of the year—in other 
words, a 400,000 unit building 
program by private enterprise 
to aid this defense housing ef- 
fort. 

Generally speaking, I think 
that about concludes as much as 
I believe will be of interest to 
you. I have outlined briefly the 
procedure and the limit. I real- 
ize I am at a disadvantage in 
talking to you, because I am not 
talking to builders. You gentle- 
men are suppliers. I can tell you 
this, though; that the number of 
preference certificates issued is 
755. That has attached to it a 
copy of the application which 
lists the materials needed. There 
is also attached a copy of the 
Critical List and some other 
literature which is sent out at 
the same time, such as Priorities 
Regulation No. 1 and a builder’s 
information list. Those certifi- 
cates are extendable. The con- 
tractor presents the copy of that 
letter, say, to his plumbing con- 
tractor, and the plumbing con- 
tractor goes to his supplier and 
furnishes him with a copy, and 
in each case it can be extended 
right on down the line. 
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Feature PRO-TEX PADS for Velume and (Profit! 





@ Useful, attractive PRO-TEX Pads have 101 uses 
in the home . . . protecting surfaces against heat and 
scratches. Every housewife admires the beauty of 
their gleaming, colorful metal tops; she appreciates 
their soft asbestos base that insures against damage. 
Best of all, she is delighted with the low prices, 
which make it easy for her to buy as many as she 


Here’s a New Opportunity for 
Profitable Big-volume Sales 





PRO-TEX surner Pap 


@ Housewives asked for this 
new and better Burner Pad! 
Made of finest quality heavy | 
asbestos millboard, one side 
protected by sheet steel which 
firmly holds the cool-grip 
handle, reinforces the edges 
of the pad, and gives the pad 
longer life. For gas, electric 
and oil stoves. Gives you a 
good mark-up and builds cus- 
tomer satisfaction. 


Packed in attractive glassine en- 
velope printed in two colors, 
showing how the product pre- 
vents breakage of glass and pre- 
vents sticking or burning of 
foods. 


needs. PRO-TEX Pads are available in three pat- 
terns, and each pattern may be had in a wide variety 
of standard sizes. 





the popular 


above is 


IMustratea 
Coffee Cup Patterns in two sizes 
14” x 17” and 7” round. Feature the 
full line for maximum volume and 
profit. 


* * AMERICA COMES FIRST * x x 
* 
* 


Cooperating with the National Defense 
Program, we are not able to fill all orders 
promptly. We are taking care of our regu- 
lar customers to the best of our abilityand  y 
ask your indulgence during the present 

emergency. * 


BALLONOFF 


METAL PRODUCTS CO. 
5800 Kinsman Rd. Cleveland, Ohio 


* 
* 
* 
* 








Sell 
WARM 


Coal Heaters 


Only heater of its kind in the world! 
struction gives amazing results. 
Semi-automatic magazine feed. Holds 100-200 Ibs. 
coal. 
Requires no special diet; burns any kind of coal, coke, 
briquets or wood. 

Heats all day and night without refueling. 
Start a fire but once a year. 

Sell the heater that has 
made good almost 100,- 
000 times! It’s the heater 
with an established back- 
ground . the heater 
that sells and satisfies. 








Patented con- 


Retail Prices: Cabinet Model 
420 (holds 100 Ibs. coal), 
$89.95—Model 120A (holds 100 


$49.95—Model 24A 
coal), $69.95. 


Ibs. coal), 
(holds 200 Ibs. 
Prices slightly higher in New 
England and western states. 
Write for complete facts or see 
your nearest distributor. 
LOCKE STOVE COMPANY 
Dept. HA 114 West 11th St. 
Kansas City, Mo. 





Interior View 
Cabinet Model 420 120A 


Warm Morning 


Loal Heater 
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Thousands Used and Approved 
from Coast to Coast! 






Not an Experiment, but a 


PROVED SUCCESS! 


Have You Entered the Big 


$5,000.00 
CONTEST? 


There is still time for you to 
enter the big WARM MORN- 
ING Coal Heater sales con- 
test, and try for one of the 
big cash prizes. Contest 
closes November 30th. Five 
grand prizes of $500.00 each. 
Other big cash prizes in 
each of the five classifica- 
tions into which the United 
States is divided. 


There are no strings at- 
tached to this contest—every 
retailer has an equal oppor- 
tunity. Get the facts from 
your WARM MORNING 
salesman. T-6 
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Model 120A 




































ARMST 


PIPE 
CUTTERS 


The Drop-Forged end 
“Combination” Pipe Cut- 
ters can be used as a 1 or 
3 wheel cutter. All are im- 
proved cutters, accurately 
made with hardened steel 
pins and rollers. Thrust 
rods of “Saunders” type 
cutter are hardened at the 
point and bear on embed- 
ded, hardened steel block. 
On “Barnes Type’’ the 



































thrust is taken up by 
drop-forged steel sections. 
Parts are interchangeable 
with other standard makes. 
All are Cadmium Plated. 


“ARMSTRONG BROS.” 
Knife Blade Cutter Wheels 
cut much faster and eas- 
ier, hold their keen cut- 
ting edge for they are 
made of Vanadium Tool 
Steel, heat treated, hard- 
ened, and Cadmium Plated. 












Write today for Caft- 
alog C-39, showing 
the most complete line 
of Pipe Tools made. 









ARMSTRONG BROS.TOOL COMPANY 
"The Tool Holder People'’ 
314 N. Francisco Ave., CHICAGO, U.S.A. 
Eastern Warehouse & Sales: 
199 Lafayette St., New York 


Look for the ARMSTIK: Arm-and-Hammer 




































STEP UP SALES 
WITH EAGLE DISPLAYS 
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JEWEL ASSORTMENT—2 dozen as 
sorted transparent ‘‘Scan-Cans’’ made of 
durable plastic. Red, blue, green and crystal 
in equal quantities. Double seamed bottoms. 
Reinforced insert type spouts. 


AGLI 


opPER PLATE) 


STEEL O)ERS + 


NEW DANDY ASSORTMENT 





NEW DANDY ASSORTMENT—1 dozen 
popular Copper Plated Steel Oilers. Carton 


opens like a book to present eye-catching 
display. Easily set up without unwrapping 
the oilers. 


EAGLE DISPLAYS THAT SELL 
ASK YOUR JOBBER 


EAGLE MANUFACTURING COMPANY 
Dept. 9101 Wellsburg, W. Va. 
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American Business Will Not Retreat! 


(Continued from page 99) 


tion that has obscured from the 
rank and file the nature of what 
has been done. 

This radical revolution, that 
removed constitutional super- 
protection from business, was 
brought about by practically 
abolishing the judicial depart- 
ment as a coordinate branch of 
the administrative government 
as it was established by the Con- 
stitution and making it subser- 
vient to the executive and legis- 
lative departments. 

In place of the American con- 
stitutional system we have adopt- 
ed a system of government very 
similar to German State Social- 
ism. The substance of State 
Socialism is a rigid direction and 
control of private business by 
the government. But since we 
are practically under majority 
rule with constitutional restric- 
tion through and through, we 
can’t predict with any degree of 
certainty what type of govern- 
ment we will have tomorrow. 

At present we are rapidly de- 
veloping into a radical form of 
socialism known as syndicalism. 
This is control of the govern- 
ment by the workers—the labor 
unions. With the constitutional 
rights of free speech, freedom of 
the press and freedom of con- 
tract taken away from employers 
under the Wagner Act and the 
Wages and Hours Law, both of 
which are radically unconstitu- 
tional, it is believed the green 
light is given to the unions to 
ignore employers and ignore the 
constitutional rights of wage 
earners to make them now arbi- 
trate even the right to work, and 
organize every industry of im- 
portance in the land. They now 
have 10,000,000 members of the 
unions. When they get 15,000,- 
000 they will have a voting 
strength of between 30,000,000 
and 40,000,000, and this will put 
them in control of the govern- 
ment. This will represent the 
lowest type of dictatorship in 
vogue today, since it will be an 
irresponsible dictatorship; Con- 
gress, the Executive and the 
courts will have no power over 
them because they will be above 
all constituted authority. 

With the increasing burdens 
—tax burdens, wage burdens, 
inefficiency burdens and uncer- 


tainty burdens that the radical 
government is placing on busi- 
ness, anything like American in- 
dustrial progress is impossible. 

Under constitutional industrial 
freedom this country became a 
world power in the markets of 
the world. But if American 
business is put under the control 
of the government and the gov- 
ernment is permitted to increase 
tax cost at will, put unwarranted 
restriction on business at will, 
and labor unions are permitted 
to add enormous cost of produc- 
tion by holding up business at 
will and forcing industries to 
pay over whatever is demanded, 
regardless of economic, legal or 
moral justification, American 
business will be driven out of the 
markets of the world and its 
efficiency destroyed at home. This 
is the deadly isolation that 
threatens us today. Men of abil- 
ity and character will not remain 
in business if constitutional 
freedom of speech and freedom 
of press are denied them in deal- 
ing with their employees and 
they are compelled by law to take 
orders from labor unions in di- 
recting their business. 


The Opportunity 


There lies before us today, and 
is waiting for us, by far the 
greatest opportunity for busi- 
ness expansion, for new business, 
this country has ever seen. The 
steam revolution centralized 
American life. It built up the 
great cities and the great indus- 
trial centers largely at the ex- 
pense of small cities, small towns 
and the rural sections. Under 
the steam revolution the line of 
economic advantage always led 
to the big centers and business 
follows the line of economic ad- 
vantage. We are now face to 
face with the second great in- 
dustrial revolution. This is the 
gasoline-electric revolution. This 
new revolution is essentially de- 
centralizing in its trend. It has 
destroyed the isolation of the 
small towns and the rural sec- 
tions and brought the vast sec- 
tions formerly isolated in to the 
industrial zone. In large mea- 
sure, it has destroyed the scarci- 
ty of space, and with this de- 
stroyed the super-advantages of 
the great centers over the small 
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National Defense 
Wertherus 


DEMAND FINE TOOLS AS 
MADE BY INDESTRO 


ak” ae 
ThisKMBASSADOR Sod 


IS TYPICAL OF THE BIG LINE 


OF FINE -INDESTRO TOOLS 





INDESTRO MFG.CORP. 


N.KILDARE AT SCHUBERT 


CHICAGO, ILLINOIS 


OCTOBER 30, 1941 


| WHEN YOUR CUSTOMERS SAY 
“THE BEST” THEY MEAN 


OA KLEIN'S 











— man who depends upon his skill for his living, knows 
that only the best is good enough in the tools he uses. 
This is why you find Klein pliers in the hands of electri- 
cians, linemen, mechanics—good workmen everywhere. 
No “second best” or “nearly as good” tools 
suit them. Only the finest will do; and when 
these customers who know say “the best” in 


pliers, they mean Klein’s. 





Your copy of 


the Klein Pock- DISTRIBUTED THROUGH JOBBERS 
et Tool Guide 


- Foreign Distributor: 
will be sent on 
request. International Standard Electric Corp., New York 


oom WG LE Nooo 


BELMONT 
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lheiv Cutting 
Ability 





Dayton 


* Beveled 


Because they “CUT LONGER 
BETWEEN SHARPENINGS” 
—and are first on all other 
important points — Balance, Temper, Steel, 
Straight Eye — Collins Axes are responsible 
for an increasing number of profitable sales 
through hardware stores. 

Order from your jobber. If he can’t supply 
you, write us. The Collins Company, Collins- 


Michigan 


ville, Conn. 


A complete line of Since 1826 this 


axes, mattocks, _ aan 





small axes, hatch- 46 the best in 
ets, bush hooks, axes. & 
hoes. Ccitimus 











A TYPE FOR 
EVERY SERVICE 





The Fairbanks line of Hand, Plat- 
form and Box Trucks, Wheelbarrows, 
Rubber-tired Wheels and Casters con- 
sists of several hundred types ...a type 
for practically every service. It is the 
most complete, the most modern line 
on the market. 

Bat if you don’t find what you are 
after in our big catalog, we'll build it 
for you. 

Another thing, you are absolutely 
safe in handling the Fairbanks line as 
it is backed by a financially strong con- 
cern with a half-century record of 
square dealing. 

Write for Catalog No. 50 and price list 


THE FAIRBANKS COMPANY 


400 LAFAYETTE ST., NEW YORK, N. Y. 
Boston, Mass. Pittsburgh, Pa. 
Distributors in Principal Cities 


Factories: Binghamton, N. Y. Rome, Ga. 


Fairbanks 
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towns. Under this new revolu- 
tion business is moving back to 
the country and the people will 
follow business. 

When business regains its con- 
stitutional right to function, 
thousands of industries and mil- 
lions of homes will be construct- 
ed to meet the demand of the new 
decentralizing order. This, it is 
believed, will be the greatest era 
of industrial progress this coun- 
try has ever seen. 


Must Mark Time 


But business must continue to 
mark time, while it is throttled 
with deadly uncertainty, tied 
down with unbearable costs, and 
choked with unwarranted gov- 
ernmental restriction. 

What are American business- 
men and patriotic Americans in 
general going to do about it? 
Are they going to permit radicals 


to destroy the greatest advance- 
ment in the field of industry ever 
made? Are they going to per- 
mit the spirit of American con- 
stitutional democracy to be cruci- 
fied on a cross hewn by the bloody 
hands of Communists and put 
together with the crude spikes 
of the State Socialists? 


We Will Restore It 


No, we are going to restore 
American constitutional indus- 
trial freedom in a much shorter 
time, I believe, than many of us 
think. When the “dope” on 
which the people have lived and 
dreamed gives out, and it can’t 
last much longer, and the peo- 
ple awaken, as they will, the fight 
will be over, and the Stars and 
Stripes will be snatched from 
those who have no right to carry 
this flag and returned to Amer- 
icans who can carry it in honor. 





Fine Entertainment Program 
Offered at Atlantic City 


S usual there was a very fine 
entertainment program of- 
fered delegates, their ladies and 
visitors during the joint annual 
convention of the American 
Hardware Manufacturers’ Asso- 
ciation and the National Whole- 
sale Hardware Association, held 
Oct. 13-16, at the Marlborough- 
Blenheim Hotel,, Atlantic City, 
N. J. Prior to the opening ses- 
sion of the convention Monday 
night there was a musical pro- 
gram in the Blenheim ballroom. 
Following the formal meeting 
there was informal dancing in 
the Blenheim dining room. 
Tuesday noon the X-Club held 
its luncheon in the Green Room 
of the Blenheim. The ladies were 
guests at a bridge tea held later 
that afternoon in the east solar- 
ium of the Blenheim. That eve- 
ning conventioneers were enter- 
tained by the Philco Men’s Glee 
Club, sponsored by Philco Radio 
& Television Corp. and Fanny 
May Baldridge, radio’s original 
“Magnolia.” The entertainment, 
which was presented in the Blen- 
heim ballroom, was followed by 
informal dancing in the Blen- 
heim dining room. 


On Wednesday afternoon guest 
tickets were issued for ladies of 
the convention to take boardwalk 
chair rides. The concluding so- 
cial event was a formal ball held 
that evening in the Blenheim 
ballroom, a feature of which was 
the exhibition of ballroom danc- 
ing by Cansino and Charlene. 
Sunday evening, the Central 
States Hardware Club held its 
annual stag dinner and enter- 
tainment at Hackney’s Restau- 
rant on the boardwalk. 

The entertainment committee 
was headed by S. M. Jones, New 
York Wire Cloth Co., New York 
City. He was assisted by J. T. 
Cobb, H. B. Sherman Mfg. Co.; 
M. B. Collins, Blair Mfg. Co.; 
J. C. Covert, Covert Mfg. Co. 
and E. E. Fries, St. Louis Cord- 
age Mills. The ladies’ reception 
committee was headed by Mrs. 
J. S. Tomajan, Holden, Mass. 
Other members of the committee 
were: Mrs. H. G. Ingersoll, New 
Castle, Inc.; Mrs. Bruce Keener, 
Jr., Knoxville, Tenn.; Mrs. W. D. 
Kirkpatrick, York, Pa.; Mrs. E. 
H. McLaughlin, Los Angeles, 
Calif., and Mrs. L. H. Weber, 
Cleveland, Ohio. 
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HERE’S WHY.... 


Z 


C; INTERIOR AND CABINET HARDWARE 


SELLS EASY we 


For Game Rooms and Dens 


® Authentic Design 

® Unifies Exterior with Interior 
® Easily Applied 

® Maintains Finish Permanently 


Because of the wide variety of styles and 
prices, you will find McKinney hardware 
the profitable line for new home owners 
and those planning modernization. 


McKINNEY MANUFACTURING COMPANY « PITTSBURGH, PA. 











OVER 75 YEARS DESIGNING AND MANUFACTURING GOOD HARDWARE 








OCTOBER 30, 1941 i ig j 











Wanted... 
DEFENSE SUB - CONTRACTS 











Le J 
Since 1848 we have manufactured all 
kinds of Bright Iron and Brass Wire 
Goods for the Hardware Trade and will 
continue to do so, but .. 

We stand ready, with our equipment and 
experience, to serve industry in the manu- 
facture of Special Wire Forms to sample, 
blue print, or sketch. 


We ask the cooperation of our “old line’ Hard- 
ware Customers by anticipating requirements as 
far in advance as possible. 


Since 1848 


M. S. BROOKS & SONS 
BOX "8" CHESTER, CONN. 


“‘BROGKS HOOKS” 








Every User Recommends It— 


Every man who uses a Townsend Wire 
Stretcher is pleased with the ease with 
which it is attached to the wire, the rapid- 
ity with which the wire is brought into 
position for nailing, and the fact that he 
can stretch the wire and nail it to the post 
without assistance. These time and labor 
saving features have made the 


Townsend Wire Stretcher 


a profitable seller for over 30 years. It 
will stretch plain, twisted, barbed, woven 
wire or large mesh open wire. The 3 foot 
wooden handle is fitted with malleable 
iron pincers with serrated steel grips war- 
ranted not to slip. Also ideal for tight- 
ening bands and wire on large shipping 
boxes, crates and bales. Send for Trade- 
prices, also Folder which gives complete 
details. 


B. W. TOWNSEND 
Painted Post, N. Y. 
ce 
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The Challenge to Industry 


(Continued from page 165) 


ed with them in case you are 
questioned as to what industry 
thinks about the way the defense 
crisis should be met: 

No. 1—Stringent economy in 
ordinary government expenses 
plus savings of all non-defense 
items. 

No government officer could 
object to that without danger of 
having his patriotism questioned. 
But mark, as the situation un- 
folds, with what alacrity the 
myriad bureaus, many set up 
during the depression, actually 
cut down on ordinary expenses 
and non-defense activities. Are 
the Congressmen willing to fore- 
go their desire to insure their 
own reelections by obtaining 
government spending and patron- 
age in their home districts? 

No. 2— Additional revenue, 
after the economies outlined in 
our first proposition, is te be 
obtained from taxes in a form 
and by rates which will neither 
interfere with national produc- 
tivity, dry up the sources of rev- 
enue, or intensify the difficul- 
ties of post-war adjustments. 

That simple formula is really 
a plea for the common justice 
and equality under the law which 
we are guaranteed by the Con- 
stitution. It calls for taxes 
which are not ruinous and not 
confiscatory, but which, above 
all, are not vindictive and which 
do not spitefully hurt business 
merely because it is business. It 
asks the government to remem- 
ber the maxim which the foun- 
ders of the country knew so 
well: “The power to tax is the 
power to destroy.” 

No. 3—The correction of un- 
sound features of the tax struc- 
ture—features which have been 
proved unsound but which have 
been retained under force ap- 
plied by pressure groups. 

And finally, as No. 4—The re- 
quired remainder of funds— 
after economies and after taxes 
—to be obtained by borrowing, 
the loans to be subscribed as far 
as possible by individual in- 
vestors out of current earnings. 

That, my fellow business men, 
expresses the attitude of indus- 
try. But when millions have 
been taught for years to live off 
and not for the country, and 
when the nation’s economy has 


been honeycombed with specially 
created jobs, many of them for 
drones, within the gift of the 
politician, the non-political busi- 
ness man has reason to doubt the 
possibility of non-defense spend- 
ing being curtailed, non-defen- 
sive savings being realized, or 
inequalities corrected. 

However, industry knows that 
75 per cent of all incomes re- 
ceived are in the hands of those 
with incomes of less than $5,000 
a year, relatively untouched by 
taxation. That is why it stands 
for broadening of the tax base, 
not only as in the recent bill, but 
as a policy for the duration and 
for the future. There is one 
great value to broadening the 
base and taking in more and 
more men and women of lower 
incomes, a value seldom touched 
upon. It will multiply the pairs 
of eyes scrutinizing government 
waste and extravagance. Indeed, 
the tax situation may yet pre- 
sent the greatest test our democ- 
racy has ever had. For the fury 
of the small wage earner, once 
loosed on Federal bureaus and 
employees wasting the tax rev- 
enues, could. bring reforms 
which the opinions and advice 
of industry could never achieve. 

The thing that is lacking most 
alarmingly today can only be 
supplied by the government at 
Washington. I can express it 
only as the need for a square deal 
for industry—not special priv- 
ilege. The need is for equal 
rights before the government of 
industry, labor and agriculture. 
Industry has proved its integ- 
rity, its desire and its ability to 
produce the goods needed for 
defense or for war, and for the 
necessary supply of the civilian 
population. It can do, it is doing 
its job. 

But industry can do far more, 
will do far more, when it is 
freed of the shackles of its posi- 
tion, when its motives are not 
suspected every time it raises its 
voice, and when it finds the help- 
ful consideration of its needs 
equal to that accorded other fac- 
tors essential to victory. 

Industry has earned its place. 
It is the defender of America. 
The safety of the United States 
lies in the manufacturer. 
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SELL YOUR CUSTOMERS 
AUTOMATIC HEATING COMFORT 
For over-the-counter package sales you can develop 
a profitable business with the VIKING BLOWER- 
FILTER unit. Can easily be installed on any warm 
air gravity furnace, converts it into a modern winter 
air conditioning system. Filters the air and distrib- 
utes it evenly over whole house. Saves fuel, elimi- 
nates soot, dirt and uneven temperatures. Corrects 
underheating and overheating. Blower, motor and 
filters all enclosed in compact handsomely finished 
cabinet. 


Write for complete information 


VIKING AIR CONDITIONING CORD. 


5600 Walworth Avenue Cleveland, Ohio 















Wright Standard Hard- 
ware Cloth. Wire cloth 


of countless uses, always 


carefully woven from full 
size round copper bear- 


ing steel wire. 


GE WRIGHT wieeco 


WORCES tae * MASS. 





OCTOBER 30, 1941 








GRIFFIN 


HINGES 


AND WROUCHT STEEL 
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NO.1735 
Wrought Steel Sereor Door Sets 


MOA92ZS 
Wrought Stee! Garage Hordware 


Quality Products Manufactured Since 1899 


RIFFIN 


| Manufacturing Company 


ERIE, PENNSYLVANIA 


ee 








AGENTS 
4 NEW YORK: 45 Warren St. BOSTON: 
CHICAGO: 162 W. Clinton Bt. SAN 
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AUTOMATIC 


GLASS MARKING 


PENCIL 


writes on 


* GLASS 

* METAL 

* CROCKERY 
* CELLOPHANE 


LISTO "PRICE MARKER" 
The Ideal Marking Pencil 
Strong—Economical 

NEEDS NO SHARPENING! 








Used and Sold by Hard- 
ware Stores Coast to Coast 


PENCIL NO. 1620 EACH 25¢ 
REFILLS NO. 162 TUBE 15¢ (_ 


BLACK — RED — BLUE — GREEN — | 

















YELLOW — BROWN 
Six Leads One Color in Tube 


TRADE DISCOUNT IN DOZEN LOTS 
ORDER FROM YOUR JOBBER 
OR WRITE 





LISTO PENCIL CORPORATION 


ALAMEDA, CALIFORNIA 
FACTORY ESTABLISHED 1921 


























Champion of lanterns. New aero 
features speed sales. Aero (rain 
shedding) Dome. Air Flow Com- 
bustion. All-Weather Controls. 
Extra Strong. Extra Convenient. 
Storm Tested. The Smart Lantern. 


TWO SIZES + ONE QUALITY 


Embury Mfg. Co.,Warsaw, N.Y. 
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What Can We Do for Democracy? 


By CHANNING POLLOCK 


(Continued from page 73) 


taincy, we reach chaos and col- 
lapse. 

In his great little book on 
“Revolutions of Civilization,” 
the historian, Flinders Petrie, 
said at least two notable things: 
First—I quote: “When Democ- 
racy has attained full power, 
the majority without capital 
necessarily eat up the capital of 
the minority, and the civilization 
steadily decays, until the popu- 
lation is swept away to make 
room for a fitter people.” Second, 
that the decadence of a race can 
be foretold from their painting 
and sculpture. In other words, 
as a great phohibitionist said, 
straws show which way the gin 
goes. 

Tiny straws in our wind have 
been impressionistic art, free 
verse, so-called realism in litera- 
ture; let-downs in morals, con- 
science, industry, and self-reli- 
ance; jazz, jitterbugs, bingo ad- 
dicts, live goldfish eaters, night 
clubbers, dinner dancers, and 
boogie-woogie players. Our 


- creed was easy money and the 


easiest way; we became a nation 
of materialists, cynics and wise- 
crackers—loving nothing, hat- 
ing nothing, believing in noth- 
ing—unwilling to face any prob- 
lem more difficult than how to 
get the little ball into the hole. 
Much of this, I think, was due 
to our literature—a literature 
that specialized in telling us that 
everything that was is wrong, 
and everything right is in Rus- 
sia. Everything was to be ac- 
complished without effort. We 
were to have jobs without train- 
ing, eternal peace through a 
League of Nations without teeth 
in it, universal prosperity by 
passing a law, and anything we 
wanted by wiring to Washing- 
ton. 


The Machine Age 


The Machine Age has done its 
part. Heaven knows, I don’t 
want to go back to tallow candles 
and stage coaches, but you can’t 
tell me that the boy who chopped 
wood and carried it in didn’t 
make a beter man than the boy 
who turns on the heat by pres- 
sing a button in the parlor. If 
we had to face Bunker Hill to- 
day, we’d expect to climb it on 


escalators or we'd petition the 
Government to remove the hill. 

All these trends have influ- 
enced, and, in turn, have been 
influenced by Government. As 
I have said, that vicious circle 
is inherent in Democracy, whose 
leaders can lead only by follow- 
ing. 

As a personal opinion, I ven- 
ture to group the maggots in our 
own political cheese under three 
heads: 


Disturbing Influences 


(1) A general leveling down. 
which is supposed to be, but cer- 
tainly is not part of the demo- 
cratic function. 

(2) A general pampering, the 
teacher’s pet, candy-stick, come- 
to-papa system of government. 

(3) General capitulation to 
majorities—the perverted faith 
that the voice of 10,000 truck- 
men and stable-helpers is the 
voice of God. 

If we must level, let’s level up, 
and not down. You can’t get 
anywhere by stripping the car 
of everything but low gear. A 
world in which every man is as 
good as his neighbor, and a darn 
sight better, is a world in which 
no man has incentive to become 
actually better. 

Until 1940, just over 2 per 
cent of us have paid income 
taxes, 26,000,000 of us could af- 
ford to own motor cars, and 50,- 
000,000 of us to own radios, but 
fewer than 4,000,000 of us 
could be asked to pay a single 
dollar a year in income tax. The 
brains of industry is compelled 
to pay for national defense—and 
for everything else—while the 
brawn of industry is left free to 
cripple national defense in an 
effort to increase income on 
which it pays no tax whatever. 
Even the recent lowering of ex- 
emptions adds less to the number 
of taxpayers than to the levy on 
those who have always paid 
taxes. A great majority of our 
citizens are conscious of no stake 
in the nation but what they can 
get out of it, and, through sheer 
force of voting numbers, exert 
an ever-increasing pressure 
against the more capable and in- 
dustrious. 
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A New Kind of Shoe Rack 


Will Assure You of 


Rapid Turnover - Quick Profits 


Dealers from coast to coast will welcome this new item which will bring quick sales. 
Saving closet floor space certainly pays rich dividends. Housewives are literally 
flocking to buy HANDEE Shoe Racks because they appreciate the extra closet floor 
space they save. Built of sturdy, life-time steel to last a life-time. 















Orderly-Accessible 
Holds 3 4 Pairs 


Nationally 
Advertised 


Four great magazines — Better 
Homes and Gardens, American 
Home, Popular Mechanics and 
Pathfinder will carry the HANDEE 
Shoe Rack story from coast to 
coast. Over 20 million people 
will read the ads—many will buy. 
Get your share of the quick easy 
profits which HANDEE Shoe Racks 
will bring to the dealers who are 


stocked. Order today. means triple profits for you. 


TTANDEE 


A SURE WINNER for live dealers 


Every dealer knows that the real big money is made in business with a product that appeals 
to women. HANDEE Shoe Racks are both neat and practical. Their low cost creates an 
immediate demand and results in quick profits for you. Send your order to your jobber today, 
or if you prefer, send it direct to the factory. 


Theyre Up 


Theyre out of the Way 
With HANDEE Shoe Racks, shoes are hung up flaf Price $D-66 per dozen 


against the inside of the closet door or on the wall. 
THEY ACTUALLY SAVE 50% MORE FLOOR SPACE per dozen—($4.20 if sold singly)—your cost is $2.66,— 
THAN OLD-FASHIONED RACKS. Housewives will need 
at least three HANDEE Racks for their home. This write your jobber today, order several dozen and 


SHOE 
RACK 





. = 

Self-Selling Display 

With an order for your 
Sent F R E E first dozen you receive 
without cost a beautiful 2-color display. On it may 
be mounted a free HANDEE Shoe Rack. Put it on 
your counter—out in front and listen to your cash 
register ring a merry tune of easy profits. Send an 
order to your jobber without delay. 


HANDEE Shoe Racks retail at 3 for a $1.00—$4.00 


profit $1.34—50% on your investment. Be one of the 
first to offer HANDEE Shoe Racks to your customers. 


be sure you are ready to handle the demand. 


A. B. CARLSON & COMPANY, Est. 1935 - Aurora, Illinois 











“NEVER SAW AN AD 
PULL SUCH RESULTS!” 


Hardware Age, 
100 E. 42nd St., 
New York, N. Y. 


Gentlemen: 


You head better “call off the dogs” and not run our 
Want Ad again. We have received so many applica- 
tions as a result of it that we have had to put on an 
extra clerk to do nothing but read them. 


Frankly, I never saw an ad pull such results. 


Yours very truly, 
Signed—General Sales Manager 
This letter from a nationally known hardware corporation is 
proof that H.A. Classified Ads bring sure results. For Help 
Wanted, Sales Representatives Wanted, Accounts Wanted, Posi- 


tions Wanted, Business Opportunities, etc., send your ad with 
remittance to— 
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Classified Opportunities Dept. 
100 E. 42nd Street, New York, N. Y. 











PREPARE 


FOR THE 1941-42 HEAT- 
ING SEASON NOW BY 
ORDERING YOUR STOCK OF 









FARRELL-CHEEK 


FIRE-FIHER 


PoKERS 

FLue BrusHEs 
CLINKER Hooks 
Back-up WRENCHES 


Asu Hoes 
Suice Bars 
CLINKER TONGS 
CLINKER RAKES 


Write Today for 1941 Catalog 


FARRELL-CHEEK STEEL CO. 
SANDUSKY, OHIO 





OCTOBER 30, 1941 
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PAINE 





TOGGLE 
BOLTS 
Have 
EVERY 
Advantage 


CUSTOMERS WANT 


@ Hold firmly in Lath and Plaster, 


Machalite, Hollow Tile, Sheet Rock, 
Insulation Board, Gypsum, etc. 
Wings compress easily when pushed 
through bolt hole. 

Independent spring wing action as- 
sures firm hold where either or both 
wings can spread. 

Wing edges engage bolt thread firmly 
when tightened to prevent bolt work- 
ing loose. 

Ruggeédly constructed with high ten- 
sile strength. 


NATIONALLY ADVERTISED to over 500,000 Carpen- 


ters, 


Plumbers, Electricians and other Tradesmen 


through leading TRADE PUBLICATIONS to speed up 
your turnover and to increase your profit. Furnished 
in 9 different head styles to meet all requirements. 


2963 CARROLL AVE. 
New York Warehouse & Sales: 48 Warren St. 


Ask your Jobber today and write for 
Catalog. 


THE PAINE CO. 


CHICAGO, ILL. 














PRIORITIES 
AND PROFITS 


All-out defense effort cuts sup- 
plies in many hardware lines. 
Replace short-item losses with 
EXTRA Agrico profits. Fea- 
ture Agrico, the EXTRA- 
PROFIT fertilizer line. Two 
special-purpose Agrico grades 
...one for Lawns... the other 
for Flowers and Vegetables. 
Get details of Agrico Dealer 
Franchise. Act now—address: 
The American 
Agricultural 
Chemical Com- 

any, 50 Church 

treet, New York. 







This **Silent Sales- 
man”... attractive 
Agrico metal dis- 
play stand ... size 
24/24’ x5 ... Free, 
with initial order, 
while they last. 
A@grico selison sight — 
+ « « repeats faster ( 
on better results. | 
Get details, today. 


33 Agrico Factories and Sales Offices 
in U. S., Canada and Cuba 
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I don’t think we need dwell on 
items 2 and 3. You know as much 
as I do about the come-to-papa 
system of government, and you 
probably know as much about 
the tyrannous rule of majorities 
—or organized minorities—and 
the need of satisfying them. 
After all, a mob can be as great 
a tyrant as a dictator—and it 
isn’t often more just, more 
gentle, or more efficient. 


Totalitarian Strength 


It seems to me noteworthy 
that the absence of these weak- 
nesses have been the strength of 
totalitarian states. Like ancient 
Sparta, Germany, of course, has 
had only one business—prepara- 
tion for war. Except to meet 
such a threat, the Lord forbid 
that should ever become our busi- 
ness. Or, even then, that we 
should exchange personal liberty 
and initiative for one-man rule 
or mob rule. But it begins to be 
apparent that there must be a 
middle ground if Democracy is 
to survive—in peace as well as 
in war. France lost the war 
long before she entered it. 
Clear-sighted observers thought 
she was going to pieces shortly 
after the 1936 Leftist victory, 
and the establishment of the 
Popular Front under Premier 
Leon Blum. There were other 
forces at work, of course. 

March 31, 1936, Blum said: 
“We are going to try to pass 
from Capitalism to Socialism .. . 
It is not possible to save a 
bourgeois society.” June 10, 
1937, when this_ legislation 
threatened national collapse, 
Blum blamed the ‘bankers, and 
the “200 families,” was given 
dictatorial powers, and, March 
13, 1938 declared, “Our goal re- 
mains the same.” France’s in- 
ternal difficulties had been ma- 
liciously exaggerated, he said, 
and France’s army and air force 
were the greatest on earth. 
June 14, 1940, the Germans en- 
tered Paris, and Marshal Petain 
wrote the requiem: “Our spirit 
of enjoyment was stronger than 
our spirit of sacrifice. We 
wanted to have more than we 
wanted to give. We tried to 
spare effort, and met disaster 

-’ Those are the saddest 
words ever spoken over a dead 
nation. Go home and ask your- 


selves honestly if they wouldn’t 


be equally true if uttered to- 


morrow over a prostrate United 
States of America. 

In the same way, many peo- 
ple—including myself—believed 
Britain was breaking up after 
the first World War. She had 
our own—and France’s—prob- 
lems of unemployment, govern- 
ment hand-outs, the something- 
for-nothing ideal, and general 
let-down. She had the same un- 
willingness to look facts in the 
face. Douglas Reed’s book, “In- 
sanity Fair,” is only one of a 
hundred that relate how fre- 
quently and forcefully England 
was warned of her danger. ‘“Jn- 
sanity Fair” is right! In retro- 
spect, it seems that the greatest 
insanity of all time was inter- 
national indifference to prepara- 
tion in Germany. And we called 
it “keeping us out of war!” 
Later, Stanley Baldwin  con- 
fessed to the House of Commons 
that he had not told the country 
of its danger because “I cannot 
think of anything that would 
have made the loss of the election 
more certain.” “A democracy 
is always two years behind a dic- 
tator,” Mr. Baldwin added—and 
maybe that’s why. Shall we 
follow the path of France to 
destruction; shall we wait, like 
England, to be roused by the 
roar of cannon and bombs, or 
shall we begin now and quickly 
to cure the maladies that af- 
flicted Britain and France? 
Which do we value most—life, 
liberty, or the pursuit of happi- 
ness ? 

Suddenly and horrifyingly, we 
confront certain facts that, for 
years, have been posted that 
“those who run may read”—if 
we hadn’t preferred running to 
reading. First: The present war 





F. F. THOMSON 


The Thomson-Diggs Co. 
N.W.H.A. Vice Pres. 
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Established 1818—America's Oldest Woven Wire Factory. 





A sk for 
Gilbert & Bennett 
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UALITY 
‘Products 


Poultry Netting 


Galvanized Before and After 


Straitline Poultry Fence 


vanized Before and After 


Galvanized Hardware Cloth 


Ia All Meshes and Gauges 
SCREEN WIRE CLOTH 
Pearl Wire Cloth 


2 Copper Wires in the Selvage 
Acme Electro-Galvanized 
Wire Cloth 
Painted Black Wire Cloth 
Copper Wire Cloth 


Bronze ze Wire b Cloth 
















ie GILBERT & B ENNETT MFG. CO, | TION CARD. Shut-off nozzle. 


KANSAS CITY, MO. | 


GEORGETOWN, CONN. NEWYORK, WY.  SLUE ISLAND, ILL. 






















The Electric Fencer 
Farmers Ask For 





























Years of consistent, 
national advertising 
plus efficient _ per- 
formance on over 
150,000 farms has 
established PAR- 
MAK Electric Fen- 
cers in the farm 
field. Today, live 
dealers are capital- 
izing upon this de- 
mand. Write for 
details and Display 
Offer. 


* 


IMMEDIATE 
DELIVERY 








PARKER-McCRORY MFG.CO. 


2609-15 Walnut Kansas City, 


OCTOBER 30, 1941 


Mo. 


DIXON’S GRAPH-AIR GUNS 
HIT PROFIT BULLSEYE 3 





"CUB" CATCHES CUSTOMERS g 


Kills friction anywhere by a shot 
to the spot. Filled with Dixon’s 
dry MICROFYNE Powdered 
Lubricating Graphite. 








Over 1000 uses—for everybody. 


ONLY 10¢ for 200 shots plus. On 
attractive wall, counter and bin 


DISPLAY CARDS. 


|"JUNIOR" JUMPS PROFITS 


| Buyers like BARGAIN (900- 
| shot) SIZE at 30¢. Sells fast 
| with DISPLAY - INSTRUC- 





|"SENIOR" SALES SOAR 


LONG LASTING REFILL- 
ABLE, RUBBER GUN is best 
for home workshops, garages, 
factories. Filled (900 shots) 75¢ 
retail. BUILDS MICRO- 
| FYNE REFILL SALES in 
| 8-TIME refill cans, 50¢ can. 








ORDER FROM YOUR SUPPLIER OR WRITE DEP'T CG-40. 


TICONDEROGA 


NOS. 1 & 2 & NO. 635 


STILL ON TAP 


In spite of defense demand, 
these larger particle size 
Flake Lubricating Graph- 
ites are still available for 


hardware dealers. EXTRA 














DEMAND NOW for these particle sizes. 
STOCK ’EM ALL TO YOUR PROFIT. 


Write for Booklet C-40. 





%) JOSEPH DIXON CRUCIBLE CO. 


Scr Jersey City, New Jersey 
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SOUTHINGTON 
BEVELS— 
TRY SQUARES 


A large line of Bevels 









and Try Squares with 


SOUTHINGTON 


quality built right 
into them. Line in- 
cludes: Bevels, Try 


Squares, Try and 
Mitre Squares, All 
Metal Try Squares, etc. 


There’s over seventy years of experience and reputa- 
tion behind these popular selling Southington prod- 


ucts. Send for Catalog and Prices on complete line. 


THE SOUTHINGTON 
HDWE. MFG.COMPANY 
SOUTHINGTON, CONN. | 











“Triplex” Spring Butt-Hinge 


Spring Hinges of Quality 


Quality is never obtained 
by accident. Experience 
and knowledge acquired 
during more than fifty 
years of sincere effort and 
endeavor combine to 
insure the Quality of 
Chicago Spring Hinges. 





Streamlined ‘*Triplex’’ 
Spring Hinges combine 
quality and design in 
keeping with the most modern requirement in 
builders’ hardware. 


~~-(CHICAGO)— 
SPRING HINGES 


LOOK FOR THE TRADE MARK 


Type BUT2001 











Chicago Spring Hinge Company. 


CHICAGO NEW YORK 
U.S. A. 











You Can’t Lose a Sale—with +) 


FLAMEMASTER 


ASBESTOS WICK 
4 It’s Made and Merchandised —-RIGHT! 


‘4 
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Take advantage of these special deals. Get every wick 
prospect that walks into your store. Flamemaster is the 
finest rock-weave wick on the market, merchandised to 
boost your wick business—packaged to protect your 
profits. Note the exclusive features of Flamemaster and 
its sales-aids—then note on your order pad to get these 
deals working for you NOW! 
Sales - Aids: 


Flamemaster Wick: 
* End cutting waste 


* Full quality ‘‘Rock- 
Weare” * Eliminate costly errors 
* Special ventilation for misfiguring lengths 
free flow of oil * Elimi t led shop- 
* Quick lighting — clean minate tangled shop 
flame worn stock 
* Better combustion * Display material shows 
the wick itself where 
people wil] think te buy 


* High heat resistance 

* Long life 

® SPECIAL MERCHANDISING DEALS ® 
SENIOR MERCHANDISER 

Special Deal No. i—Contains 400 ft. of 
Wick in 4 sizes, % in., 1 in., 1% in., 


chart on front gives wick specifications for all makes and 
models of burners. Also FREE—Valuable Dealer Sell- 


ing Aids $9.90 





SENIOR DISPENSER 


Flamemaster 
1% in. A 


All-Metal, in 3 colors. Dealer net, 


F.0.B. Jobber’s Whse. 
JUNIOR MERCHANDISER 
Special Deal No. 2—Same principle as Senior size. 
Contains 100 ft. % in. and 100 ft. 1% in. Flamemaster 
Wick. Gives wick specifications for 85 makes and models 
of burners 0 
Dealer net, F.0.B. Jobber’s Whse. - 
Handy Boxed Sets—in 5% or 12 ft. rolls. Also cut-to- 
fit sets tor specific burners. Put up in individual 2- 
color cartons for counter display. 


Distributed by the Leading Jobbers 
(Des: 2) ATLAS ASBESTOS CO., North Wales, Pa. 





JUNIOR DISPENSER 






BOXED 
wick 














Two Spurs with But a Single Track! 


One spur “tracks” the other, in the Russell Jennings 
Auger Bit, because both are equidistant from the 
screw, or center, of the bit. And the circle is always 
the exact diameter marked on the tang. Here at the 
Jennings factory, every key man is a “hound” for 
accuracy! Remember that, please, when you want 
to make friends as well as profits. 


usoell 


Chester, Conn. 





« The 
RUSSELL JENNINGS 


AUGER BITS 
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W. W. FRENCH 


Moore-Handley Hdw. Co. 
Vice President, N.W.H.A. 


is no European squabble of im- 
perialism or for balance of 
power. It is not a war between 
nations, but a war _ between 
worlds—ancient autocracy rear- 
ing its ugly head again to de- 
stroy the ideal of free men; the 
return of invading barbarians. 
This autocracy isn’t even of 
kings, but of thugs, and brig- 
ands, and psychopathic paper- 
hangers — fanatical, demented, 
criminal scum of the earth. This 
is a war to the death, not even 
between democracy and despot- 
ism, but between democracy 
and gangsterdom, and its only 
possible end is the destruction of 
one or the other. 

Second: Between ourselves 
and that destruction, at this mo- 
ment there is only one bulwark— 
Great Britain. Don’t “kid” your- 
self. The Russian diversion 
gives us a breathing spell—which 
we would be wise to devote to 
something better than radio ad- 
dresses. But if Britain falls, it’s 
our turn next, and, if the turn 
comes quickly enough, we'll be a 
push-over. It’s a tragic thing to 
contemplate—what the Borahs 
and Wheelers and other isola- 
tionists have done to America. 
Let’s not blame Europe if we 


War, we were on the way to a 
supremacy in arms that would 
have made it suicidal for any 
other nation to attack us. To- 
day, as Secretary Hull admits, 
except Britain, “We haven’t a 
friend in the world.” 

Even that “breathing spell” we 
owe to the British, the Russians, 
and the Chinese—and if that’s a 
proud position, I’ll stake you to 
the idea. 

As to our Allies on this con- 
tinent, except Canada, you can 
have ’em if you want ’em—lI 
don’t! My private opinion is that 
Hitler could buy any of ’em for 
two-bits—and get green trading 
stamps! Our own present ma- 
terial strength I would figure at 
about that of Turkey—and that’s 
cold Turkey. We’ve a good Navy, 
of course—tied up in the Pacific 
Ocean — permanently, if any- 
thing happens to the Panama 
Canal. All the rest is confusion 
and oratory. 

However, our worst weakness 
is not material, but spiritual. 
You can’t beat Hitler by appro- 
priating $51,000,000,000, and 
then going back to your golf. If 
you had two-thirds of the guns 
and tanks and battleships in the 
world, you couldn’t beat him with 
the disorganization, division, and 
lack of spirit still evident in the 
United States. Wars are won, 
not only with gats, but with guts. 
The only chance we ever had of 
keeping out of this war was to 
assure Britain’s winning it. I 
said that a few days after Brit- 
ain went to war and that was 
the time to help with everything 
we had. With a little less paci- 
fism. when Japan went into 





PROMPT SHIPMENT 
UNIFORM HIGH QUALITY 
10 LARGE PLANTS 


Principal products include — Alloy 
Steels, Tool Steels, Stainless Steel, Hot 
Rolled Bars, Hoops and Bands, Beams 
and Heavy Structurals, Channels, 
Angles, Tees and Zees, Plates, Sheets, 
Cold Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, etc. Write 
for Stock List. Joseph T. Ryerson & 
Son, Inc., Chicago, Milwaukee, Detroit, 
Cincinnati, Cleveland, Buffalo, Boston, 
St. Louis, Philadelphia, Jersey City. 





WHITE MOUNTAIN 


ICE CREAM 
FREEZERS 
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These widely known freezers outsell all 
others. An attractive display in your 
store or window will stimulate buying. 
Keep stocked in all sizes through your 
jobber. They are well supplied. 


were too lazy to face the issues 
! left by the last war; if we made 
4 our decision as to the League of 
Nations, and then got plastered 
on bath-tub gin, and went lurch- 
ing into the era of wonderful 
nonsense, with a “hey nonny- 
nonny,” and a “hot cha-cha.” 
Twenty years ago, we were the 
greatest power on earth, with all 
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No Better Gifts 
No Better Sales 


There are no better Christmas Gifts 
than SpeedWay Tools—for every man 





be he a full fledged craftsman, handy 
man or just a tinkerer, appreciates 
good tools, especially handy power 
tools——that he can “‘run.”” SpeedWay 
Tools enjoy a universal market—for 
they are as practical for the small 
ipartment dweller with a kitehen table 
shop as for the man with large base- 


ment full of heavy equipment. They 
are priced right for Gift sales, too. 


EACH SPEEDWAY 
TOOL SELLS 
ROUTER OTHERS 
FRAME 













There's more than 
the first profit in ev- 
ery SpeedWay Sale... 
Each Hand Grinder 





DRILL 


sold opens the way STAND 
for repeating acces- $445 
sory sales. Each drill sold creates a live 


prospect for a Drill Stand, Bench 
Grinder, a Kit, and a Router Frame 
and opens the ways 
for other profitable 
business. 
Display, talk and sell 
SpeedWay Tools. 
SPEEDWAY 
MFG. CO. 


BENCn 
GRINDER 


$985 


1 So. 52nd Ave. 


836 
CICERO, ILL. 


VAUGHAN 


SUB-ZERO 
AXES 


The choice of 
farmers and 
‘ woodsmen 
Sil everywhere 





Designed for chopping 
at temperatures as 
low as 50° below zero. 


NO BETTER AXE AT ANY PRICE 


All-tool steel blade is electrically fused to 
tough steel head by Vaughan’s exclusive, 
patented process. Distinctive blue and sil- 
ver striped head and high grade white 
hickory handle make the Vaughan Sub- 
Zero Axe the most distinctive axe on the 
market. 

Include Sub-Zero Axes with your next 
order. Display them on your counters. 
Every customer that comes into your store 
will remark about their beauty and every 
user will vouch for their quality. 


Ask your Jobber for details or write 
direct to the factory! 


VAUGHAN & BUSHNELL 


MANUFACTURING CO. 
2114 Carroll Ave., Chicago, Hil. 
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Manchukuo, when Germany went 
into the Rhineland, or when Italy 
went into Ethiopia, there would 
have been no dictators, no ag- 
gressors and no war. If all the 
countries of Europe hadn’t in- 
sisted on being bumped off one 
by one—if there had been a 
quick and effective alliance of 
Belgium and The Netherlands 
with France on the west; of Nor- 
way and Denmark and Sweden 
and Finland on the north, and 
of Poland with Czecho-Slovakia 
and the Baltic States on the 
south, Hitler would be a bush- 
league Mussolini today, instead 
of a super-Napoleon. 

The Nazi threat to us has been 
stated so plainly by Hitler and 
his associates, and by reliable 
authorities of our own country 
who have been on the ground, 
that the attitude of our ap- 
peasers and non-interventionists 
becomes, to me at least, simply 
incomprehensible. “We must be- 
come masters of the earth,” 
Hitler writes, in Mein Kampf, 
and I share Clifton Fadiman’s 
inability to understand “how any 
intelligent citizen” can read the 
speeches, now collected in a vol- 
ume called “My New Order,” 
“without seeing that Hitler in- 
tends to use Europe merely as a 
base of operations from which 
to take off for the real prize. . 
America.” In “Berlin Diary,” 
William L. Shirer says: “Does 
Hitler contemplate war with the 
United States? I am firmly con- 
vinced that he does. He will at- 
tack Russia (this was written 
in 1940) before he tackles the 
Americas, but the clash is in- 
evitable, and it may, come sooner 
than we imagine. The Lind- 
berghs and their friends laugh at 
the idea; the Germans welcome 
their laughter, just as they en- 
couraged the British friends of 
the Lindberghs to laugh off the 
idea that Germany would ever 
turn on Britain.” 

In “You Can’t Do Business 
With Hitler,” Douglas Miller 
says: “The Nazis hate the United 
States more poisunously than 
any other country. Above all, we 
alone possess the loot which 
would make a world conquest 
worth while. Hitler’s conquest is 
only partial and incomplete until 
we are brought into his system.” 
The first lines of Pierre van 
Paassen’s “The Time Is Now” 
are: “The full dire extent of the 
Nazi menace to America gal- 


vanized me into action. If 
America is to exist as a free and 
independent nation, we must 
strike hard, immediately, and 
without relenting.” You will find 
even more vigorous urging in 
Leland Stowe’s “No Other Road 
to Freedom,” and in the words 
of H. R. Knickerbocker. 

Is this a conspiracy? Are all 
these men warmongers? Or are 
they patriotic citizens, with 
powers of, and opportunities for 
observation that have been 
denied our corn-fed statesmen? 
In two years, Hitler has involved 
25 nations in war—most of ’em 
people who didn’t want war any 
more than we do. In two years, 
he has enslaved 171,000,000 
people, and is now trying to add 
180,000,000 Russians. Continen- 
tal Europe is a map of Germany, 
with the only neutrals—Sweden, 
Switzerland, Spain, Portugal and 
Turkey—plainly marked for co- 
operation or destruction. With 
the help of the British Navy, we 
sent 2,000,000 men across seas 
in 1917; once he controls that 
Navy, with those of France, 
Italy, Russia and Japan, is there 
any reason Hitler can’t do the 
same thing now? Personally, I 
prefer not waiting to see. As a 
most ardent pacifist, I say, with 
the aid of Britain, Russia and 
the Dutch Indies, let’s slap Japan 
down now; then- bring our fleet 
into the Atlantic, and, with Brit- 
ain and Russia, let Hitler have 
every shot in the locker! 





House-Cleaning Needed 


We’ve some house-cleaning to 
do first. Perhaps you will agree 
with me that it’s time to stop 
regarding labor as a sacred cow. 
No other nation on earth would 
have tolerated the 2500 strikes 
that, according to the Federal 
Bureau of Labor Statistics, in 
the first seven months of this 
year, cost us nearly 16,000,000 
man-days. The effect on public 
and army morale is devastating. 

Here we have the clearest ex- 
ample of what’s wrong with 
Democracy. (I should say “Our 
Democracy,” since strikes are 
outlawed now even in Labor’s 
New Zealand, and, since 1926, 
Britain has forbidden strikes— 
“designed or calculated to coerce 
the government, either directly, 
or by inflicting hardship upon 
the community.” This law also 
forbids picketing that amounts to 
intimidation. And yet Britain is 
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Dealers Everywhere 


Sell MORE Padlocks 
by Selling 
“DOUBLE 





SECURITY” 
with 

CHICAGO 

PADLOCKS 


Show customers Chicago 
Lock’s patented ‘‘ Double- 
Locking” action and you'll 
clinch a quick, easy sale. 
Sell ‘“‘Double Security,’’ win 
extra customer good will 
with the better built Chicago 
Locks. 

There's a "CHICAGO" 
Lock for EVERY Need 


Padlocks, ‘‘Ace’’ Locks, Cyl- 
inder Locks, Single, Double 
Bitted. Locks for Burglar 
Alarms and Airplanes. 








Cut Open View. Actual Size 
Showing Double Locking Action 
“MAXIMUM Security—MINIMUM Cost’ 


Get Catalog of Complete Line 


Drawer Lock No. 1970 
Ask your Jobber—or write us— 


Shown Half Size 


CHICAGO LOCK CO. 


2024 N. RACINE AVE., DEPT. 1-A, CHICAGO, ILL. 
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ULTRA-MODERN e ULTRA-SMART 


Table 


Jewel Plastic Set 








15-Pc. Gift Box Ensemble, Retail Price $2.50 


Glamorously decorative for guest-service and holiday tables, yet 
priced for every-day use. Cheerful and sparkling, because each 
piece is molded of jewel-like plastic. Shatterproof, odorless and 
stainless. Washable in warm or cold water. The Gift Box con- 
sists of 6 knives, 6 forks, a fruit and vegetable knife, a cheese 
and butter knife, and a cake and pie cutter and server. A timely 
and popular quick seller wherever it’s displayed. ORDER NOW 
for your holiday requirements. 


Write for list of other Jewel Plastic 
products for 


The EMELOID CO., Inc. 


Hardware Stores. 


Arlington, N. J. 

















RELIABLE —- TRUSTWORTHY — ECONOMICAL 


Specially constructed in a wide variety of sizes and 
types, but only the highest standard. 


GENERAL HARDWARE CORDAGE 
Pile Driver @ Hoisting @ Hammerfall @ 
Transmission @ Drilling @ Bolt Rope e@ 
General Contracting @ Tree 
@ Marine @ Steve- 
doring @ Dredging @ Oil & Water-Well 


WALL ROPE WORKS, INC. 
48 South St. Factory: 
New York, N. Y. Beverly, N. J. 


Boston, Philadelphia, Chicago, San Francisco, Houston, 
Tulsa, Baltimore, New Orleans, Norfolk, Pittsburgh. 
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its exclusive features sell it on sight— 
Full circle, half circle 
Quarter circle and oblong spray 


A life-time sprinkler — with no moving 
parts—nothing to wear—nothing to get 
out of order—and nothing to retard its 
operation—an ideal sprinkler for narrow 
strips and corners. Sprinkler can be 
limited to area to be sprinkled, regardless 
of flowers, shrubs, etc. It’s compact, too. 
Base is durable cast iron to stand hard 
usage—painted green; Spray heads pol- 
ished brass, non-corrosive — adjustable 
to all water pressures and quality of 
spray desired, from a fine mist to full 
even coverage. individually packed in 
colored box for display purposes—6 or 
24 to a carton. 


If your jobber does not have the McCrea 
Sprinkler, order direct 


McCREA SPRINKLER CO. 


Forest Junction, Wisconsin 
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thoroughly unionized, and very 
happily so.) Our government fig- 
ures the union vote, and, after 
that, the sky’s the limit. The 
President blames industry, and 
soft-pedals every allusion to 
labor. Last July, in the face of 
what the Congressional Record 
revealed as “disgraceful coercion 
and intimidation,” Congress re- 
fused to express even mild con- 
demnation of strikes in defense 
industries—fewer than half the 
members of the House having 
the courage to vote at all. I’d 
like to say more about that, and 
maybe I shall, later. For now, 
I’i] content myself with quoting 
one short passage from the “Ber- 
lin Diary”—dated Aug. 5, 1940: 
“French miners unloading coal 
at a pit. Watching over them is 
a steel-helmfeted German soldier 
with a bayonet. Their Moscow- 
dominated Communist party, 
and their unions, told them not 
to work and not to fight when 
France was free. Now they must 
work under German bayonets.” 
Note that, Mr. John L. Lewis! 

For the same reason—taking 
no chance on reelection — this 
same Congress defeated by one 
vote the proposal to destroy our 
army by discharging all draftees 
who have had a year’s training. 
I'd like to read you a letter about 
that: This letter was written to 
the New York Herald Tribune 
by a veteran of the A.E.F., de- 
scribing a battle-field in France 
of 1918. I quote: “At dawn, we 
came up. The whole area was a 
slaughter pen. One shell had 
killed six; another ten. Was 
there no extended order here? 
Intelligence men turned out the 
nockets of the dead. Here was 
the answer. This man had been 
in the army eight weeks; this 
next one seven. No training. 
Just a volunteer division sent 
out to commit suicide.” 

What can we do for Democ- 
racy? I repeat: We can end the 
rule of pressure groups by bar- 
ring reelection to anyone! Fin- 
ally, we can make an organized 
effort to educate our electorate 
and to overcome the power of 
idiocy and demagogery. Our 
fools are more dangerous than 
our fifth column. And don’t 
doubt that a lot of them—in 
peace societies, labor unions, and 
our government —are being 
guided by people who aren’t so 
foolish. 

Personally, I’m pretty sick of 
invoking the Constitution to pro- 


tect those who would destroy the 
Constitution. I’m sick of calling 
treason free speech, of permit- 
ting the use of the Congressional 
free-mailing privilege to send out 
millions of pacifist post cards 
(some of ’em to soldiers), of free 
radio time for the Communist 
Party, and of a convicted felon 
running on the Communist ticket 
for President of the United 
States. I’m afraid we'll go on 
chortling about the right to free 
speech until we have lost all 
rights and all freedom. 

Maybe I’ve got a suspicious 
nature, but I don’t believe all 
the munitions plants blown up 
this year were touched off by 
spontaneous combustion. Most 
of the spies and saboteurs may 
be left to J. Edgar Hoover. The 
real problem is men like Colonel 
Lindbergh, talking about British 
betrayal of France and Finland 

. and John L. Lewis talking 
about “a war that labor abhors.” 
Men like Senator Norris, prat- 
tling about “teaching our boys 
to murder”; asserting that con- 
scription would cause “the army 
to fill our minds.” If you’ve got 
to have an army on your mind. 
would you rather have our’s, or 
Hitler’s? Neither Hitler nor 
Stalin needs any more active 
agents in America. All they 
need is our indifference, anti- 
Semitism, class hatred, and op- 
position to intervention. ll 
they need is the kind of patriot- 
ism that shipped scrap iron to 
Japan, and that, until last June, 
still shipped other war supplies 
through Russia to Germany. 


One Last Word 


One last word on the Nazis: 
Even if Hitler doesn’t mean what 
he says—and he usually does; 
even if he has no military de- 
signs against us, his completed 
conquest of Europe means the 
end of The American Way. We 
should become an armed camp. 
always ready for aggression, and 
necessarily under something very 
like dictatorship. We _ should 
have come to the end of peace 
and plenty in a world-economy 
of one-man control and slave 
labor. I hate going on telling 
you to read things, but I can’t 
put this whole cosmic mess into 
an hour’s talk, so, if you haven’t 
done so, and still cherish any 
delusions on this point, study the 
chapter headed “The New Order 
in Europe” in Miller’s “You 
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NEW TYPE QUICK LOADING CARTRIDGE 


i 
CALBAR 


-0- 
WITH CARTRIDGE EJECTOR GUN 


Caulk-0-Seal is a permanent seal. Holds fast. 
Super-plastic. Weatherproof. Does not stain, chip or crack. 
Saves fuel. Eliminates drafts. Prevents heat waste. 

For inside or outside use. Does not exude oil. 

Easy to apply with trouble-free Calbar Pressure Gun. 
Caulk-0-Seal comes in Tubes, Cans, Drums, CARTRIDGES. 
Black and 12 Colors. 








































NEW TYPE CAULK-O-SEAL 
Vulco Fibre Cartridge Lined 
With Cellophane 


The New Ejector Car- 
tridge Gun throws out the 
empty Tube when the cap 
is removed to re-load— 
Adaptable for all size 
Cartridges; also can be 
changed over for Bulk use. 
YOUR JOBBER CAN 
SUPPLY YOU 


Send for Folder 

and Color Chart 
Attractive Counter 
Displays available. 


CALBAR 
PAINT & VARNISH CO. 


Mfrs. of Technical Products 
2612-26 N. MARTHA ST. 
PHILADELPHIA, PA. 
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PURITAN 
SASH CORD 


PURITAN 
CORDAGE MILLS 


LOUISVILLE, KENTUCKY FREE! Practicalt 


dealers make 1 














FOR THE CHORE GIRL 


So put her right out where your customers will see her— 

on your counter. 

They need this handy little abrasive cleaner in the 

kitchen and around the farm — that’s what attractive 

CHORE GIRL advertisements are telling your customers 
in national and farm maga- 
zines every month. 

lone Two-dozen pack comes in at- 

& tractive counter disp'ay car- 

esouevee ton. Order from your jobber 
today. 
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Metal Textile Corporation 


Orange, New Jersey 
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af. Pays To Sell 


Windsor 





® No Rubbing Liquid Wax 

® Prepared Paste Wax 

® Cream Furniture Polish 
® Powdered Dance Wax 

® Liquid Buffing Wax 

© VB for Venetian Blinds 

® Foam Cleaner for Fabrics 
©"Namel" Refrigerator Cleaner 
© "Take-Off" Wax Remover 
® Glass Cleaner 

® Double-Action Auto Polish 


Write for Details 


Windsor wax CO., inc. 


611-617 Newark St., Hoboken, N. J. 











National 
HARDWARE 


HE line of builders’ hard- 
ware built to one high 
uniform standard of quality. 
The assortment of products 
is so extensive that all of the 
requirements of the trade are 
adequately met. 











The finest materials used in 
construction are fashioned 
into hardware which is both 
modern in design and effi- 
cient in working simplicity. 
Send for the new National 
catalog; yours for the asking. 


The following are big sellers: 
Sliding Door 
Hangers 


Garage Door 
Hardware 


Door Latches 


Strap and Tee 
Hinges 





Screen Hardware 




















National Manufacturing Co. 
STERLING « + + ILLINOIS 
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Can’t Do Business with Hitler.” 
There is the utterly horrifying 
picture of what it would be flat- 
tery to call “a return to pre- 
historic barbarism.” 

Suppose we begin with our 
educational system. We can’t all 
be doctors and lawyers and bond 
salesmen. We might get some- 
where by turning about three- 
fourths of our universities into 
trade schools, reintroducing the 
system of apprenticeships, and 
teaching junior that there’s 
more profit and dignity in being 
a good mechanic than in waiting 
around for a job as general 
manager of a nursery for silk 
worms. 

In the grade and high schools, 
I would suggest more attention 
to readin’, writin’ and ’rith- 
metic, and less to scene-design- 
ing an the love-life of the hog. 

An old-fashioned girl like me 
is discouraged at finding college 
graduates who know all the 
weaknesses of capitalism, but 
spell it with an “o,” and who be- 
lieve that the Magna Carta was 
a naval expedition. Above every- 
thing else, let’s put a stop to sub- 
versive teaching. If “academic 
freedom” means the right to 
preach Karl Marx to the easy- 
marks, I say it’s just a bunch 
of spinach, and to heck with it! 
Lenin said, “Give me a child for 
three years, and I will hand you 
back a Communist”—and they’re 
doing just that at your expense 
and mine. On page 271 of “The 
Great Technology,” Professor 
Rugg (who lives across the hall 
from me) says: “Thus, through 
the schools . . . we shall dissem- 
inate a new conception of gov- 
ernment—one that will embrace 
all the collectivist activities of 
men.” 

Is that what you want? 

If not, is it asking too much of 
parents to be sure, not only that 
their children go to school, but 
what they learn when they get 
there? There’s something all 
wrong with an educational sys- 
tem that fails to develop disci- 
pline, character, and passionate 
faith in the Constitution of the 
United States. 

It might be a good idea for 
some of us to go back to work. 
I don’t mean only the unem- 
ployed, but also the advocates of 
the 30-hr. week and the advo- 
cates of the 65-hr. week-end. A 
few of us work much too hard, 
but, even so, death from over- 
work is less common than death 


from over-weight and a sluggish 
liver. I wish we might think as 
much of the Liberty Bell as we 
do of the dinner bell. I wish 
more of us read something be- 
sides the latest best-smellers. I 
wish we had less “sophistica- 
tion,” and more common sense. 
That we relied less upon govern- 
ment and more on _ ourselves. 
That we were less concerned 
with “security,” and more with 
the capacity and courage that 
creates it. I wish we might 
abandon short cuts, the easiest 
way, and hand-made Utopias— 
stop envying success and try to 
attain it, stop talking of the re- 
distribution of wealth and try to 
produce it. I wish we might 
take more active and intelligent 
interest in our nation, and less 
in partisan politics; that we 
might strive for great leader- 
ship, and then follow it. 


The Voting Privilege 


I can’t join in the general in- 
sistence that everyone shall vote. 
I’m more concerned that we know 
what we’re voting for and about. 
If a man doesn’t know that, I 
don’t think he should vote. And 
I don’t think anyone should be 
allowed to vote who, directly or 
indirectly, is paid for his ballot. 

I don’t want to talk politics; 
I’ve voted both tickets, though 
not the same day. However, 
there are certain fundamentals 
that are not matters of opinion, 
but have been demonstrated by 
history. First, we have gone far 
enough in restraint and robbery 
of our best citizens for benefit of 
our worst. No nation can afford 
a social order of the unfit, by the 
unfit, for the unfit. But catering 
to the mob is the quickest road 
to personal power—and national 
ruin. We can’t go on robbing the 
rich to give to the poor, because, 
before long, there won’t be any 
rich, or any industry left to pay 
taxes. That means government 
ownership, which we’re headed 
for and we'll take that up in a 
minute. Meanwhile, let me say 
that we’re not destroying the 
rich half as fast as we’re destroy- 
ing the middle-class. 

When the rabble-rousers com- 
plain of lowering the tax-exemp- 
tion, and advocate “soaking war 
profiteers,” they’re talking non- 
sense—first, because almost the 
only war profiteers are our work- 
men; second, because the people 
soaked, now and always, are your 
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Fitler ethan is a quality prod- 
uct that builds good will for 
the hardware dealers—makes 
customers cheerfully come 
back for more and keeps the 
cash bell ringing. 


_ 


Adopt now, the Fitler Line, the 
look for the Blue and Yellow 


Colored Trade Mark, Reg.No. ‘Ope that’s built for HARD WEAR. 











245091, U.S. Patent Office. 


THE EDWIN H. FITLER CO. 


Manvfacturers of Quality Rope for Over a Century 
Established 1804 MAIN OFFICE, PHILADELPHIA, PA. 
New York Chicago St.lovis los Angeles Sanfrancisco Portland 




















POCKET KNIVES oF tHE HIGHEST QUALITY 


A complete line of 
Fine Pen Knives in 
both Carbon Steel 
and Stainless Steel 





No. 8479G SIL SHAC (Cet 2/3 size) 
ELECTRICIAN'S SCREW DRIVER 
K 


NIFE 











Many other patterns of 
POCKET KNIVES made 
especially for mechanics 
for use in shop, field and 
home. Also a complete 
line of knives for horticul- 
tural work — budding, 
grafting and pruning. 


\CHRADE SAFETY 


PUSH-BUTTON KNIFE 
NO BReaKing oF FINGER NAlLs 


No. C2041SD 


One of our 
Specialties 
since 1904. 


Made in 6 
sizes. Push 


tt 
The Finest ie See 


5 Blade Opens. 
Pocket Knife The Safety Slide 
ever made. 


N 
Locks the Button. NG 
SCHRADE CUTLERY CO. 


WALDEN, N. Y. 


OCTOBER 30, 1941 


Mf'd under U. S. Pat. Nos. 
2,197,866 and 2,184,899 
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Proved —The Peer of 


all WICKS for 


OIL RANGES 
AND HEATERS 





MADE ENTIRELY OF GLASS 


The sensational performance of this superior 
wick is reflected in the increasing number of 




















hardware dealers who are featuring it as the 
~ a wick value of all times. During 
f he pas -e Ver asw P ‘tee 
PERFORMANCE Grass asl ‘es aiaee bor aoounsamtis tao Ate 
FEATURES home. Made entirely of the much publicized 
Impossible for Fiberglas Yarn it offers you a wick that im 
Old-Style Kindlers mediately eliminates competition in price or 
@ Lights Instantly performance. No one to whom you sell Glas- 
. Needs prac- wik will ever return to using cheap, sooty, 
tically no at- smelly, slow lighting, old-fashioned wicks. 
tention Don't overlook this source of protected profits. 
@ Lasts many Sales-aids are included free with each 12 boxes. 
times longer Order a supply today from your jobber or 
@ Produces maxi- write us now, using the coupon below. 
mum heat 
@ NO carbon or 
-— Atlas Asbestos Co. Dept. 2 
@ Uses Less oil North Wales, Pa. 
@ Cheaper per Send literature and prices on the 
ur of use original Glaswik. 








Name . ‘ srdabheradeok 
If Jobber Street . POM rr Mp ea : 
Can’t Supply You ee dinits bands saviedetwadiaaaaine 


SEND COUPON NOW 


ATLAS ASBESTOS CO., North Wales, Pa. 
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PULVERILED ASPMALT 





THE ITEM OF 101 USES TO HOME 
OWNERS ... Your Customers 


e A fast selling item that’s easy to use! 
For the first time an all around weather- 
proofer with a high melting point... at 
a low 25¢ price. 

Makes a heavy mastic or light waterproofing 
paint. With U-MIX-IT you sell putty 
knives, solvents, brushes, etc.—and it brings 
‘em in. 

Only 25¢. Neat 5-color displays, 3-color 
package suggesting many household uses. 
(Prices slightly higher west of the Mis- 
sissippi.) 


Order from your jobber today. 


ALLIED ASPHALT & MINERAL CORP. 


217 BROADWAY NEW YORK 














— FOR y Seren DEALERS 





CHAMPION OF MODERN GLASS SUBSTITUTES 


Seems like everybody's using transparent R-V-LITE 
wherever glass is used in Poultry 
Houses, Storm Doors, Windows, 
etc. 


ALL-PURPOSE UTILITY 
You make many extra sales with 
R.V-LITE because your customers 
find so many more uses for it. 


REPEAT SALES QUALITY 
Guaranteed satisfaction 
brings R-V-LITE customers 
in your store over and over 
22 again! 


R-V-LITE 5 STAR SALES HELPS 















* All-Purpose Utility Makes More New Sales 
® Trademarked Quality Brings Repeat business 
® Handy Display Rack Reduces 
Waste, Speeds Sales . ea ¥ 
% New Merchandising and Point- ff 
of-sale Helps 
*® National Magazine and Radio , Seeesaer8 
Advertising 





Admits over 60% Ultra Violet Rays. Weather- 
proof-Shatterproof! Comes in 50 
ft. and 150 ft. rolls, 36 inches 
wide, packed individual carton. 


WEE DEALERS! WRITE TODAY for 

S money-making Service Display 

Proposition aa FREE SAMPLE, available through 

your local jobber. 

*ARVEY CORPORATION 
tclutsce Manslactarwr / 


R-V-LITE 
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class and mine. The revised tax 
costs the single man who never 
paid before about 4 cents a week. 
it costs the married man who 
never paid, 75 cents a week—$39 
a year—and the larger wage- 
earner 3 to 5 hundred dollars 
more than he paid before. And 
that’s not the end of his income 
tax—by a long shot. The only 
fair taxes are an unvarying per- 
centage on every income, from a 
dollar a year to a million. That 
would give us a tax-conscious 
electorate, that might stop our 
insane and suicidal government 
spending. 

There must be a limit to 
bureaucracy, rule by mandate, 
and centralized government. We 
must return to the checks and 
balances of the Constitution, and 
to a Supreme Court that upholds 
the Constitution. I’ve referred 
to the educational problem and 
the labor problem. How long are 
a few thousand grafting and/or 
Communist labor leaders going 
to bully 130,000,000 of the rest 
of us? These men are less in- 
terested in wages and work- 


| hours than in money and power 


for themselves, control of gov- 
ernment and industry, and the 


| eventual end of private enter- 


| 


| 
| 


prise. 


Can We Escape? 


And this brings us back to the 
most important: question in this 
country today: War or no war, 
can we escape—well, call it col- 


| lectivism, socialism, Communism, 


the managerial revolution— 
they’re all the same thing, and 


| a rose by any other name would 


| smell as sweet. 


‘Can we escape 
it? Not without Herculean ef- 
fort. Almost every force in 
America is working for it—our 
schools, our churches, our youth 
movements, our newspaper col- 
umnists, and authors, and pub- 
lishing houses, and movies, and 
Moscow, and our own Govern- 
ment. 

We began with the postulation 
that, for a democracy, success 
depends upon the intelligence 
and character of the electorate. 


| The regeneration, the revitaliza- 


tion, the return to vision and 
sanity in our nation is a big job, 
but it can be done. However, it 
can’t be done while only sub- 
versive minorities are active and 
organized, while what should be 
the effective majority are too 
timid or apathetic to be heard. 


What we must have to be saved 
is a great, active, fearless, hard- 
hitting organization of the mid- 
dle class. I tried to form one 
last year—and gave it up. There 
are too many little organizations 
and too many outstanding cit- 
izens who had rather play golf. 
So now I urge you to join some 
of the existing organizations, 
and to help make them effective. 
Help to enlist the best publicists. 
authors, preachers, teachers and 
speakers—the best business men, 
labor leaders, publishers, pro- 
ducers of movies, and the radio 
moguls to awaken America, and 
teach the fundamentals of 100 
per cent Americanism. Join 
neighborhood groups, like the 
Westchester Security League. 
Help merge them with the larger 
organizations like The League 
for Constitutional Government, 
The Small Business Men’s Asso- 
ciation, The National Associa- 
tion of Manufacturers—any of 
’em. Contribute a dollar or a 
hundred—say 10 per cent of 
what you spend on gimcracks to 
educational agencies, like The 
American Economic Foundation 
of Cleveland. Make yourself 
heard and felt in your schools 
and churches and forums and 
Y.M.C.A.’s, and what-not—at 
your movie theaters, your radio 
stations, your newspapers, your 
book stores, and the ballot-box. 
Stop cringing, stop loafing, and 
fight—not only the foe with- 
out, but the enemy within. 

Abraham Lincoln said, “As a 
nation of free men, we must live 
through all time, or die by sui- 
cide.” That’s true. No one can 
lick us but ourselves. Potential- 
ly, we are the greatest and 
strongest nation the world has 
even seen. We are the giant 
Prometheus, bound, not by Jove, 
but by our own ignorance, and 
self-indulgence, and apathy. 
Let’s cast off our chains, and rise 
with a giant’s strength, to up- 
hold the sacred fire of freedom, 
and human dignity and progress, 
and to give it to all the nations 
of the earth. Paraphrasing 
Winston Churchill, “Let us 
brace ourselves to our duty, and 
so bear ourselves that, if the 
United States of America lasts a 
thousand years, men will still 
say, ‘This was their finest 
hour.’ ”’ 

That’s what we can do for 
Democracy! 
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WAGNER 


PROFIT MAKERS 
FOR HARDWARE STORES 


FOLDING ALL-METAL 
SAW HORSE LEGS! 


Sell on sight to con- 
tractors, carpenters, 
painters, plasterers, 
schools, churches, in- 
dustries . . . make 
excellent barricades. 
Airplane plants are 
using thousands of 
them. Two sizes 24” 
and 30”. Get them in 





















stock. 













New Scaffold 
Brackets, Roof 
Brackets, 
Ladder 
Brackets, pro- WAGNER 
vide added 

safety and FOLDING 
speed up 

building. SCAFFOLD 
Large demand 

—profitable to BRACKET 
handle. Write 

today for SAVES TIME 
prices and 


folders. SAVES SPACE 
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WAGNER MFG. CO., cepar Fatts, iowa 

















BOMMER 


HORIZONTAL SPRING PIVOT-HINGES 
ARE THE BEST 


TYPE 15 




















The Side Plates Are Reversible. Has Efficient Door 
Alignment, Adjustable Tension and Hold Open Feature 
at 90 Degrees. The Most Durable Spring Pivot of Its 
Type. 
Bommer Spring Hinge Co. 
Brooklyn, N. Y. 
Chicago Sales Office: No. 180 N. Wacker Drive 
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are "ities Built” .s 


Your NORAMPRESS Catalog is always your “Star Salesman” be- 
cause it's INDIVIDUALLY Planned, compiled, “Custom-built" to 
SELL! Its attractive, modern design STANDS OUT — gives your 
customer the kind of information he wants and needs — when 
he wants it. 


You pay no more for NORAMPRESS Individualized Catalogs! 
Profit NOW by their extra SALES-ABILITY. Write for details on 
NORAMPRESS Catalog Service 


The NORTH AMERICAN (ress 


728 N. Seventh Street 
Famous jo INDIVIDUALIZED 


Milwaukee Wisconsin 


Hardware Catalogs 
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The Quality Oil Burner Wick. 
Quick kindling. Long lasting. Sells 
and satisfies. Three popular types 
packed 5, ft. in carton, 12 car- 
tons in a colorful eye-catching 
Three types shown fur- display. Priced to sell. Attractive 


nished in 51/2 ft. . ‘ 
aad ao & _ ‘OT-30 discounts, Ask your Jobber or mail 


also furnished in Cus- coupon. 


ow ae a = 
- -- - 


strips to a carton. © BESTOS o 
167 W. Wacker Drive. Chicago. 


tue CO 
i e on Kwik-Lite 
a oe and attractive discou 


i) Burner ! 


If you want to give ot. 


your customers 
extra service value, 
specify KWIK- ' Name 
“ M ‘ — 4  scugdins nmbipendetereen ner iors cocncscsccoosososorssos 
order burner wick. 1 Address..... 
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TOOLS 


Today as always, STARRETT is the 
big name in the field of precision 
measuring tools. Check Starrett Cat- 


alog No. 26-A for profitable items. 


THE L. S. STARRETT CO. 
W orld’s Greatest Toolmakers 


Precision Tools Dial Indicators 
Ground Flat Stock . . Hacksaws 
Metal Cutting Bandsaws . . Steel Tapes 


















into wood smoothly ? 


Hold a Conn, Valley bit so your 
customer can examine the point 
closely. He will see smooth threads 

. cut that way by milling from 


solid stock . . . threads polished 


by emery in hickory wood. (No 
rough edges to snag wood fibres, 
and clog them between threads.) 
Smooth threads are always on the 
job; drawing the bit steadily 


7a with every turn. 


One expansive bit takes 
the place of many other 
bits. 


WOOD FIBERS FILL 
UNEVEN THREAD 





asa , _— for 
coNVALco. =i 


t¢ 


(innerticut Valley Wis. Co 


Incorporated 1874 


Bi EV TERBROOA COVVECTICLT 
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Admiral Stirling’s Address 


(Continued from page 108) 


United States would be similar 
to that being waged against 
Germany by Britain. Air power 
at first might be to Japan’s ad- 
vantage, being used from her 
many air bases. In time Amer- 
ican air re-enforcements would 
give a preponderance of air 
strength in the vicinity of 
Singapore. 

If these naval setups are 
realized as pictured, the Japa- 
nese naval advance to the south- 
ward would be _ effectively 
stopped, but that would not end 
the war. Offensive action 
against the Japanese fleet and 
against Japan itself would have 
to be undertaken, and such ac- 
tion would bring about a great 
strain upon American resources 
now fully absorbed in giving 
help to Britain in Europe, and 
in building up United States de- 
fenses to make the hemisphere 
safe from Nazi attack. 

The Japanese Navy’s first 
move would’ be to harass the 
United States fleet in its passage 
from Hawaii to the Orient. For 
this purpose there are naval 
bases available from which to 
operate warships and airplanes 
in Japan’s mandated islands. 
These locations are in the Mar- 
shall, Carolines and Marianna 
Islands, and are situated close 
to the direct route from Hawaii 
via Guam and Manila to Singa- 
pore. 

Japan will lay great stress 
upon the intensive use of air 
power in attacking the American 
fleet, in order to reduce the 
superiority in battleship 
strength. Japan has air bases in 
Formosa, on Hainan Island and 
in Indo China, all in the area 
of operations of a fleet from 
Singapore. 

It will be necessary for Amer- 
ica to develop an air defensive 
as rapidly as possible, gradually 
going into the offensive against 
Japanese warships, air bases 
and the islands of Japan them- 
selves. The fleet will have at the 
start six airplane carriers carry- 
ing about 80 planes each, and 
there are assembled in the 
Philippine Islands some hun- 
dreds of airplanes of all types. 
There are at Singapore and in 
the Netherlands East Indies 
another 1,500 planes available 
for use against the Japanese. 


While the United States fleet 
is operating from Singapore, 
many bombing planes can be 
flown from America on a route 
to the southward avoiding the 
mandated area, and through the 
Netherlands East Indies to 
Singapore. This route may also 
be used for supplies to the fleet 
from America thus avoiding all 
possible attacks by Japanese 
warships except from long range 
submarines. The Japanese sub- 
marines are said to have an oper- 
ating radius of 15,000 miles. 

Bombing planes also may be 
flown from America via_ the 
Aleutian Peninsula and Islands 
to Vladivostok to re-enforce the 
Russian Air Force there. Rus- 
sia, of course, would be expected 
to be on the side of America. 
This combined air force might 
be used to bomb Japanese cities 
and industrial establishments in 
Japan. It is only 650 miles from 
Vladivostok to Tokyo. The re- 
enforcing of Russian air forces 
in the eastern provinces by air- 
planes from America would help 
the American fleet based at 
Singapore, by diverting part of 
Japan’s air strength from south- 
ern waters for the defense of 
Japan’s homeland. 


Russian Situation 


It is difficult to interpret what 
is happening on the Russian 
front. It seems likely that Hit- 
ler’s armies are short of supplies, 
principally oil for their mechan- 
ized equipment. Hitler will 
therefore make every effort to 
turn the southern flank of the 
Russians and lead his troops in- 
to the Caucasus to seize the oil 
fields which now supply his en- 
emies. 

While the Russian armies are 
still a distinct menace to Hitler, 
it will be a task for Britain’s 
army, navy and air force of the 
Middle East to defeat this ob- 
jective. In spite of the urgency 
with which England views the 
western front, and in conse- 
quence keeps a greater part of 
its fighting forces in that area, 
the eastern front opens up a 
possibility for a major effort by 
Britain. The battle of the At- 
lantic, the threatened invasion of 
the British Isles, and the bomb- 
ing of German industries, are 
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THE NAME SILVER LAKE STAMPED ON EVERY FOOT 
@ PACKED IN CARTONS @ 
OUR WEATHER PROOFED THE 
BETTER SASH CORD 


LOWER PRICED GRADES 
EDDYSTONE 
PELHAM 


Mills — Chatt hee, Ga. NUCORD 
SILVER LAKE C0. ie atae pelle: INS BENGAL 








ARE YOU PREPARED? 


Defense needs are bigger than ever, today. But 
Bernz is prepared to meet them—prepared also to 
meet your needs. A _ large stock of ‘‘Always 

S. Reliable’’ Torches, Firepots 












ang ‘Yools is still available 
for you to draw from. Be 
sure you have in stock the Rogers exclusive policy of offering the 
No. 87 Quart Toreh and hardware trade absolute protection by 








No 40 Gallon’ Firepot. 
They are fast movers. not selling to chain store groups, group 
buyers, and mail order houses, has gained 
tremendous momentum, and we are ex- 


panding this policy for your benefit. 


Now ...DEMAND 


‘ $ Yes! Rogers continues to sell for OLE SERGEANT 

Ne. 190-1 Pt. Top Fill omiee. en see re you pe > es a in POPU- BOCT GLUEKY 
No. 40— 1 Gallon LAR ECHAN S and POPULAR 

OTTO BERNZCO., INC. Rochester, N.Y. No. 44—%4 Gallon SCIENCE. . . magazines reaching well over 1 million 

consumers monthly. In addition, we offer free 


SHEARS THAT STAY SHARP project booklets and project sheets to your custom- 


ers at any time. Just advise us of the quantity 


Torches, Firepots, Chisels, 
Lead Working Tools, Sani- 
tary Tools, Bibb Reseaters, 
Solder Pots, Joint Runners, 
Ladies, Smoke Testing Ma- 
chine, Pipe Wrenches, 
Thawing Steamers, Wining 
Cloths, Testing Plugs, Cop- 
per Tube Benders and 
“utters, Solder Coppers, 

— Plumbers’ Chisels, Closet 
No. 87—1 Qt. Bot. Fill. Augers, Sewer Rods, Shave 
No. 88—I! Pt. Bot. Fill. Hooks, Tap Borers and 











No. 2748 that you desire to have at hand, and we shall be 
wee ASSORTMENT glad to forward a supply. 
Jucaatub \WAt STAY SHARP The Shears are PHONE YOUR JOBBER FOR SPECIAL DEALS 


assorted 2 pairs 


6” and 4 pairs We are running a special display offer which includes free 





Ae ; merchandise, and we are also g @ special # gi 

= : rte deal which includes project booklets ond project eon — 
rimmer, an 

2 pairs 7” and USE ROGERS LIQUID FISH GLUE 


4 pairs 8" _ "The Glue with the Grip of a Gorilla" 


Dressmakers’ 
Bent Trimmer POPULAR 


Shears. Two MCECHANI: 
cards to the : 


dozen shears. 


3) 
ail 7 Youn’ s080en the beat LIQUID FISH GLUE La 
THE ACME SHEAR CO. ainecpticts Shin, GLOUCESTER, 



























FOR “IMMEDIATE SHIPMENT™ 


Because of five fully equipped handle tool manufacturers and government bureaus 
factories in the heart of America’s tps Turnerday Handles because of 
hickory growing area, we have met this money-saving service and because 

every delivery requirement of our Turnerday Handles for over 85 years have 
customers—on time. led the world in Uniform Grades— Perfect 
America’s leading hard- Patterns — Accurate Sizes, Turnerday Han- 
ware jobbers, dles are tops in service, quality and value. 











Trade-Marked and 
Grade-Marked For 
Your Protection 






Order from your jobber or write— 






TURNER, DAY & WOOLWORTH 


HANDLE CO., INC.  LouisviLte, KY., U.S.A. 
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WOOD JOINERS 


THEY PULL—CLINCH—HOLD 


The osutstanding fastener for making, repairing 
eoreens, gerdes furniture, frames, ete. 


Ask Your Jobber 
SUPERIOR FASTENER CORPORATION 











$224 N. Clark St. Chicago, ii. 


‘SUNSHINE 





ench 


cHAMO 


MADE IN U.S A 


ASK YOUR JOB8B8R 
POR GUA EXTRA VALUES 


HOYT & WORTHEN TANNING CORP 
HAVERHILL MASS 





E-Z CORN POPPERS 


The original rotary Corn 
Poppers. They use leas 
heat and do net burn the « 
corn. Stove type or 
electric. 


OverA 
MILLION 
Have Been Sold 


Pistol blue steel, or bril- 
lant nickel finish. Ask * 
your Jobber 


0. $. Keene; Machine Co., 









- Elkhart, Ind. 











COOK: Ss 


NEW STREAMLINE 
SUPER VALUE 
NAIL CLIPPER 


New member of Gem ct 
Nail Clipper family. 
Hardened jaws, nail 
file, cleaner. Heavily 
nickeled. Doz. on colorful card 
at jobbers’. Send for details 
THE H. C. COOK CO. 
27 Beaver St.. Ansonia, Conn 











STEEL MORTAR HODS 
Neo dripping onte 
the user's back. 


Made entirely of 
stee) with wooden 
shoulder saddle 
and handle 
Edges are heav- 
—— tly retnforeed. 
sad ate" The fork is 
a 11% pressed from 
deep heavy gauge 






We. 158 


Write for prices. 
The GCevetané Wire Spring Ceo. 
and Hamilton Ave. 





38th St. 
7 . Cleveland, Ohic © oe 








KEY BLANKS 


OF EVERY DESCRIPTION 


; 


Catalogue on Request 


GRAHAM MFG. CO. 


Dept. W. 


Derby, Conn., U. S. A. 
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each vital to Britain’s safety, 
but all that can be gained from a 
success in these is to slow Ger- 
many’s hand in her all-out war 
on Britain’s command of the 
seas. Defensive measures on the 
western front alone cannot suc- 
ceed in bringing victory to 
England. Something more rad- 
ical must be initiated by Britain 
that will cause Germany to be- 
lieve its position in Europe is 
threatened. The Middle East is 
a field in which a British of- 
fensive now, it is believed, will 
produce the greatest effect on 
the enemy and shake his morale. 

But Germany will endeavor to 
prevent the use of this front by 
Britain. Britain needs most 
urgently the.support of Turkey 
in such a venture. 

The Russian naval bases in 
the Black Sea are now seriously 
threatened by Nazi encircling 
armies. With Turkish collabora- 
tion, the British navy might 
enter the Black Sea with con- 
voys of troops and be in time 
to save the Russian bases and 
the Russian warships there from 
falling into the hands of the 
Germans. The control of the 
Black Sea by Britain would be a 
serious blow to a Hitler occu- 
pation of the Caucasus. If Bri- 
tain can now land _ several 
hundred thousand men in the 
Crimea, she will have estab- 
lished with the Russians an 
offensive front against Germany 
and thus maintaining supply 
lines for United States defense 
articles for Russia. 

It is a foregone conclusion 
knowing Hitler that he has been 
secretly using every facility for 
warship construction and may 
surpise the world with new Ger- 
man warships of types that are 
revolutionary in design, and 
these vessels may be on the seas 
before our two-ocean navy is 
half completed. Germany never 
suffers from a work stoppage. 
The concentration camp always 
hangs over the heads of those 
who disobey his orders. 

How different it is in America. 
Here a workman decides the 
hours he will work and the pay 
he will receive. Our industrial 
workmen are occupying a unique 
position in the nation’s defense. 
Their integrity, faithfulness and 
industry in production will de- 
cide the result in war. The job 
of our industries today is to pro- 
duce machines enough to de- 
feat Hitler. 


If American workmen are un- 
willing to appreciate their gifts. 
under a democracy, and decrease 
the output by strikes that can 
be avoided, they may in the end 
find themselves deprived of those 
rights by Hitler himself. 

Some in this country be- 
grudge our aid to Britain until 
American defense is_ served. 
They declare that even if Bri- 
tain meets defeat on the seas, 
the dictators would have such 
problems in the transportation 
of troops across the seas and 
landing on a hostile shore that 
they would not attempt it. These 
people wish to keep our battle- 
ships, submarines and airplanes 
on the defensive at our shores. 
They refuse to see that our de- 
fensive front against Germany 
is on the sea, fighting from 
bases as far from our coast as 
possible. 

England is not losing the war 
in spite of the claim of the de- 
featists. England can lose the 
Mediterranean, can even be in- 
vaded, and. still the empire will 
carry on. There will always be a 
British Empire and a British 
Navy. 

Hitler’s motto is divide and 
conquer. That was his method in 
subjugating the countries of 
Europe. We are the last great 
neutral. America is being 
swayed by the siren voices of 
those who because of fear or in 
willful intent, caution us to 
await our turn. Is it not time 
for America to fully awaken to 
the terrible menace threatening 
us, and refuse longer to sit idly 
on the sidelines with all our 
great resources of warships and 
men while Britain and Russia 
are fighting our battle for us? 

We are in this war—Hitler, 
if he wins, will make us pay. 
We are continuously hearing the 
phrase, “I voted for the Presi- 
dent because he promised to 
keep us out of the war.” I do 
not happen to be one of those 
people. I have felt from the be- 
ginning that our place should be 
in the war against Hitler. Are 
we not tired of this uncertainty, 
and would not our conscience be 
clearer if Hitler is eliminated 
with our active help? 

Let us give our President the 
green light to go ahead and in 
so doing uphold the principles for 
which this country has always 
stood. 
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World’s Standard for Half a Century CARPENTERS’ WOOD 


SAND’S LEVELS AND ALUMINUM 


e 
TILE SETTERS’ WOOD 


SAND'S-STEVENS 
TELE FRE TRUE 
SURFACE AND LINE 
SAND’S LEVEL & TOOL CO. 8631 Gratiot Ave. Detroit, Mich. AND ALUMINUM 
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PROFIT 


FROM THE NEW 


RIFLE WEEDER 


© GETS THE ROOT © SHOOTS THE WEED 


Creates widespread demand! 
Gets immediate customer interest. 


omy .) No backaches. No _ blisters. 
ce Saves the lawn. Fully guaranteed. 


$2.85 Enough a. to meet de- 

liv ises. A jobber, 

Far West $3 = aan tet one lists, literature, 
and discounts. ° 

RIFLE WEEDER MELINK & CO. Inc. | aera ais) U nS 
427 Brainard Detroit, Michigan ROLLFAST BUILDING + NEW YORK. N.Y 


This “Accepted” Torch _—_ Better Soldering 
: Brings Steady Profits | BRINGS BIGGER PROFITS 


















































The man who wants a good torch | Scarcity of metal means there must be better soldering to make present 

' : : - supplies go farther. That increases the market for quality Rubyfluid 

for all ‘round use will make his selec Flux. Electricians, plumbers, hobbiests, and metal workers have par- 
tion carefully. “Experience-Proven" ticular preferences and you can satisfy them all—with Rubyfluid you 
can offer both liquid and paste forms of flux; in addition you can offer 


Ruby's Stainless Steel Flux, especially designed 
for this metal. Stock up today for BIGGER 
PROFITS. 


SEE YOUR JOBBER OR WRITE DIRECT 


RUBY CHEMICAL CO. 


58 McDowell St. Columbus, Ohio 







for more than half-a-century, the 
C & L name and product gets his 
quick approval. C & L Torch No. 600 
A (left) is readily accepted for ap- 
pearance, efficiency, economy. Order 
from your jobber now. 
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KEROSENE 
MANTLES 


RETAIL 30 CENTS| See 


Dealer's Price— ; 
—!I Doz., $2.50; 


PURE OIL COLORS 


All triple ground in 
pure linseed oil. 30 
standard colors. In 3 
sizes of lithographed 
tubes, also cans. 
Beautiful Metal Dis- 


play Cabinet FREE. 
3 Doz., $2.40 per Doz. 


QUALITY! PRICE! : 
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POPULAR-PRICED ASK YOUR SUPPLIER ABOUT 


BATHROOM AND KITCHEN FIXTURES 
in AUTOYRE HY-GRADE CHROMIUM 
BRIGHT CADMIUM, AND BAKED 
SPRAYED WHITE ENAMEL 


THE AUTOYRE COMPANY, # OAKVILLE, CONN DESIGNED TO MAKE THE PASSER-BUY?” 


WRITE FOR LITERATURE 
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Here’s a Fast Selling House- | 


* Grand Line 


© GRAND @ 


(holds 12 Mickys) on 





Chicago, U.S.A. 


hold item from the Complete 


Micky Door Holders sell on 
sight. Put this attractive, 
colorful Counter Display Card 


counter forfast, easy sales. It's 
a popular priced household 
necessity that every one of 
your customers will want. 
Sold thru jobbers every- 
where or write direet. 


* 
GRAND SPECIALTIES CO. 
3106 West Grand Ave. 


your 











OXFORD 
PUNCHES 


OXFORD TOOL COMPANY 


G. G. Campbell, Pres 


1633 N. 2nd St. Philadelphia, Pa. 










* 








A Complete 
Line— 


Ask 





SHUA, N. H. 


PRIEST'S CLIPPERS 


Your Jobber 
75 Years’ Reputation in the Trade 


AMERICAN SHEARER MFG. CO. | 











File Handles 









TROY—BEST 


ye Rigid 

PATENTED- Metal to 
zc: e : al 
3r Pp, 


(Patented), assures better workmanship 
and safety to user. A favorite for over 











40 years. 

TROY FILE WORKS | 

Troy, Est. 1831. N. Y. 
CLEANS 
BETTER 


SELLS FAST AY 10¢ 


THE LEADER 


FOR 20 YEARS 


BRUSH-NU COMPANY 


BALTIMORE 





MARYLAND 











You'll find REAL 


Sales Representatives 
advertising in the 
Sales Accounts Wanted 
Columns 
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Steel Distributor and Defense Program 


(Continued from page 91) 


obtain the deliveries they re- 
quire. As a matter of fact, this 
has been going on for some time 
already. By delaying priority 
assistance to steel warehouses a 
great deal of steel was forced 
into the market that has been 
moss-gathering for a number of 
years. People who for a long 
time contended that they could 
use no alternative now find them- 
selves able to substitute not only 
quality but size, and they are 
even glad of an opportunity to 
do that. Consequently, we feel 
quite sure that any steel put into 
your warehouse under current 
market conditions will move out 
rather promptly. 

Many people have asked me— 
what does the Office of Produc- 
tion Management plan to do in 
establishing warehouse quotas 
for the first quater of 1942? To 
that question I cannot give a 
correct answer at this. time. 
Much will probably depend on 
developments in the internation- 
al situation in the meanwhile, 
and on steel market conditions 
then. This much I can say, how- 
ever. Any quota that is decided 
upon will be just as liberal as we 
can make it and just as fair to all 
as it is humanly possible to be. 
Too many people have indicated 
their intention of selling only on 
defense orders in the hope of 
securing more favorable recogni- 
tion later on. It is certainly not 
our wish that you do that. The 
only requirement on carbon steel 
is that you recognized defense 
orders first. Any steel left over 
after selling defense buyers 
should be offered to non-defense 
customers, even though the 
amount available for this class 
of buyers may become progres- 
sively smaller for a while. 

When there is not enough steel 
to meet the requirements of 
everyone, the less essential de- 
mands must be shelved until a 
later date. I cannot emphasize 
this for you more clearly than 
to repeat from the preliminary 
statement of policy enunciated 
by the Supply, Priorities, and 
Allocation Board on September 
2, following its first meeting. In 
this statement, which was adopt- 
ed unanimously by the seven- 
man board, it was said: 

“Our general policy is simple. 
Production shall be stimulated 


and organized to the limit of the 
nation’s resources. Every avail- 
able man and machine must be 
employed either on direct defense 
requirements or at work essen- 
tial to the Civilian economy. 
Along this road lies protection 
of our freedom and the basic 
economy necessary to mainte- 
nance of that freedom. 

“We must forego the less es- 
sential that we may have an 
abundance of the more essential. 
By less essential industry is 
meant those industrial activities 
involving the use of materials 
and production facilities which 
sap supplies and machinery re- 
sources necessary to a realistic 
all-out defense program. In some 
cases this may involve only a 
part of an industry; in other 
cases it may involve several 
parts. 

“Wherever it is possible to 
convert the less essential to mili- 
tary or essential civilian produc- 
tion, this will be done. Every 
means will be employed to ex- 
pedite this process with a mini- 
mum loss of time for men and 
machines. But the less essential 


. must go.” 


It is needless to add that you 
men who actually contact the 
buyers of steel every day are the 
ones who must decide between 
what is essential and what is 
non-essential. Formulating 
broad statements of policy in 
Washington will not do the job. 
For unless those policies are 
translated into action in Chicago, 
and New York, and San Fran- 
cisco—all of the well-made plans 
of the men charged with the re- 
sponsibility of directing this de- 
fense effort would be to no avail. 

In conclusion, I do not need 
to point out to you gentlemen 
that the task of trying to cope 
with the problems of some 3000 
steel warehouses is not a small 
one. Too many people have re- 
garded the Office of Production 
Management as a cure-all for 
their ills. Common sense will 
tell you that in our effort to aid 
the defense program we cannot 
do the work which your purchas- 
ing department should do. We 
try to answer all inquiries 
promptly, but there are limits 
on both the amount of work a 
new staff can turn out and on 
human endurance itself. 
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OLED RSet a) PAGE GS Seed 


FLOOR SPACE 
WHOLESALE SEEDS 


ROTABIN stores, displays and sells nails, rivets, ; 
washers and other “binable" merchandise in o Laat | In spite of present crop conditions we expect our 
pees . mm stocks for 1942 delivery to be nearly complete. 
peed —— —"s in ' the space now Write for prices on Page’s Selected and Tested 
— y such items in your store. Each =. varieties of Vegetables, Flower and Field Seeds; 
‘ B N section rotates, bringing the merchan- | ulso Onion Sets and Seed Corn. 

dise right to your finger tips. No time lost in } 
looking for the correct size—no boxes to open— 















Have you ordered a Display Case 


no sticking drawers to pull out—no unnecessary | of Page's Tested and Dated Seed 


steps running from bin to bin. ROTABIN saves . Packets on our 






























hardware dealers, time, steps, labor and money SALE AND RETURN CONTRACT? 
WRITE FOR and makes storage space pay a profit the year “At Your Service Since 1896” 


DETAILS onan 
THE FRICK-GALLAGHER MFG. COMPANY = THE PAGE SEED COMPANY - 


WELLSTON, OHIO 


TATE 4, 


Picture Hangers 
and 


Cord Display 


This attention compelling 
display stand sells TATE 
Picture Hangers and Pic- 
ture Cord as soon as 
shown. We also have a 
similar display of Wire 
Assortments galvd. and 
copper. Send for Cir- 
culars and Prices. 


E. H. TATE CO., Boston, Mass. 
Sales Offices also in: 
Chicago New York Los Angeles 











THIEMAN PUMP JACKS 


Going over big because they satisfy 











WAYS 
CTURE HANGERS 


Dealers who sell Thieman Pump Jacks find 
they move fast. Built for years of depend- 
able and trouble-free service, actual tests 
show that they require less than half the 
power needed by ordinary jacks. Available 
in electric and gasoline units to fit 
any pump and all are easy to in- 
— Write for literature and price 
ist. 


Mfd. by Thieman Harvester Co., Inc. 
Albert City, lowa 


Manufacturers of automatic heated hog and 
poultry waterers, tank heaters, and a full 
line of hog feeders. 
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With Gardiner Quality 


i Blade Changed in Ten Seconds 
-. 2 ~ 
You'll win and hold the ay \\ go 
—_ of = big, — \ { a 
package solder market when " fad ee ' 
you stock and display this ’ p ) e oarse cur or & 
nationally famous line. Ask if y Z —=—— thin, smooth shaving by 
jobber for details on > ¥ Ze Ve simply changing the 


- selling Repair - All angle of the handle 





Household Package and ‘ 
leaders with |, 5 and 20- = 


pound spool buyers. ' “ — 
——— 
A es BR a“ 
S : sil aad eS 


“The Bet 15 cents to 75 cents 





. s — te 
4821 S. Campbell Ave., Chicago, Ill. en: ’ 


When You Want To Be Heard—|| BRINGS WOMEN 
Speak to the right “class”— ane | / N TO S TO R E 























Tipe am fd time, meme 
FOLEY 4 






in the right paper—in the This colored display card ! 
i dow or counter holds a Foley 
right are HARDWARE _ Food Mill upright, and quickly 
AGE will tell your story to < = its a4 ag Fg | a 
maker. It saves kitchen time the 
the greatest number of hard- year round—for all mashing, ric- 
ware men in the hardware ing or straining of cooked foods. 
‘ The Foley Kitchen Utensils listed 
trade. Its Classified Oppor- below are sold through jobbers. 
tunities Section is the place 
to put your want ad for 
quick, tangible results. 


Write us direct for free display 
HARDWARE ‘AGE FOOD MILL 1.25 SIFTER .50 


4 card, recipe folders, newspaper 
} mats. 

Classified Opportunities Section STRAINER 1.00 CHOPPER .59 

100 East 42nd St. New York City GRINDER 1.00 FORK .25 


Ws tein Hes hawrlle 



















FOLEY MANUFACTURING CO. 
4 Main St. N. E., Minneapolis, Minn. 
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Classithied Opporvtumitien Section... 





Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





| Chansified Adwentining Rater | 





Help Wanted. Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Bet solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word........ Of 
Positions Wanted 
(Special Rate) set solid, maximum, 
NED wocceeeneccececccccceses $1.00 
Each additional word.............+. -05 


Aliow Seven Wordé for Keyed Address or Your Address 


BOXED DISPLAY BATES 
One inch 
Each additional inch.......... 








DISCOUNTS FOR CONSECUTIVE INSERTIONS 

4 insertions, 5% off; 8 insertions, 10% off. 

Due to the special rate, these discounts do 

not apply on Position Wanted Advertise- 
ments. 


-e- 

REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order. 
not currency or stamps. 
Sampies of Merchandise, Literature, 
Catalogs, etc., will not be forwarded to 
bex number advertisers unless saccom- 


panied by sufficient postage for remail- 
nme 














HARDWARE AGE 1s published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 


—@-— 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York City 











| Positions Wanted | 


|Sales Representatives Wanted | 


| Basiness Opporvtunitier | 








HARDWARE PERSONNEL, OUR FILES 
CONTAIN applications of several hundred experi- 
enced clerks, managers, counter men, bookkeepers 
and stenographers for New York hardware re- 
tailers and wholesalers. No charge to employers. 


Just phone Wisconsin 7-1802 or write to Asso- 
ciated Placement Bureau, 152 West 42nd Street. 
New York 





ATTENTION MANUFACTURERS! If your 
line is for jobbers try my service on commis- 
sion basis. I cover the whole Mexican country. 


For more details write to—J. Gimbel, Mexico 
D.F. Apartado 1946 

HOUSEFURNISHING MAN THOR.- 
OUGHLY EXPERIENCED—in _ retail and 
wholesale housewares, glassware, household-hard- 
ware, cutlery, electrical and plumbing supplies, 
also varieties, notions, cosmetics, etc., desires a 
position with responsible firm. Am married, 37 
years of age. Can furnish best of references. 
Address Box E-511, care of Harpware AGz, 


100 E. 42nd St., N. Y. City. 





MAN WITH 25 YEARS’ EXPERIENCE AS 


purchasing agent in hardware mill mine, radio, 
electrical and general merchandise, now seeking 
new connection. Married with familv. Will con- 


sider reasonable starting salary. What have you 
to offer? Address Box E-509, care of HARDWARE 
Ace, 100 E. 42nd St., N. Y. City. 





HARDWARE SALESMAN, WITH ESTAB- 
LISHED HARDWARE jobber, dealers, and 
supply clientele desires to represent a reputable 
company in Western Pennsylvania, West Vir- 
ginia, and Ohio. Fifteen years road experience, 
college graduate, forty-five years of age. Un- 
questionable references. Salary or drawing ac- 
count preferred but would consider straight com- 
mission. Address Box E-502, care of Harnwarr 
Acer, 100 E. 42nd St., N. Y. City 

















SALES EXECUTIVE SITUATION OPEN 
Sales Representative for Buff and Wheel 
Companv. Excellent position to right type of 
man. This is an old established comnany. Ad- 
dress—Polishine-Buffine Wheels. E-510, care of 
Harpware Ace, 100 E. 42nd St.. N. Y. City. 


200 








SALESMAN — TERRITORY OUT OF 
READING, Pennsylvania, is open for the right 
man. Large eastern wholesaler for electrical ap- 
pliances, toys, and hardware. If you are ex- 
perienced in the above lines, give full particulars 
in your reply. Must have car. Drawing account 
against commissions. Address Box E-506, care 
of Harpware Ace, 100 E. 42nd St., N. Y. City. 





CORPORATION 
SELL hardware, department, fur- 
niture stores, jobbers. Small, light case. Posi- 
tively world’s finest line. Call on only best ac- 
counts. Full time or sideline salesman wanted. 
{f you want good profitable line which readily 
repeats, write—Dustmaster Corp., 5210 Produce 
Exchange Bldg.. Minneapolis, Minn 


RELIABLE WANTS 


SALESMAN 











| Accounts Wanted 











Manufacturers’ Representative with 
Wide Experience in Hardware, 
financially able to set up district selling offices in 
Pittsburgh and Philadelphia and carry warehouse 
stock in either or both places, particularly interested 
in selling heavy hardware, mill supplies and kindred 
lines to jobbers and large retailers; am prepared 

te build a real sales organization. 
Address Box E-495, care of HARDWARE AGE. 
100 E. 42nd Street, New York City 











HARD- 
Special- 


NOTICE MANUFACTURERS, 
WARE, HOUSEFURNISHINGS and 
ties, established manufacturers’ agents, and mer- 
chandise brokers working best accounts in 
California wants good standard merchandise 
lines. Can carry own accounts. Business never 
was better here. Millions being spent by build- 
ers. Please forward complete set up via air 
mail. Address—Turner Brothers & Company, 
P.O. Box 175, Alhambra, California 





MANUFACTURERS’ REPRESENTATIVE 
DESIRES A LINE for hardware jobbing trade 


in Maryland, District of Columbia, Virginia, 
North and South Carolina, Georgia and Florida. 
Have established trade with jobbers and apnli- 
ance distributors. Major appliances, sewing ma- 
chines, oil heaters or similar lines vreferred. 
Address Box E-508, care of Harpware AGF, 
100 E. 42nd St., N. Y. City 





FOR SALE—1 Lot Plumbers and _ Tinners 
Tools; 1 Nail Bin; 1 Show Case; 1 Office Roll 
Top Desk. Address—The Peck-Milsom Com- 
pany, Inc., Avoca, New York. 





FOR SALE—PROGRESSIVE HARDWARE 
AND MILL Supply store, also 3-story build- 
ing, in Massachusetts. Centrally located in 
manufacturing city with population of 63,000 and 
drawing trade from 12 surrounding towns. Fine 
opportunity for developing other lines in hard- 
ware field. Established 30 years. Last inventory 


$25,000. Wish to make change. Address Box 
E-512, care of Harpware Ace, 100 E. 42nd St., 
DD. E. Ge. 





FOR SALE—RETAIL HARDWARE, paint. 
electrical and plumbing supplies. Established 14 
vears in growing section of Flatbush, Brooklyn, 
N. Y. This is a_ real opportunity for the 
right party. All moving stock and clean. Must 
be seen to appreciate. Lease and low rent 
Price $14,500. Cash $8,000. Further informa- 
tion—write Box E-507, care of HarpwareE AGE, 
100 E. 42nd St., N. Y. City. 





HARDWARE AND PAINT BUSINESS FOR 
SALE. over twenty thousand inventory, perfectly 
balanced stock, well located in 4-story building. 
central Georgia City, population 100,000 doing 
nice business; seventy million spent here on Gov- 
ernment projects. Only three hardware stores in 
City. Sell reasonable. Address Box E-505, care 
of Harpware Ace, 100 E. 42nd St., N. Y. City 








There’s a Mine 
of Information 


vitally-important 
facts, live merchan- 
dising ideas and 
sales - producing 
methods in HARD- 
WARE AGE. Make 
it a habit to read 
your business paper 
regularly and thor- 
oughly. 
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You Don’t Have to Ask 
“Who Makes It?” 


This information is 
at your finger tips 








HIS thorough buyers’ reference book 

is conveniently indexed to enable you 
to locate the merchandise you want when 
you want it. 


It saves you much valuable time and 
brings you not only the name of the manu- 
facturers but in many cases the description 
and illustration of the line or item you 
are seeking. 


To enable this great buying help to 
serve you best Use the Green Index First. 
This will lead you at once to the informa- 
tion and product illustrations manufactur- 
ers have provided for you in this con- 


in the 


Merchandise 


Directory 


Number 
of 


HARDWARE AGE 


densed catalog of hardware merchandise. 


Thousands of buyers during the past 
20 years have become accustomed to its 
convenience and promptly refer to it 
whenever merchandise questions arise. 
The current issue, now in your hands, is a 
748-page book carrying the condensed ad- 
catalogs of 564 manufacturers. 


The Directory Number has become the 
standard reference of the hardware field. 
More than 26,000 copies each year serve 
your fellow buyers, practically saturating 
the hardware trade in both its wholesale 
and retail branches. 








To get the greatest usefulness from 
your "Who Makes It?”—refer to the Green Index first 
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EAGLE Rules are superior 
because: 


. EAGLE Rules possess the 
elusive Riveted - Strike - Plate 
Joints which guarantee strength 
and accuracy. 

. EAGLE ro + ee be twisted 
or pulled a 

. Strike- Plates aia wear on 
markings and cannot come off. 

Order from your Jobber. 
Send for Catalog TODAY! 


e NN 


EAGLE RULE MFG. 


CORP. 


514 Hunts Point Avenue New York NY 





AMERICA’S 


NO. 1 FUSE 


SALESMAN 


NEW 7 color DIS- 
PLAY BOX attracts 
attention — increases 
sales — brings greater 
profits. FREE with 
every 50 fuses. 














_Ask your 
iobber for 
COLORTOPS 
COLOR TELLS 
THE SIZE 







NO METAL 
NO SHOCKS 
- GL — 
Le) 



















MERCURY 
BICYCLES 


The de luxe line priced 
for the volume market 


THE MURRAY OHIO MFG. CO. 


CLEVELAND, OHIO 











Genui"° DOMES 2° SILENCE 


SLIDE SILENT 


- SOFTLY- SMOOTHLY 
ET SAVE FURNITURE 
i & FLOORS-CREATE QUIET 


Domes 


Rubber Cushio 


Ask your Jobber. If he is not supplied write to 


DOMES of SILENCE Inc., 35 Pearl St. N.Y. C 


202 











| Eagle 


Dietz Co., R. E. 
Disston & Sons, pom Henry.... 
Dixon Crucible Co., 
Domes of Silence, Inc. 


du Pont de Nemours & Co., 
mm. kas 


Joseph . 


Mfg. Co. 
Eagle Rule Mfg. Co. 


Elastic Tip Co., The 
| Embury Mfg. Co. 


Emeloid Co., Inc., The . 
Empire Level Mfg. Co. 


F 


Fairbanks Co., The 


| Farrell Cheek Steel Co. 


Fletcher, 


Acme Shear Co. é <ain sae 

| Allen Mfg. Co., .. 153 
Alliance Mfg. Co. renee . 135 
Allied Asphalt & Mineral Corp... 192 | 

| American Agricultural Chemical | 
are salt Siebel ne cae 182 | 
American Chain & Cable Co., 

Mes Ceaiisuenanrtndhteanccnainwe 
American Chain Div. ........... 58 | 
American Fork & Hoe Co., The..I!, 12 
American Mfg. Co. ...... . 56! 

| American Pad & Textile Co. .... 32 
American Shearer Mfg. Co. .... 198 
American Steel & Wire Co....49, 121 | 
American Wire Fabrics Co. ..... 35 | 
Armstrong Bros. Tool Co.......... 174 | 
Arvey Corp. ... pieeeesea 192 | 
Asbestos Textile Co. acerca ee 
PN Te ie Wie Ge. ow cncacas 18 
Atlas Asbestos Co. .. 184, 191 
Automatic Products Co. .. 137 
| Autoyre Co. . 197 
B 
Baker Mfg. Co. 133 
Ballonoff Metal Products Co. 173 | 
Barrett Co., The ..... Gséva 46 
| Berea Abrasives 165 | 
Bernz Co., Inc., Otto . ; 195 | 
| Bethlehem Steel Co. . iaisan Se 
Blaisdell Pencil Co. . 189 | 
Bommer Spring Hinge Co. ...... 193 
Bond Electric Corp. 29 | 
Boston Woven Hose & Rubber Co. 
26-27 
Bridgeport Hdwe. Mfg. Corp.... 133 | 
eae @ Some, BR &. ccecccseccss 178 | 
Brush-Nu Co. Kguinegheedeneinel ae 
c 
Calbar Paint & Varnish Co...... 189 | 
Carporundum a peeryerer 30 | 
Cerison & Co., A. B.....ccccceees 181 
Champion Hardware Co., The.. 169 
Chicago Lock Co. ...... ee Te 
Chicago Roller Skate Co. .. 18h] 
Chicago Spring Hinge Co. : 184 | 
Chicago Wheel & Mfg. Co. .... 168| 
Clayton & Lambert Mfg. Co..... 197 | 
Clemson Bros., Inc. ‘ 1a | 


Cleveland Chain & Mfg. Co., The a7 | 
Cleveland Wire Spring Co., The.. 196 | 





Collins Co., The ... f .. 1% 
Collins & Co., George F. 172 
Colson Corp., The . bb 
Columbia Steel Co. naka ae 
Columbian Rope Co. ............ 48 
Columbian Vise & Mfg. Co.... 33 
Columbus-McKinnon Chain Corp. 15! 
Connecticut Valley Mfg. Co. 194 
Continental Screen Co. .......... 377 
Continental Screw Co. .......... 51 
Geek Ge, FA Gis TRO cccccce: . 1% 
CEE THE GR. a ccccccccccess 28 
Cyclone Fence Co. ......00..200 49 


Faultless Caster Corp. 
Fitler Co., Edwin H. 
Terry Co. 
Florence Stove Co. 

Foley Mfg. Co. 
Frick-Gallagher Mfg. Co. 


GS 


Gardiner Metai Co. 


General €lectric Co. Lamp Div. 


Gilbert & Bennett Mfg. Co. 
Graham Mfg. Co. 

Grand Specialties Co. 
Greenlee Tool Co. 

Griffin Mfg. Co. 


H 


Hanson Scale Co. 
Harris Hardware & Mfg. Co., D. 
Hawkins Co., The 


Hazard Insulated Wire Works .. 


Heller Brothers Company 
Hotstream Heater Co. 


Housewares Mfgr's 


Hoyt & Worthen Tanning Corp. 


Independent Lock Co. 
Indestro Mfg. Co. 


Ingersoll Steel & Disc. Div. Sie 


Warner Corp. 
Irwin Auger Bit Co., The 


Jackson Mfg. Co. 
Jennings Mfg. Co., 


The Russel 


K 


Keene Machine Co., O. S. 
Kester Solder Co. .. 


Klein & Sons, Mathias 


HARDWARE 


Inc., 


. 174 
202 
. 203 


. 187 


176 


. 19 
54-55 
. 183 
. 196 


. 198 


. 1% 
179 


P. 197 


Association... 17! 


él 
. 75 


43 


36 
1.. 184 


1% 
. 137 
. 5 


AGE 
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Pa 
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Pec 


Pit 
Plu 
Ply 


Prin 


Puri 


Ray! 
tri 
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Ray-! 
Remi 
Repu 
Reyn 
Riche 
Roge: 
Ruby 


OCT 


a aS 


36 


196 
. 137 
. 75 








Duhon “lo fdwentinev 





Lamson & Sessions Co. 
Lawson Co., F. H. 
Libbey-Owens-Ford Glass Co. 


Lindsay Light & Chemical Co.°.. 


Listo Pencil Corp. 
Locke Stove Co. .............. 


Lowe Bros. Co., The ...... 
Lufkin Rule Co., The 


M 


McCrea Sprinkler Co. 
McKinney Mfg. Co. 
Magor Car Corp. 
Marshalltown Trowel Co. 
Master Rule Mfg. Co., Inc. 
Meilink & Co., Inc. 

Metal Textile Corp. 

Milcor Steel Co. 

Miller, Inc., Robert E. 
Millers Falls Co. 

Minnesota Mining & Mfg. Co. 


Morse Twist Drill & Machine Co. 


Murray Ohio Mfg. Co. 
Myers & Bro. Co., The F. E. 


N 
National Mfg. Co. 


National Screw & Mfg. Co. .... 


Nicholson File Co. 
Noblitt-Sparks Industries 
Noma Electric Corp. 

Norge Div. 

North American Press, The 
Northwestern Steel & Wire Co. 


°o 


Okonite Co., The 
Oxford Tool Co. 


Page Seed Co. 
Paine Company, The 
Parker, McCrory Mfg. Co. 
Peck, Stow & Wilcox Co. 
Pennsylvania Woven Wire Co. 
Pittsburgh Plate Glass Co. 
Plumb, 
Plymouth Cordage Co. 
Porter, Inc., H. K. 
Prime Mfg. Co. : 
Puritan Cordage Mills . 


Inc., Fayette R. 


Raybestos-Manhattan, Inc. (Indus- 


trial Sales Div.) 


Raybestos-Manhattan, Inc. (Ray- 
bestos Div.) 

Ray-O-Vac Co. 

Remington Arms Co., Inc. 

Republic Steel Corp. 

Reynolds Wire Co. 

Richards-Wilcox Mfg. Co. 

Rogers Isinglass & Glue Co. 


Ruby Chemical Co. 
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| Sheffield Bronze Powder & Sten- 


| Savage Arms Corp. 


Russell, 
Nut Co. 


Ryerson & Son, Inc., Jos. T. 


s 


Samson Cordage Works .... 


Burdsall & Ward Bolt & 


Sand's Level & Tool Co. ..... 


Schalk Chemical Co. 
Schlueter Mfg. Co. 


| Schrade Cutlery Co. 


188 | Shapleigh Hardware Co. 


. WF 


cil Co. : 

Shelby Spring Hinge Co. 
129 | Sherman Mfg. Co., 
155 | 


| Silver Lake Co. 
197 | 


14-15 


H. B. 


Simonds Saw & Steel Co. 


189 
204 


202 | Speedway Mfg. Co. 
159 


Smith, Inc., Landon P. 


Stanley Tools 
Starline, Inc. . 
Starrett Co., The L. S. 
Superior Fastener Corp. 


166 | 
202 
20 


Tate Co., E. H. 


a Taylor Instrument Compan 


| Southington Hdwe. Mfg. Company 


ies .. 


Thieman Harvester Co., Inc. 


107 | 
Townsend, B. W. 
52 


| Trico Fuse Mfg. Co. 
12 | Triplex Screw Co., The 
Troy File Works 


. 193" 


Turner, 
101 dle Co. 


U 
| Union Hardware Co. 
| Upson Bros., Inc. 
U. S. Plywood Co. 
lu. S. Steel Corp. 
| Utica Drop Forge & Tool 


v 


191 | w 
158 | Wagner Mfg. Co. 
189 | Wall Rope Works, Inc. 
Warren Tool Corp. 
Westfield Mfg. Co. 


Day & Woolworth Han- 


..49 
Corp.. 


Vaughan & Bushnell Mfg. Co. . 
Viking Air Conditioning Corp. 
Vichek Tool Co., The ........ 


White Mountain Freezer Co., Inc. 


153 | Whitney Carriage Co., F. 


| Windsor Wax Co. 
167 | Witt Cornice Co. ...... 
'23 | Wood Shovel & Tool Co. 
bed Wooster Brush Co. ..... 
<e Wright Steel & Wire Co., 
10 | 
195 | Y 


197 | Yale & Towne Mfg. Co., 
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Even if a man owns a dozen 
inary screwdrivers . 
he'll buy a Hold-E-Zee “on 
sight. He knows he needs the 
If he’s buying his 
first screwdriver, he'll natu- 
rally choose the one that has 
everything PLUS the great 


UPSON BROS., Inc., 84 Exchange St., Rochestar, N.Y, 










HOLD-E-ZE 


Automatic Grip 
SCREWDRIVERS 


Hold-E-Zee feature—you get 
extra business in either case! 





Chrome vanadium blades; 
many models have transparent, 
insulating, unbreakable han- 
dies (illustr.). Order Thru 
Your Jobber. 














MATERIALS 
THROUGHOUT 


4 COLOR 


COUNTER DISPLAYS 
SELL THE EXTRA VALUE 






@nee\\\ 


SCREWDRIVERS AND MAKE 
MREXTRA PROFITS! 











MOLDED RUBBER GOODS sesciacries 


Plain and Mushroom Bumpers — Suction Rubbers 


Rubber Head Nails 
Chair Tips 


S & 


Toilet Seat Bumpers 
Crutch Tips 


? 


THE ELASTIC TIP CO. 


SEND FOR CATALOG 
OF COMPLETE LINE 


370 ATLANTIC AVE. 
BOSTON, MASS. 












































G 
RANGES RANGES HEATERS BURNERS 


FLORENCE 


GARDNER, MASS. 


STOVE CO. 





cooking AC. Oe 0a | 


NEW YORK, CHICAGO, BOSTON, ATLANTA, DALLAS AND SAN FRANCISCO 


THE STYLE 


SENSATION of 1941 


—the culmination of over 64 years 
experience in the building of fine 


bicycles. 


Write today for details of Ameri- 
ca’s most popular, fastest selling 


line of bicycles. 


THE WESTFIELD MANUFACTURING COMPANY 
17 Cycle Street, Westfield, Mass., U.S.A. 
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DEFENSE FIRST: 


©ur COUNTRY is engaged in an all- 
out full-speed defense program, building 
the equipment necessary for the defense 
of this nation against aggressor countries 
— to maintain the freedom of the seas 
and also, under the provisions of the 
Lend-Lease Act, to help other democ- 
racies in order that they may help us in 
our defense of the American Way of Life. 


Milcor is helping in that program, help- 
ing by supplying necessary building 
material for the construction of canton- 
ments, navy bases, airports, defense 
housing, and industrial plants for the pro- 
duction of munitions. We are also manu- 
facturing supplies and equipment for the 
several branches of our armed forces. 


Because our products are made of steel 
and because steel is on the critical list 


An open letter from Milcor Steel Company 


of defense materials, we know perfectly 
well that we cannot carry on our regu- 
lar business in a normal way. In the 
face of these facts, we are not forgetting 
our obligation to our regular trade. We 
understand their need for our products 
in order to keep their businesses oper- 
ating and to provide employment for 


their people. 


We are continuing to supply our regu- 
lar trade on a restricted basis in propor- 
tion to the amount of raw material avail- 
able to us. 


Our first obligation now is to help in 
every possible way to aid the defense 
program. Beyond that we will continue 
to serve our trade as best we can under 


present conditions. 


MILCOR STEEL COMPANY 


A141741427_ 


President 


~- 


MrccoR. STEEL Com MPANY 


MIL sap Steere WISC ONSIN 


* KANSA 


* NEW YORK N.Y. © ROCHESTER N. Y 
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* BALTIMORE. Mf 


HARDWARE AGE 
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FOR SMOOTH 
HAIR-LINE CUTS WITH- 
OUT DIGGING IT TAKES 


A RED DEVIL --- 
NO MORE CALLOUSES ON THE 
THUMB OR BETWEEN FINGERS. 


A RED DEVIL cireRauty 
GLIDES ALONG THE RULE TO 
A LIGHT TRUE Cur - - 
THERE ARE OVER 
15 STANDARD 
STYLES 





Rod Dowil 


GLASS CUTTERS 














LIKE 
EINE. JEWELRY 


© PERFECT in every minute detail are 
DIAMOND EDGE and KEEN RUTTER 
Pocket Knives that it is not unnatural to 
think of them in terms of fine jewelty. 
Yet there is much more than beauty jin 
these knives. Behind the sparkle of their 
forged steel blades, beneath the luster Sof 
their accurately fitted handles are unexcel- 
led serviceable qualities, giving evidente 


of the skill and precision with which they 
are made. Superior materials and refine- 
ments of design also help to make 
DIAMOND EDGE and KEEN RUTTER Pocket 
Knives true exemplars of the finest cutlery 
obtainable. 

Ask your SHAPLEIGH salesman to show you 
samples of these famous knives, and make 
selections for your Christmas trade early. 


SHAPLEIGH HARDWARE COMPANY 


SAINT LOUIS, U.S. A. 


Shapleigh National Series No. 2362 





























